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Automotive Output — Was esti- 
mated last week by AUTOMOTIVE 
= at«140,344 units, compared 
with 143,523 the previous week, a 
decrease of 3,179 vehicles. 
Business Inpex — Declined in 
ek ended Jan. 2 to 99.2 from 
.4 percent of the base period in 
the preceding week, according to 
Barron’s. 
Personal Income—Was in No- 
at an annual rate of 
$285.5 billion, almost $2 billion 
“lowe> than in October. 
_ Cruve On Srocxs—Totaled 270,- 
769,00® barrels on Jan. 2, a net de- 
erease of 2,748,000 for the week. 
Sree, Output — Plants operated 
at 75 percent of capacity in week 
ended Jan. 8, compared with 75.4 
percent the previous week. - 


Top Cars 


New-car registrations for 11 
months of 1953, plus three states 
ber: 





1952 Pos. 
7182,957— 1 
659,582— 2 
385,885— 3 
289,320— 4 
245,757— 5 
202,641— 7 
225,318— 6 
165,295— 8 
Stude. 143,348— 9 
198,172—11 
131,174—10 

82,591—18 
83,614—12 
Pack. 60,684—15 
73,447—14 
37,433—17 
26,465—19 
37,782—16 
27,024—18 


6,894—20 
4,544—21 
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NADA Directors 
Adopt Action 


|Plan for Year 


Sales Race Assailed; 
Make Groups Ask 
Territory Security 


By Pete Wembhoff 
Editor, Automotive News 


MM BEACH. — Designed to 
overcome the problems of 
overproduction, bootlegging, and 
factory pressure, NADA directors 
last week adopted “A Plan of 
Action for 1954—Year of Decision.” 

The multi-pronged program, re- 
placing the usual strongly worded 
resolutions of other years, was pre- 
sented by Alton 
M. Costley, chair- 
man of the 
National Affairs 
Committee; Fred- 
erick M. Sutter, 
head of the In- 
dustry Relations 
Committee; Fred 
Bell, NADA ex- 
ecutive vice- 
president, and re- 
tiring president, 
Robert S. Arma- 


Charlies C. Freed 


cost. 

The annual convention, which 
drew 9,607 persons including 2,352 
service managers and mechanics 
who attended the various service 
clinics, also took this action: 

~ - oa 


Elevated Charles C. Freed (De- 

* Soto-Plymouth), Salt Lake City, 

first vice-president of NADA, to 
(Continued on Page 50, Col. 1) 





New-Car Stocks 


In Field and in Transit, 
Average per Dealer 
A bilo, AEs Atpisscdseallibcoet 10. 5 Cars 
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—Automotive News Estimates 


New-Car Stocks 
Rise Slightly to 
10.5 per Dealer 


By Bob Sheldon 
Associate Editor 
SMALL increase in new-car 
inventories across the nation 
has followed a resurgence in pro- 
duction and a holiday lull in selling. 

With many Big Three dealer- 

ships having just completed their 

cleanup sales, the Automotive 

News index as of Jan. 1 stood at 

10.5 new cars per dealer. 

This represents a rise of 1 over 
the Dec. 1 figure of 10.4, revised on 
the basis of late reports of unex- 
pectedly heavy sales in November. 

January’s 10.5 average was the 

(Continued on Page 53, Col. 3) 








Dealer Copenh to Remain Intact 


Mason to Head Firm; 


This issue includes the monthly 


ERVICE SECTION 


Steck Vote Is Slated 


CONSOLIDATION of Nash - Kel- 

vinator Corp. and Hudson 
Motor Car Co. was approved Thurs- 
day by directors of the two compa- 
nies, subject to stockholder ap- 
proval, The new combination is to 
be known as American Motors 
Corp. It will be the fourth largest 
in the automobile industry. 


The announcement was made 
jointly by A. E. Barit, president 
and general manager of Hudson, 


A. E, Barit 
and George W. Mason, chairman 
and president of Nash. 

Under the agreement, three 


George Mason 








Clinies 
Digest of NADA truck clinic 
starts on Page 16; service clinic 
on page 8. 





shares of Hudson stock will be con- 
verted into two shares of American 
Motors stock and each share of 
Nash-Kelvinator stock will con- 
tinue as one share of American 
Motors. There will be 10,000,000 








Week’s Car Production Dips 3,200 Units 


By Tom Hewitt 
Staff Writer 
Aur production remained at a 
high rate last week, despite 
the elimination of Plymouth’s sec- 
ond shift and a shut down at Hud- 


were 114,965 cars and 25,379 
trucks, according to Automotive 





New Oldsmobile ‘98' Makes Debut— 





The 1954 Oldsmobile 98 four-dour sedan is one of a series which the firm calls 
the most completely changed in its history. Brand-new features are the wraparound 
windshield, the sweepcut fenders and the unique two-tone paint treatment. The new 
windshield offers 1,104 square inches of glass. The wheelbase has been increased to 
126 inches, but the overall length of the car remains about the same. The 98 is 


| @quvipped with a more powerful, 185-horsepower Rocket engine with 8.25:1 compres- 
> sion ratio. (See story and other photos on pages 43 and 49.) 


News estimates, In the previous ; mission reported that unemploy- 
week, output amounted to 118,204 | ment in Detroit has climbed to a 


cars and 25,319 trucks. Produc- 


16-month high. 


tion a year ago totaled 110,885 Studebaker’s scheduled layoff 
celled 


cars and 28,148 trucks. 

The heralded Ford division-Chev- 
rolet race remained a_ highlight. 
Ford last week outproduced its 
chief rival 31,450 cars to 28,800. In 
the week earlier Chevrolet was 
ahead by only 90 cars. 

* * x 


pPUrMourn last Monday can- 
celled its second shift, follow- 
ing the cutback pattern established 
by other Chrysler Corp. divisions in 
December. 

Hudson, which last Monday 
halted its assembly operations, 
will resume Wednesday (Jan. 20). 
Hudson said the shutdown was 
caused by a move to “maintain 
dealer stocks in line with season- 
al demand”. 

Hudson’s layoff affected 4,500 of 
its 10,000 employes and the Plym- 

outh move left 7,650 workers idle. 
* * * 


At THE same time, the Michigan 
Unemployment Security Com- 


In This Issue 





of 3,000 employes was can 
following a union-management 
dispute over seniority. Studebaker 
last week had planned to con- 
solidate its work force into a 
one shift, five-day, 40-hour week. 
(Continued on Page 53, Col. 3) 

















authorized shares of $5 par value 
stock. 
* . * 

T= consolidation plan will be 

submitted to Nash - Kelvinator 
and Hudson stockholders ‘as soon 
as possible. Stockholder meetings 
to vote on the proposal will be heid 
in March. 

Hudson and Nash-Kelvinator 
together had assets of more than 
$355 million and working capital 
in excess of $100 million as of 
September 30, 1953. 

Combined sales of the two 
companies in the period Oct. 1, 
1952-Sept. 30, 1953, were in excess 
of $680 million, Combined Hudson 
and Nash automobile production in 

(Continued on Page 47, Col. 1) 


Show Points Up 
Dealer Stake 
In Shop Profits 


By Jack Weed 
Service Editor 
BEACH.—Dealers attend- 
ing the NADA shop equipment . 








exposition last week showed every?:"' 


indication that they again were in- 
tensely interested in their service 
departments and were promoting 
activities that would bring in those 
plus-dollar profits. 

From the opening, dealers 
thronged through the show, and 
exhibitors were universally 
pleased with the “play” they re- 
ceived. 

The show, held in a tent adjacent 
to the Miami Beach Municipal 
Auditorium, where all the NADA 
business meetings and clinics were 
held, was filled with exhibits of all 
types having to do with service 
work and promotion. 

= 7 o 


EVENTY-NINE exhibitors tock 
up every foot of space allocated 
for the show, and although quite 
naturally they did not get the 
number of attendees that flooded 
the last exposition in New York, 
this year’s show was termed one of 
(Continued on Page 10, Col, 1) 


Packard Dealers Introduce 14 Models for '54— 


With increased horsepower on all models, Packard this year offers a new Super 
series in the Clipper line, consisting of a four-dour sedan and the Panama (shown 
above). The 122-inch-wheelbase Panama has a 165-horsepower engine and an in- 
terior of leather and nylon. (See story and other photos on pages 30 and 31.) 





Saber cvemrgteeuaaperar aie meena rae rn a ae NE I TE ELE COSTS TELE CTCL 


eee inrtororor rman et bensnenenesenennaseennphtenmapeei 


Preitheds 6s _ 


me ety 































eae 



























ee 


AUTOMOTIVE NEWS, JANUARY 18, 1954 


‘Holding Out for Better Deals... 


Dealers Cool Off on Trading 


price line at any cost. They are| though,” he said. “If they offer $1,- 
cutting overhead to “work close to| 150 for something we hold for $1,- 


By Bob Lienert 
Staff Writer 
-CAR retailers, pretty much 
agreed that the present uphill 
pull on sales will continue through 
February, nonetheless see signs 
that a good year is in the making. 


Their optimism is 
based on several factors. One of 
the most is that most 


dealers are holding close to the 
retail price level on new models. 
Other favorable indications cited 
by dealers: 
1, Heavy activity by wholesale 
buyers visiting new-car dealerships. 
2. Continuing good showroom 
raffi 


c. 
3. Marked interest in luxury 
models. 
+ > * 


" main thing right now,” said 

one midwestern dealer, “is to 
try to hold the price line. As long 
as we do that, we'll make money 
instead of losing—as we did in the 
last half of last year. 

“If everybody will stay in line 
it will be a great thing. Trading 
at the honest retail price is good 
enough for anybody.” 

In only scattered instances, ac- 
cording to reports reaching Avto- 
motive News last week, have there 
been overallowances on new cars. 

J * > 


Gos dealers say they learned 
their expensive lesson in the 
1953 cleanup and will hold the 1954 


the bone,” as one put it. 

Optimism which has been ap- 
parent in recent weeks among 
used-car dealers is spreading to 
new-car dealers with regard to 
used-car operations, 

One Detroit dealer, who said he 
usually has three or four wholesale 
buyers visit him daily, said about 
300 — most of them from out of 
town — have called on him during 
the first half of this month. 

“They’re not reaching out, 





AMA Group Supports 


Brake Drum Drive 

DETROIT.— Further support 
for the movement to standardize 
procedures on turning down brake 
drums has been supplied by the 
Service Managers Group of the 
Automobile Manufacturers Assn., 
it was learned last week, 

The service group approved the 
recommendations of the National 
Wheel and Rim, Assn. and the 
Motor and Equipment Wholesal- 
ers Assn., that no more than 60- 
thousandths of an inch should 
ever be removed from the orig- 
inal thickness of the drum, It is 
understood that this limitation 
applied to all late-model passen- 
ger cars, and excepted only three 
makes among the older models. 








The XP-21 Prepares for a Start— 

Crew members are ready to pull wheel chocks as the XP-21 Firebird, General 
Motors’ experimental gas turbine car, prepares to get started on the Phoenix proving 
ground. The aerodynamic styling of the car was inspired by the Navy's experimental 


aircraft, the Skyray. 
* 






DETROIT.—The first gas turbine 
automobile ever to be built and 
tested in the United States was an- 
nounced last week by Harlow H. 
Curtice, president of General 
Motors. 

The XP-21 Firebird—a sleek, 
white single seater with aero- 
dynamic styling — will make its 


Packard Appoints 
Briggs as Sales 


Vice-President 


DETROIT.—Clare E. Briggs has 
been elected sales vice-president of 
Packard, James J. Nance, presi- 

dent, announced 
ee. last week. 

Briggs replaces 
Fred J. Walters, 
marketing vice- 
president who re- 
signed and now 
is an Oldsmobile 
dealer. 

O. Franklin 
Frost, Packard 
sales manager, 
also has resigned. 

Briggs was gen- 

er for Packard 
prior to Walters’ appointment in 
1952. He had serve nos! recentiy 
keting for 







the i 
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ness in 1928. 


GM Bares Turb 


Gives Details of Firebird on Eve of Show 
At N. Y.’s Waldorf Jan. 21 


> * * 


ine C 





first public appearanee at the GM 
Motorama of 1954 at the Wal- 
dorf-Astoria Hotel in New York, 
dan. 21-26. 


Built to study the possibilities of P 


the gas turbine for commercial 
uses, the 370-horsepower car has 
undergone preliminary tests since 
October at the General Motors 
Proving Ground, Milford, Mich., 
and the GM Desert Proving 
Ground, Phoenix, Ariz, 

“The XP-21 is not the car of 
tomorrow,” Curtice explained. 
“Actually, it is a laboratory on 
wheels built only for the test track, 
not for public highways.” 

“Possibly, this is a development 
along a road we may not wish to 
go, so far as passenger automobiles 
are concerned,” he said. “We built 
the Firebird to help us explore 
commercial possibilities of the gas 
turbine and add to our knowiedge 
of thermodynamics.” 

“We are not trying to develop 
either overwhelming 

or tremendous speeds in this test 


be harnessed to give efficient and 
economical performance in the 
low and normal driving ranges.” 
Ourtice explained. 


The idea of the Firebird origi-! 
vice- 


' (See story on | 


nated with Harley J. Hari, 
(Continved on Pare 46, Col. 1) 


200, they don’t even offer to split 
the difference. : 

“But they definitely are flocking 
into the market.” 


Te big demand by wholesale 
buyers visiting Detroit last week 
was for 60, ’51 and '52 models, The 
freeze was on '53s. 

New-car dealers are not unhappy 
to see the widening interest in used 
cars. 

“The used-car market has to 
stay up if we’re going to do any 
good on new cars,” said one 
dealer. “So far, we haven't set 
the world on fire on ’54s.” 

An air of optimism seems to hang 
over even those dealers who find 
sales sagging. 

That is because people are still 
visiting the showroom. 

“They’re not breaking down the 
doors to get in,” one said, “but 
they’re still getting in. As iong as 
you’ve got ae you’ve got 
potential buyers, As long as you’ve 
got that, all you have to do is 
figure out how to convince them 
to buy. 

“The answer,” he said, “is there 
someplace, and we’re working on 
it. It’s tough, but we’re holding our 


own.” 
A SALES manager who reported 
that volume has slipped, noted 
that his men are selling a record 
percentage of “lookers.” His aim is 
to hold the percentage when spring 
weather boosts the number of 
showroom visitors. 

Another indication that a deep 
buyers’ interest still exists is 
found in the ease with which 

(Continued on Page 47, Col. 2) 


04 Prices Listed 
By Oldsmobile, 
Cadillac, Packard 


By Bob Sheldon 
Associate Editor 
ADILLAC, Oldsmobile and Pack- 
ard last week announced re- 
vised price schedules for 1954. 
Compared with their 1953 
counterparts, many Cadillac and 
Packard models are up in price. 
Both makers explained that this 
adjustment was due primarily to 
the inclusion of added features, 
some of which formerly were op- 
tional at extra cost. 

Oldsmobile car prices are basic- 
ally unchanged. The dealer delivery 
and handling charge, however, has 
been boosted on all models by $10 


to $20. 

In advance of the public intro- 
duction of new models Wednesday 
(Jan. 20), J. M. Roche, general 
sales manager of Cadillac, disclosed 
that all of his division’s 1954 cars 
would be equipped with power 
steering. 

. * 


ROVISION for this and other 


rices correspond with those of 
1953, except for an increase in the 
dealer delivery and handling charge 
(Continued on Page 51, Col. 2) 
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8 NADA Directors Assume Office— 


Robert S. Armacost (third from left), NADA president, welcomes eight new me 
beginning three-year terms on the board of directors. They are (from left), On 
Harrod, Frankfort, Ky.; George H. Davis, Lewiston, Me.; Armacost; Samuel B. B 
Rutland, Vt.; L. M. Kauffmon, Spokane; Harry B. Craycroft, Vandalia, Ill.; C. E. 
ster, Cody, Wyo., and Roland Hughes, Jonesboro, Ark. 


Hufstader Urges Dealers 





To Double Safety Efforts 


MIAMI BEACH.—A strong ap- 
peal for auto manufacturers to 
back the annual May safety pro- 
gram to the hilt was made last 
week by W. F. Hufstader, chair- 
man of the Inter-Industry Highway 
Safety Committee, at a luncheon 
meeting here. 


Hufstader, distribution vice - 
president of General Motors, 
praised the nation’s dealers for 
their public service work in sup- 
port of traffic safety and high- 
way improvement, and he urged 
them to redouble their efforts in 
1954. But he added that the fac- 
tories should also pull their full 
share of this important load. 

In discussing achievements of 
the dealers, Hufstader drew atten- 
tion to the loan by the dealers of 
more than 6,400 cars for behind- 
the-wheel driver training in high 
schools during the past school year. 

B. D. Tallamy, New York State 
superintendent of public works and 
chairman of the New York State 
Thruway Authority, stressed the 
need of highway improvement if 
accidents are to be reduced. 

“Last year, the mileage of high- 
ways constructed in our nation 
would not accommodate, bumper 
to bumper, all the new motor 
vehicles manufactured that year,” 
he declared. “Obviously, we can- 
not continue indefinitely such a 
motor vehicle and highway de- 
velopment relationship. 

“We are falling behind at the 
rate of 5,000 miles a year. When 
you add to these conditions the 
terrific need for construction of 
major arteries in cities and re- 
placing the worn-out feeder high- 
ways in the rural areas, you can 
readily understand the rising rate 
of highway accidents, insurance 
premiums, traffic delays and in- 
creased cost of transportation. 

“The cost of liability insurance 
alone is mounting to the point 
where it could have serious eco- 
nomic effect. If the present rate 


of increase is not halted soon, it 





Country, @ four-door custom station wagon on a 108-inch 
, and dealers will be supplied as rapidly as possible. 


will make car ownership and c 
tion primarily a luxury of the 
ledged few.” 

Tallamy said that becaus 
the crowded condition of I 
ways, there is a decided t 
on the part of urban residen 
leave their cars in the ga’ 
on Saturdays, Sundays and 
days. 

And, he said, there is a) 
growing trend toward legis 
restrictions of commercial t 
during these same periods. 


Tallamy concluded: “Surel: 
nation which developed the 
mobile to what it is today, th 
plane and the H-bomb, is ca 
of solving the highway probl 

“The destiny of the auton 
and the American highway a: 
separably linked. Neither is 
good without the other. We 
bring about the solution oi 
highway problem. But we 
find it before time runs out.’ 


Studebaker Give 
Top Commercia 


Job to Johnson 


SOUTH BEND.—C. K. Whitt 
sales vice-president of Studet 
has announced the appointme 
Courtney Johnson 
as general man- 
ager of the com- 
mercial vehicle 
division. 

This new di- 
vision will be re- 
sponsible for the 
coordination of 
plans and pro- 
relating 
to engineering, 
production and 
sales for trucks, 
commercial cars 
carrying vehicles 
mercial purposes. 

R. G. Hudson, who has beer 
manager of the Studebaker 
division since 1936, will cor 
in an important capacity in 
commercial vehicle division, ‘ 
taker said. 


Johnson has held various 
ecutive positions in sales, » 
duction and purchasing, and 
served on numerous industry 


’ 


Courtney ¢ 


and pass¢ 
sold for 


government committees. Since {''*: 
he has been assistant to the preci 


dent of Studebaker. 


Johnson entered the automoti 
industry as purchasing agen‘ 
Dort Motor Car Co., and late: 
came production manager for 
company. In 1924 he joined Huds 
and in 1928 he became general #=! 
manager and director of 1) 
company. In 1931 he becam: 
sistant general sales manage 
the Buick-Oldsmobile-Pontiac 
Co. of General Motors. 


Johnson became general 


manager for Nash in 1934, and ‘«’ 
that position until 1939, when » 


joined Studebaker. 
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Eprror’s Note: While John Munn 
is on vacation, this space will be 
occupied by a history prepared by 
Munn of the early days of the 
industry when he was a Willys- 
Overland executive. 


EN this column appears, I 

will have visited the Miami 
convention, toured across the 
country and arrived for a visit with 
my career daughters in Beverly 
Hills, Calif. During my absence, for 
two months, I am sure our readers 
will enjoy a brief history of this 
industry in the early days. 

While it covers operations of 
the Willys- Overland factory, 
where I was an executive for 
nine years, it is typical of the 
development of the trade at that 
time. It is, I believe, of particular 
interest @ great many 
dealers started with the Overland 
line and many of the present-day 
factory executives gained their 
original experience at Overland. 
It is a story of fabulous, never- 
to-be-forgotten times. The owner of 

the plant, John N. Willys, started 


-with a few thousand dollars and 


wound up in 10 brief years with 
more than $100 million in assets. 
. * o 


Road to Millions 


I FIRST saw John North Willys 

one beautiful day in early April, 
1910. Although he was in his middle 
30s, his hair was turning grey. He 
was of medium height, slightly on 
the plump side. His personality 
was engaging. He radiated confi- 
dence. 

He had left his office in the old 
wood building at the corner of Yost 
and Central Ave. in Toledo, and 
crossed the street to welcome 
Blanche Stewart Scott, who had 
arrived that morning from New 
York on a transcontinental tour in 
a snow-white Model 38 Overland. 

This same day I had been en- 
gaged by Willys-Overland Co. as 
a press photographer for this 
transcontinental tour. I had been 
assigned to take many photo- 
graphs of the Overland product 
during the preceding months in 


Syracuse Exhibit 
Among First to 
Show All Makes 


SYRACUSE, N. Y.—Central New 
York residents will be among the 
first in the nation to see all of the 
1954 models under one roof. They 
will be on display at the 1954 Auto 
Show at the War Memorial Jan. 
31-Feb. 6. 

Plans for the exhibition are being 
developed by Robert J. Purcell, 
general chairman; Stuart C. Bal- 
lard, managing director, and Leon 
C. Carpenter, president of the Syra- 
cuse Automobile Dealers Assn. 

Thirty-six city and county dealers 
are united this effort. The idea 
originated in Syracuse in 1909 and 
soon gained favor across the coun- 


Index 


Advertising News 


Auto Forum 

Auto Market Page 

eee GMO oo i oe sees ke 0% 27 
Dealer Doings 

Editorial 

FOB Factory 


Jordan (Ned) 

Letterbox 

New Products 

Obituaries 

Personnel (Factory) 

Prices, New-Car 

Prices, Used-Car, Averages 
Production by Makes 
Safety News 

Washington Column 





Dealers tell me 


By John 0. Munn 





my position as manager of the 
photographic department of 
Franklin Printing & Engraving 
Co., of Toledo, 

This morning in April, 1910, when 
I first saw John North Willys I 
was enthusiastic. It was inspiring 
just to be in his presence, I was 
thrilled that I had decided to enter 
the automobile industry. 


I had made this choice in spite 
of the fact that I was young and 
had a bright future in my then 
chosen profession. I came to the 
decision to cast my lot with the 
automobile industry in spite of the 
advice of my relatives and friends. 
Many at that time thought the auto- 
mobile industry was but a flash in 
the pan and that one was foolish 
to stake his future in such a risky 


business. 
+ * * 


Destiny in Toledo 


ON THAT beautiful morning, Mr. 
Willys did not know that I was 
even on his payroll. Several months 
were to pass before I was to meet 
him personally. It was destined, 
however, that I was not to follow 
Miss Scott across the continent. 

I remained in Toledo and found 
myself, in addition to taking and 
finishing photographs, writing 
press releases on this trip as well 
as on general subjects. It was 
the first attempt to obtain, 
through publicity, recognition on 
the part of the public for this 
fast-growing factory. I had pre- 
pared myself for such work by 
having taken several correspond- 
ence courses in advertising and 
selling. 

I was to meet John North Willys 
many times in the next nine years. 
I saw his personal life develop from 
a single home with one servant to 
a million-dollar estate at Oyster 
Bay, 42-room mansion in West 
Palm Beach, a hundred-foot yacht 
in New York harbor with a crew of 
15, a palatial new home in Toledo, 
which he seldom occupied, and a 
suite of rooms in the Toledo Club, 
an institution the building of which 
he encouraged and where he lived 
during his Toledo visits. 

I witnessed the production of his 
factory, in this brief period, in- 
crease from 4,000 vehicles a year 
to more than 1,000 a day. I saw the 
Toledo enterprise alone grow from 
a few hundred employes to more 
than 20,000. 


Second Only to Ford 


I SAW Overland grow under the 
guiding genius of John North 
Willys to a point where it built 
more automobiles than any other 
manufacturer except Ford every 
year for the nine years I was as- 
sociated with the institution. I was 
the only executive in the sales or 
advertising department, save John 
Willys, to remain on the payroll 
continuously during this period. 

After nine years and 18 vice- 
presidents, I resigned to go into 
business as a public relations coun- 
sel for automobile dealers. But let 
me give you my impression of an 
exciting business romance of more 
than 40 years ago before it has 
slipped from my memory. 

Standard Wheel Company of 

Terre Haute, Ind., launched 
Overland motor cars in 1902. By 
1908 a snappy little runabout was 
advertised in a quarter - page 
space in the Saturday Evening 
Post at $595. 

The company had its ups and 
downs. By 1908 the plant was lo- 
cated in Indianapolis occupying a 
one - story, 80-by-300-foot corru- 
gated-iron shed with a capacity of 
about 500 cars a year. It was under 
the management of D. M. Parry. 


Parry had made arrangements to 
sell the entire Overland output to 
John North Willys, who previously 
had been a bicycle dealer followed 
by an automobile dealership in 
Canadaigua, N. Y. When he be- 
came the sales head, on the con- 
tractual basis, of Overland, he had 
moved to Elmira, N. Y., and had 

(Continued on Page 13, Col. 1) 


Hull-Dobbs’ Quick Sale 


Brings $54,300 Suit 
CINCINNATL—Accusing Hull- 

Dobbs (Ford) of selling his old 

car while he was dickering for 


firm in Common Pleas Court for 


$54,300, 

Kilijian said someone took the 
keys to his car with the explana- 
tion that it had to be moved out 
of a driveway. Stanley Tripp, 
dealership manager, said Kilijian 
“tried to back out” of a trade, 








It's a Deal, Says Durante— 


A triple handshake among Jimmy Durante (center), Don Gilmore (right), San Fran- 
cisco Chevrolet dealer and 1954 auto show general chairman, and George Olsen, 
show entertainment committee member and general manager of Ingold Chevrolet, 
seals the deal for Durante’s appearance at the show Feb. 13-21 at San Francisco's 
Civic Auditorium. Durante will perform twice daily. 


AMA Eyes Detroit Show Then... 


Shorter Debut Season 
May Wait Till 1957 


MIAMI BEACH. — The plan to 
hold new-model introductions with- 
in a short period of time may be 
deferred at least until 1957, Karl 
Richards, of the Automobile Manu- 
facturers Assn., said at a meeting 


14 Dealer Groups Cited 
For Public Relations 


MIAMI BEACH.—Fourteen state 
and local new-car dealer associa- 
tions last week won awards and 
citations in the 1953 Public Rela- 
tions Awards Competition spon- 
sored by the NADA public relations 
committee. The event was part of 
the NADA convention. 

The top awards of silver plaques 
went to the Maine Automobile 
Dealers Assn. in the state category 





Freed Sees Good Year; 
Urges Realistic Output 
MIAMI BEACH.—Hopeful that 
auto makers will be realistic 
about production, NADA’s new 
president Charles C, Freed pre- 
dicted last week that 1954 will 
be a “very good” year for dealers. 
Talking to the press shortly 
after taking office, Freed pledged 
his full cooperation in carrying 
out NADA’s new ‘‘action 
program.” He said used cars will 
be the most vital factor in this 
year’s market, and he urged 
dealers “to buy from their factor- 
ies only the number of new cars 


which they can aggressively sell 
at a profit.” 





and the Cleveland Automobile Deal- 
ers Assn. in the local division. 

Other state groups winning spe- 
cial awards were: Connecticut Au- 
tomotive Trades Assn.; Automobile 
Dealers Assn. of Indiana; New 
York State Automobile Dealers; 
Columbus (O.) Automobile Dealers 
Assn., and Richmond County (New 
York State) Automobile Dealers 
Assn. 


Organizations accorded citations 





Springfield Group 


Elects Blessman 


SPRINGFIELD, Ill—Ralph W. 
Blessman, manager of Modern Mo- 
tors (DeSoto-Plymouth), has been 
elected president of the Springfield 
Auto Dealers Assn. 

Other officers elected: Vice-presi- 
dent, R. E. Broe (Dodge-Plymouth), 
and directors, George P. Kreider 


coln-Mercury), retiring president. 


were: Arkansas Automobile Deal- 
ers Assn.; Automobile Dealers 
Assn. of Alabama; Michigan Auto- 
mobile Dealers Assn.; Nebraska 
New Car Dealers Assn.; Akron Au- 
tomobile Dealers Assn., and Au- 
gusta (Ga.) Automobile and Truck 
Dealers Assn. 

The Chicago Automobile Trade 
Assn. won a special citation. 

The awards and citations were 
presented by Carl E. Fribley, of 
Norwich, N. Y., chairman of the 
NADA public relations committee. 

Selection of the winners was 
made by Reuel W. Elton, general 
manager of the American Trade 
Assn. Executives; Howard P. Hud- 
son, president of the American 
Public Relations Assn., and John 
W. Gibbons, public relations direc- 
tor for the Automotive Safety 
Foundation. 

The Maine association was 
awarded the silver plaque for for- 
mulating and executing specific ob- 
jectives during 1953 in the field of 
public affairs, legislation and 
safety. 

The Cleveland association won its 
award for staging seven public- 
service projects dealing with such 
matters as teen-age driver safety, 
prevention of auto thefts and com- 
munity fund assistance. 


of the Automobile Trade Assn. 
Managers here last week. 

“By that time,” he said, “the 
proposed Detroit exhibition build- 
ing is expected to be completed, 
and it is hoped that a national 
automobile show may be staged 
there in 1957.” 


At the managers’ meeting, Ed 
Cleary, of the Chicago Auto Trade 
Assn., made a plea for greater 
publicity, cooperation and 
standardization in staging national 
and local auto shows. 


New-car bootlegging was dis- 
cussed and the ATAM adopted a 
resolution urging that NADA con- 
tinue to take the most aggressive 
action possible to curb this “un- 
healthy and disastrous practice.” 

The resolution called attention 
to the fact that since the early 
days of the industry the distri- 
bution of motor vehicles has been 
accomplished by a system of 
franchised retail dealers, a 
merchandising plan which has re- 
sulted in the creation of public 
confidence. 


However, the ATAM continued, 
in the past few years non- 
franchised dealers, operating from 
lots and maintaining no service or 
parts facilities, have been obtain- 
ing new vehicles through bootleg 
channels. 

In another resolution, ATAM 
urged NADA to try to induce the 
manufacturers to announce their 
new models within a shorter period 
of time. 


Members of the association 
were warned by Richards that 
the railroads are behind the 
movement to repeal or reduce the 
Federal tax on gasoline and re- 
turn that tax authority to the 
states. 

“If those taxes are repealed,” he 
said, “it is almost certain that there 
will be no Federal funds for high- 
way projects.” 

He also discussed the probable 
reduction or repeal of excise taxes 
on automobiles, and called at- 
tention to the possibility that if the 
repeal should occur next March 31, 
dealers might refuse to accept cars 
in March since those delivered the 
following month would be free of 
the tax. 

The association passed a _ re- 
solution urging NADA to continue 
to fight to have the new-car excise 
tax reduced, and at the same time 
instituted a study to determine a 
possible remedy to alleviate the 
dealers’ problems in this matter. 

Announcement was made that by 
Jan. 1, 1955, all 48 states will 
probably have adopted a standard 
size for license plates, which are to 
be six inches high and 12 inches 
wide. 

This will enable manufacturers 


to incorporate recesses for license 
plates, making them harder to 
steal 


It will be 1955 or later before the 
new, brighter headlights will be 
legal in all states, it was said. Some 
30 states have yet to act on this 
matter. 





Syracuse Auto Show Dates Set— 

Stuart C. Ballard (right), vice-president of the Syracuse Automobile Dealers Assn., 
(Cadillac-Oldsmobile), Wilson Graff | points out the dates of the 1954 Central New York Auto Show to Leon Carpenter 
(Pontiac), and Otto Schler (Lin-| (center), president of the association, and Robert J. Purcell, chairman of the show. The 
Syracuse exhibit will begin Jan. 31 and run through Feb. 6. 
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Capsule Comment 


a to NADA on a fine convention. 


Latest NADA profit survey shows 80 percent of dealers 
with an operating profit of less than 4.3 percent on sales; 
startling differences in the profit picture of various makes. In 
some lines, dealers had a profit of 8 percent; in others a loss. 

Hard facts present a hard challenge. 


A Chicago discount house sold several million dollars 
worth of new cars last year; expects sales of 27,000 this year. 


Cars reportedly come from overstocked dealers, indi- 
cating a need for improved national distribution. 


A. M. Wibel retires as vice-president in charge of procure- 
ment for Nash. 
Our salute to a grand auto man. 
* a * 


One finance company chief sees the possibility of some 
easing of loan restrictions now that the causes of cautious 
lending have been adjusted. 


Plenty of water was wrung out of used-car prices last 


year. 
* * * 


Since the end of the war, the auto makers have turned out 
37,271,869 cars and 10,050,308 trucks. 
And production is still in high gear, but the makers are 
showing increased reponsiveness to the market. 
o * + 


In Portland, Ore., the police department is holding up is- 
suance of a new city license of a new-car dealer accused of 
abusive tactics toward customers. 


Strong dealer support of ethical retailing in the public 
interest may provide a cure for wild trading. 


Auto 
Forum 


Editor’s Note: Many man- 
agers of auto dealer associa- 
tions have been in the business 
for years. They have seen deal- 
ers come and go. They are 
concerned daily with the prob- 
lems of hundreds of dealers. 
Below we quote some of their 
views as they looked at the 
new year. 

* * * 


Fred K. Eells, manager of the 
Washington State Auto Dealers 
Assn., said he saw no reason 
why auto dealers should suffer 
from sales blues in looking at 
1954. 


“From your past years’ oper- 
ations,” Eells said, “you are all 
pretty well familiar with the 
percentage of the market you 
can reasonably expect to sell. 
Working from the assumption 
that you will all do an aggres- 
sive selling job, there are two 
other factors to consider. 


“One is that your factory : 
gives you an outstanding piece : nye 
of merchandise which far sur- 3 | 
passes its competitors. The other 
is that, in a fight for plus busi- 
ness, you are willing to sacrifice 
part or all of your legitimate 
gross profit to get some addi- 
tional sales advantage. 


“As soon as you do this, some 
of your competitors will follow 
suit; it’s not long until every- 
one is discounting and no one 
is making any money. 


“Let’s sit down and analyze 
the situation, determine how 
many cars we can sell profit- 
ably, and put in our orders to 
the factory accordingly. 


“Remember that very few au- 
tomobile dealers go broke from 
not doing enough business, It’s 
usually from doing too much. 


TOP AVTO EXECS 
L/KE WHAT JHEY SEE 
—News Keport 


“Let’s let the factories worry 
about position and let’s make 
some money in 1954.” 


_* * * 


Resolve for 1954 


A code of ethics to which 
every dealer could well sub- 
scribe was embodied in a “sug- 
gested New Year’s resolution” 
formulated by the Kansas Motor 
Car Dealers Assn, The resolu- 
tion said, in part: 


YEP-/N THE TANK 
AND OFF YA Go! 


| BUSINESS “N 


PRESIDENT IKE 
CALLED THE Turn 
ON Ts BABy 
IN WIS LIST OF 
"INJUSTICES" 
THE OTHER DAY 


‘The Other Side ...... 


This is an open forum.for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


“Resolve . to render 
courteous, efficient, reliable 
sales and service . . . on a fair, 
profitable, equitable basis both 
to our customers and our firm. 


“ ... To avoid ordering new 
cars, new trucks, parts, acces- 
sories, special equipment, etc., in 
excess of the best judgment of 
our firm that can be sold at our 
going markup over cost...” 

* + - 


In Dealer’s Shoes 


C. S. Klugh, general manager 
of the Pennsylvania Automotive 
Assn., put himself in the shoes 
of the dealer with these musings 
for 1954: 


“This is the time when I must 
make a firm decision on many 
matters of vital importance to 
me. The final quarter of 1953 
has left me with misgivings and 
doubts of the future. This period 
saw my organization sell several 
hundred thousand dollars of 

(Continued on Page 44, Col. 3) 


He Blames Truckers 


Referring to your article “Way 
of Transgressor Is Hard” on Page 
19 in the Jan. 4 issue, I am afraid 
whoever wrote this article is in 
the wrong. 

You state in this article that 
they will force the large truck com- 
panies of Ohio to move to other 
states to avoid paying the ton-mile 
tax for using Ohio’s highways. You 
will find that out-of-state truckers 
have to pay this tax the same as 
Ohio truckers. 


We all know that the truckers’ 
lobby is the strongest lobby in any 
state and it took a lot of nerve and 


The Big Story 


10 Years Ago... 


Edgar C. DeSmet, SAE vice-president and executive engineer of 
Willys-Overland, told engineers that the brainchild of the so-called 
“air brush school” of design with its streamlined transparency, air- 
conditioning, luxurious appointments and a $400 price tag is a master- 
piece of creative imagery but a manufacturing impossibility. Gordon 
Brown, of Bakelite Corp., declared that some of the suggested adapta- 
tions of plastics to new jobs sound impossible, “but we are doing the 
impossible every day.” ... President Roosevelt proposed to Congress 
a 34,000-mile network of postwar highways, to be constructed over 20 
years, costing $750 million annually and employing about 2 million 
persons ... Freight volume transported by motor carriers in Novem- 
ber decreased 2.9 percent over November, 1942, according to American 


Trucking Assns. 
—From the Files of Automotive News. 


hard work to get this law passed in 
Ohio. 

I think this is the third state 
that has this tax. Gov. Lausche 
has been for this bill for years 
but things have become so bad 
that even with a Republican House 
and a Republican Senate, Gov. 
Lausche, who is a Democrat, suc- 
ceeded in getting this bill passed. 

William Saxbe, majority leader 
of the House, has urged Gov. 
Lausche to stand firm and resist 
the pressure that is being put on 
him now by the truckers’ associa- 


industry 
in Ohio? You will find that very 
few passenger cars are driving 
over 12,000 miles a year, com- 
pared with the big trucks, which 

are on the road practically 24 

hours a day. 

In our little town here of 1,200 
people we have seen what trucks 
can do to a highway, as a detour 
has forced trucks to use our sec- 
ondary highway. They have pound- 
ed it to pieces in no time at all. 

Truckers have also found the 
cutoff into Pemberville on State 
Route 105 a way to avoid the scales 
so that there is less chance of them 
getting caught with the overloads 
they are carrying. 

I, as a businessman, know how 
hard help is to get, but it seems 
to me that they could do a better 
job of training their drivers to be 
a little more courteous. 

I was in attendance quite a bit 
at several sessions in Columbus, 
and most of the representatives 
and senators drive from their 
homes to Columbus and back each 

(Continued on Page 39, Col. 5) 
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Pa rs 


R. G. OESTREICHER, Columbus, Ohio Dodge-Plymouth Dealer, says: 


“Plan offers a sound continuing 


policy plus a helpful attitude” 


“*We have used COMMERCIAL CREDIT PLAN for 25 years. Besides being low-cost 
to the customer, the completeness of the ComMMERCIAL CreEbiT PLAN has been 
of particular value to us. We are very pleased with COMMERCIAL CREDIT’S 
personal approach to the dealership, our sales manager and salesmen. Whole- 
sale financing arrangements help make our transactions smooth, fast. For the 
average car buyer, COMMERCIAL CREDIT’s many local offices assure immediate 


service on any claims.” 


Photo shows Mr. R. T. Oestreicher, President of Ocstreicher, Inc. who is now serving as Mayor of Columbus, Ohio, 


with R. G. Oestreicher, his son and firm Vice President. 


HANK YOU Mr. Oéestreicher. Ample 
resources. Dependable and nationwide facili- 
ties. A complete financing “package.” These are 
the basic ingredients of COMMERCIAL CREDIT PLAN. 
However, throughout the years, in both good 
times and bad, it has been the many valuable 


extras that have helped make the CoMMERCIAL 
Crepit PLAN outstandingly popular with dealers 
and motorists. We'd like to tell you the Com- 
MERCIAL CREDIT story. Phone our office in your 
city. Be sure and ask to see “The Salesmen’s 
Angle.” 


COMMERCIAL CREDIT DEALERS ARE Successful vEALERs 
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ComMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
.-- Capital and Surplus over $135,000,000 
. + » Offices in principal cities of the United 
Stetes and Canada. 





RL CRIT RE Te eT Sets SRT 


SIN PN we FEN IC | 


eNO EAS ANS oN 9) ETAT 


Rr nS BEE CE REE 


Se 


yg ere 








AUTOMOTIVE NEWS, JANUARY 18, 1954 











SAE Chief Chides Auto Men 


dustry will continue to face a 
shortage of engineers for several 


6 ee 
Aircraft Engineer Sees Car HP Race... 
By Sam Sampson 
Staff Writer 
DETROIT. — “The automobile is| Years to come. 


still lacking in safety engineering,” 
William ee president of 
the Society of 
Automotive Engi- 
neers for 1954, 
told a press con- 
ference here last 
week at the 
annual meeting 
of the SAE. 

“Our cars have 
higher speed, but 
no more safety,” 
he said. “I am 
sorry to see the 
race for more 


W. Littlewood 
horsepower develop. It isn’t engi- 





More than 5,000 engineers were 
registered for the five-day meeting, 
and about 65 papers were presented 
at the various sessions. In addition, 
several panel discussions on spe- 





Reopening of Cases 
Refused by FTC 


WASHINGTON. — The Federal 
Trade Commission will not re- 
open and reconsider decided 
cases merely because there have 
been changes in the membership 
of the FTC. 


This was made clear in an 





cific phases of engineering were 
held. 

Engineering exhibits of 65 compa- 
nies were presented at the Shera- 
ton-Cadillac Hotel. It was the 
largest showing in SAE history. If 
this interest in engineering exhibits 
continues, officials said, a larger 
area will have to be set ‘aside next 
year. 

One of the best attended 
features of the convention was a 
session on the production of the 
reinforced plastic body for the 
Chevrolet Corvette. The paper 
was read by E. J. Premo, assist- 
ant chief engineer of Chevrolet. 
With the aid of colored slides, 

Premo described in 4ctail the hand 








“New Sports Car Ideas 


Dodge Unveils Plastic Convertible— 


Granada is the name of Dodge's new plastic car, to be displayed for the first time 
at the Southern California Auto Show in Los Angeles Jan. 15-24. Powered by a Red 
Ram V-8 engine and built on a 114-inch Dodge chassis, the Granada is said to be 
the first one-piece, plastic car ever developed on a conventional chassis. According to 


layup, vacuum bag and matched 
metal die processes used to produce 
the parts. Leaders in the plastic 
field were on hand to answer 














opinion by Chairman Edward 
Howrey accompanying a ruling 
denying the motion of Chain 
Institute, Inc., Chicago, and its 


neering—it’s a fight between sales 
forces.” 


Littlewood, 


engineering vice- 


president of American Airlines, questions following the presen-/| William C. Newberg, Dodge president, there are no production plans, but the car is 
Inc., said he was particularly c. cuiemen one's waae tation. considered “an experiment in plastic sports-car styling."” Newberg also revealed that 
interested in furthering addition- against a price-fixing combi- Technical sessions began last | !onia Mfg. Co., lonia, Mich., and Creative Industries of Detroit helped carry out the 


al activities for student members styling and construction venture. 


of SAE, pointing out that in- 


Cool to Ike’s T-H Plan 


Proposals Called Too Mild by Business; 
Labor Also Critical 


Monday (Jan. 11) with the presen- 
tation of papers on drive-line units 
for high-speed engines, stress 
analysis of castings, commercial 
motor vehicle brake maintenance, 
and designing cars for comfort. 


Sessions were held on highway 
weight problems, metal failures, 
studies of friction and manu- 
facturing control. 


nation. 








By Gerhardt Neumann 
Staff Writer 
=o of the Taft-Hartley Law 
changes proposed by the Presi- 
dent in his message to Congress 
last week pleased both manage- 
ment and labor. 


Miesident Secks 
To Keep U.S. in 
Top Road Role 


WASHINGTON. — President 
Hisenhower, in his State of the 
Union message, threw cold water 
upon the proponents of a transfer 
of the Federal gasoline tax to the | 


While business leaders feel the 
changes do not go far enough, labor 
officials fear that the recommen- 
dations, in the words of Walter 
Reuther, CIO and UAW president, 
would “not change the antilabor 
character of the law.” 


President Eisenhower had de- 
scribed the Taft-Hartley Act as 
“sound legislation,” adding that 
“experience gained in the oper- 
ation of the act indicates that 
changes can be made to reinforce 
its basic objectives.” 


One of the most disputed of the 
President’s proposals is the right of 
individual employes to cast secret 

(Continued on Page 50, Col. 4) 


Papers were presented on the 
new developments in engines, 
transmissions and fuels, the evo- 
lution of turbo-compound, jet 
engines for aircraft, the behavior- 
ism of fuels and lubricants, aircraft 
propeller installations, and the de- 
velopment of helicopters for com- 
mercial service. 

Other sessions concerned usage 
of aircraft for executive trans- 
portation, development of gas tur- 
bine power plants for airplanes, 
progress in supercharging and 
turbocharging, and diesel engine 
advances. 

Lloyd L. Withrow and Frederick 
W. Bowditch, of the GMC research 
laboratories, were presented with 

(Continued on Page 53, Col. 1) 





Buick's Wildcat for 1954— 










This sports convertible is Buick’s new Wildcat “dream” car, described by its 
designers as the only sports car with truly American styling. Built of fiberglass and 
mounted on a 100-inch wheelbase, the new Wildcat features radical new front 
fender styling that exposes the under side of the fender and the front end suspension. 
Headlamps are mounted on the cowl with parking and directional signal lights on 
the front end, underneath the fender shroud. Painted a bright blue with white leather 
trim, the Wildcat is powered by a standard Buick V-8 engine equipped with four 
carburetors that boost its horsepower output to 220. The Wildcat will make its public 
debut at the General Motors Motorama in New York City. 





states when he urged Congress to | 
withdraw the scheduled %-cent de- 
crease in the tax. 
Emphasizing the vital role of | 
the highway system in the | 
nation’s economy, the President 
said that the Federal government 
is “continuing its central role in 
the Federal aid highway pro- 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday) 





gram.” 

“So that maximum progress can 
be made to overcome present in- 
adequacies in the interstate high- 
way system,” he told Congress, “we 
must continue the Federal gasoline 
tax at 2 cents per gallon. This will 
require cancellation of the ‘%-cent 
decrease which otherwise will be-. 

come effective Apr. 1, and will 
maintain revenues so that an ex- 
panded highway program can be 
undertaken.” | 

The president added that when 

the commission on intergovern- 
mental relations completes its 
study of the present system of fi- 
nancing highway construction, “I 
shall promptly submit it for con- | 
sideration by the Congress and the | 
governors of the states.” 

Last year, a number of gover- 
nors went on record as favoring 
withdrawal of the Federal 

mt from the gasoline tax 

so the states could take full 

responsibility of their highway 
needs. 


Some experts, however, were 
critical of this idea. Last December, 
in a speech in Detroit, Robert 
Moses, chairman of the New York 
City Triborough Bridge and Tunnel 
Authority, posed the question: 

“What states will impose the 
taxes relinquished by Washington? 
Surely more than half the states | 
will not. There will be less road | 
money. There will be no leadership 
and no nationwide system.” 


Mouton Listed as Dead 


EL DORADO, Ark.—Lt. August 
W. Mouton, a partner in Green- 
Mouton Motor Co. (Studebaker), 
has been listed as “missing and 
presumed dead” in Korea action by 
the Air Force. He was also a 


veteran of World War II. 


JAN, 138 
(Weather very cold. Sold 88 cars out 
of 126 entries.) 
BUICK — ‘51 Special 4-dr., $1,045*; 
Riviera coupe, $1,200*. '50 Special 4- 
* $660*, $675*. °49 Special 4-dr., 


CADILLAC — "53 (62) 4-dr., $3,450°*. 
"51 (62) 4-dr.. $1,965*; (60) 4-dr., 
$2,210*. °50 (62) 4-dr., $1,810", $1,- 
750*, $1,670°*. 

CHEVROLET — ‘52 SL Special 2-dr., 
$765. ‘51 SL Special business coupe, 
$740*; 2-dr., $780, $600; 4-dr., $690, 
$650*. °50 SL Deluxe 2-dr., $615, 
$610, $520, $510; Bel Air, $780*; 
conv., $550*°. °49 SL Deluxe sport 
coupe, $400; 4-dr.. $315; 2-dr., $510, 
$485; FL Special '2-ar. $330. 

CHRYSLER—'50 Royal 4-dr., $700. 

DeSOTO—’49 Deluxe 2-dr., $460. "48 
Deluxe 4-dr., $300. 

DODGE—’52 Coronet Diplomat, $1,160; 
2-dr., $800. '51 Wayfarer 2-dr., $610, 
$605; Coronet club coupe, $705; 4- 
dr., $665. °50 Coronet 4-dr. $400; 
Wayfarer 2-dr., $430, '49 ayfarer 
za. $410. ‘4% Custom club coupe, 


FORD—’52 Victoria, $1,230; 2- 
. "51 Custom (6) cl coupe, 


0. 

, $1,280°, $1,255°. 
'51 4-dr., $720; “elub coupe, "$860, "50 
pe $620. °49 club coupe, $405, 


NASH — ’'51 Ambassador 2-dr., $420; 
4-dr., $315. 

OLDSMOBILLE — '51 Holiday, $1,150*. 
*50 (88) conv. roe (88) 4-dr., 


; (98) 2- dr., 
$1,150. '52 
"51 Cambridge 
., $750, $700, $670, $585, $575; 2- 
-, $650 645; club 


, $130 
PONTIAC—'52 (8) 2-dr., $1;220*. '51 
(8) 2-dr., $935*. ’50 (8) 2-dr., $715°. 
0 (6) ddr. $375; (8) 2-ar., $575°; 
o s ) - 

TUDEBARER ‘51 Champion 4- ar., 

$615, $425. '50 Champion 4-dr., $415 

* * * 


JAN. 6 
(Prices up $25 to $50 on clean cars. 
Sold 161 out of 122 offerings.) 
BUICK — ’51 Special 4-dr., $880. 


, "50 
Special 4-dr., $820, $665, $620, 


$375; 


*Indicates automatic transmission or overdrive, and (ps), 


2-dr., $540; RM Riviera coupe, $670*. 
"49 Special 4-dr., $550*, $405. 

CADILLAC—’53 (62) coupe, $3,500*. 
"51 (62) 4-dr., $2,105*. '49 (62) 4- 
dr., $1,530*. °46 (62) 4-dr., $900*. 

CHEVROLET—’51 SL Deluxe business 
coupe, $775*, $850*; SL Special 2- 
dr., $720. "50 SL Deluxe 4-dr., $615; 
2-dr., $580; %-ton panel, $240. '49 
FL Special 4-dr., $370; 2-dr., $410. 
48 FM 4-dr., $380. 

CHRYSLER—’49 NY club coupe, $520*. 

DeSOTO—’51 Deluxe 4-dr., $840. ‘50 
Deluxe club coupe, $630. 

DODGE — '52 Coionet station wagon, 
$1,200; %-ton pickup, $670; Meadow- 
brook 4-dr., $900, $775. '51 Meadow- 
brook 4-dr., $825*; 2-dr., 7 
Coronet 4-cr., $550; 
$500, $450. 

FORD—’52 (8) 2-dr., $1,075*; (6) 2- | 
dr., $980. ‘51 (8) 4-dr., $800; 2- 
dr., 2 at $790, $770, $640; (6) 2- 
‘dr., $540; 4-dr., $690. °50 (8) 2- 

dr., $650; 4-dr., sss conv., $655; 

(6) 2-dr., $490," 

2-dr., 

$410. "48 


eB wagon, 

club coupe, $260; (6) 2-dr., $220. 
HUDSON—’48 (6) 2-dr., $125. 
KAISER—’51 4-dr., $600, $465. 
2 4-dr., $1,315*, 


"50 4- 
$360, 


$1,320. 
$655; 

Statesman 4-dr., 
$330. 


» $655, $650, $635. *49 4-dr., 
$350, *48 club coupe, $115. 

NASH—’53 Ambassador 2-dr., 
*51 Ambassador club coupe, 
conv., $600, ‘50 
$425,' $350, $310; 2-dr., $375, 7 

OLDSMOBILE—'50 (88) "2-ar., $590°. 
49 (76) 2-dr., $540, $410°; club 
coupe, $515; (88) 4-dr., $540. "48 
is. club coupe, $305°, ‘47 4-dr., 

PLYMOUTH—’53 Cranbrook 4-dr. 
250°. ‘52 Cambridge 4-dr., $820. 
Seaepec club coupe, $820, $715; 

$600. '50 Deluxe 2-dr., $530. 
Sia 4-dr., $235; club co 
‘48 Deluxe ‘a-dr., $190. °46 
4-dr., $200. 

PONTIAC—’ 52 Chieftain (8) Catalina, 
$1,395", °61 Cate (8) —_ 
$1,115, $965; 4-dr., $960°; 
$920°, '49 (8) 2-dr., “"g310°. 47 ar. 
$125. 

STUDEBAKER—’'51 Commander (8) 2- 
dr., $520; 4-dr., $550. ‘50 Champion 
4-dr., $375. '49 Champion club coupe, 
$195. °47 4-dr.,- $125. 


$4 
luxe 


power steering. 


Other Auction reports are on Page 40-41-42 











K-W Is Shipping 
54s to Dealers 
For Feb. Debuts 


By Tom Hewitt 
Staff Writer 


LEDO.—Kaiser-Willys is aim- 
ing to double its share of the 
new-car market this year. 

sees At a press pre- 
view of 1954 
models here, 
President Edgar 
Kaiser said the 
firm is planning 
to take 2.6 per- 
cent of the in- 
dustry’s new - car 
sales, compared 
with 1.4 percent 
in 1953. 

Kaiser declined 
to predict his 
firm’s production for the year, but 
on the basis of his market aim 
K-W would have to make and sell 
143,000 of the 5.5 million cars ex- 
pected this year. In 1953 on the 
production side, Kaiser and Willys 
produced 62,479 of the 6,134,823 in- 
dustry total. 

The new Kaiser and Willys 
models, already being shipped to 
dealers and due for February intro- 
duction, have increased horse- 
power, new exterior and interior 
appointments and new colors. 

The Jeeps this year will be 
available in such colors as pastel 
blue, yellow, green and scarlet and 
in two-tones such as copper dust 
and beige. 

The future of the Henry J rests 
with the public, Kaiser said. Henry 
Js again are rolling off the lines 
at Willow Run and Kaiser will 
continue turning them out if the 

(Continued on Page 51, Col. 4) 


Edgar Kaiser 





Italian Beauty— 

This Nardi Spider is one of the Italian 
cars which will go on exhibit at the World 
Motor Sports Show in New York starting 
Jan. 23. Its total weight is 740 pounds, 
and its aluminum body is hand-made. 
The car is powered by a four-cylinder 
overhead camshaft engine pioneered by 
Crosley. Its wheelbase is 74 inches and 
overall height less than 2% feet. The 
maximum speed is 105 miles an hour, and 
gas consumption is 35 miles per gallon. 
Shown with the Nardi is Miss Milano, 
Maya Denise, who will represent Italion 
auto manufacturers at the show. 


Leather Group at Detroit 

BIRMINGHAM, Mich.—The au- 
tomotive division of the Upholstery 
Leather Group, Inc., Tanners Coun- 
cil of America, has opened a De- 
troit-area office at 199 Pierce &t., 
Birmingham. The division is head- 
ed by R. E. Markusen, forme:ly 
with the advertising department of 
Pontiac. 











AUTOMOTIVE NEWS, JANUARY 18, 1954 












a. Aolles manages 
powdor! 


They’re heading east to the frontier 
these days . . . east to the new industrial empire 
in Delaware Valley, U.S.A. 


Here’s where the growing’s phenomenal, 
where it’s boom time every day. Here, rising 
industry develops the world’s NEWEST 
business frontier. 


Industrial leaders earmark over $3 billion 
for expansion. New workers fill thousands of 
new homes. New income rings up nearly 

$5 billion yearly on retail cash registers. 

It’s frontier 1953 style . .. Delaware Valley, 
centered in busy Philadelphia. © 


Constantly pointing the path to progress, 

THE INQUIRER extends coverage over this whole 
3rd market in America. A steadily growing list 
of advertisers testifies to the power of INQUIRER 
influence when Delaware Valley buys. 


Ever-widening frontier still open! 


Delaware Valley 
U.S.A. WORLDS GREATEST 


INDUSTRIAL AREA 


USE THE FIRST NEWSPAPER 


By anybody’s measurements, THE INQUIRER 
rates top spot in this essential market. 

It’s highest in advertising linage . . . 

greatest in influence . . . with years of leadership 
behind it, years of growth ahead. 

Get set for selling gains in Delaware Valley, 
U.S.A. For the most advertising value 

at least cost, choose the Valley’s First 
Newspaper ... THE PHILADELPHIA INQUIRER. 





a. Che Philadelphia Prguirer 


The Voice of Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: ROBERT T. DEVLIN, JR., 342 Madison Ave., N.Y.C., Murray Hill 2-5838; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S$. DIX, 
Penobscot Bidg., Detroit, Woodward 5-7260. West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 © 1127 Wilshire Boulevard, Los Angeles, Michigan 0259 
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NADA Clinic Studies Cases. . . 


Dealers Need Happy Employes 


Following are digests of talks 
by dealers at the NADA conven- 
tion clinic on employer-employe 
relations, “Your Investment in 
Flesh and Blood.” The clinic was 
held last Wednesday (Jan. 13). 
George M. Berry, St. Louis, pre- 
sided over the clinic in his capac- 
ity as chairman of the NADA 
employer-employe relations com- 
mittee. 


Keeping House 
In Order 
By 
Arthur Haas 


Downtown Chevrolet, Cleveland 

Twelve years ago I thought I 
was one of the smartest cookies in 
the automobile business. 

I didn’t, however, realize my ter- 
rific investment in flesh and blood; 
my business was not operated on 
that basis. I had a payroll of about 
80 employees—50 of them in the 
Service Department. 

I never took the time to in- 


quire whether the employes ee 
satisfied with their wages. “Tak 
it or leave it” was my motto, 1 
wasn’t interested in what other 
mechanics in our town were 
making. I figured when my peo- 
ple drew their pay on Saturday 
night, my obligations to them 
were over. 

Even their hours were not of my 
concern, If a man wanted a vaca- 
tion, he took it on his own time. 
I felt that my employes should be 
happy just for the opportunity to 
work for me. Big me! 

Sure, I heard a lot about union 
organizations. In fact, one group 
of line dealers was already organ- 
ized in Cleveland, but those dealers 
weren’t as smart as I was. 

I was living in such nice com- 
placency until that quiet day when 
three representatives of the Inter- 
national Assn. of Machinists walked 
into my office, telling me that they 
represented every mechanic in my 
shop. 

Union Takes Over 
It took me a few days to get over 
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Cello Grille and Trunk Guards—made 4 


materials throughout, 


tion and chrome plated beauty equalled 


other guard today. 


highest quality are the one accessory you 
count on for fastest turnover and increased pro 


With standardized mounting—Cello guards re# 
quire only one wrench for their simple installation. 

Each guard is manufactured to rigid specifications 
to insure a “perfect” 


"46 to '53 cars). 


Furnished with dual uprights, sturdy cross rail and 
wing rails, Cello’s gleaming chrome guards are 
guaranteed to meet latest automotive plating 


standards. 
Individual packaging 


all times during shipment. 










provide customizeé 


Cello guards—beca 


fit on '54 cars (as well as 


assures chrome protection at 


SUBSIDIARY BY 


my humiliation, but it took me only 
a few moments to appreciate my 
stupidity. Since that time we have 
been operating under contract with 
an established list of personnel pol- 
icies prepared by the union, sub- 
mitted by the union, negotiated by 
the union and ourselves ... and, 
Brother, really supervised by the 
union. 

This year I had another experi- 
ence. I am the owner of another 
establishment in Cleveland. The 
lesson I learned 12 years ago 
taught me to be eternally vigilant 
in the operation of this other es- 
tablishment. 

Today I know what other deal- 
ers are paying mechanics, Today 
I know what their policies are 
for furnishing benefits such as 
hospitalization and life insurance. 
Today I know the importance of 
having modern tools and keeping 
the facilities clean. Today I know 
that men do not like to work 
long hours and too many days. 





uO 


Sue 





ELAM 

So that horseless carriages 
wouldn’t frighten horses on the 
road, one inventor in 1904 tried to 
solve the problem by attaching a 
dummy horse in front of an auto. 
The body of the horse could be 
used as a storage place for tools 
and fuel. 





Today I know that men want a 
vacation with pay. 

I know that if one of my em- 
ployes has a gripe that I must 
take care of it immediately, not 


IF 


LLO GUARDS 


COMPANY 


CAMPBELL 


...the accessories 
you can count on for 
increased profits! 


stom styling, maximum protection, guaran- 
brome and only minutes in installation—your 
lling guards today are Cello. 


—License Frames, License Brackets, 
t Extensions, Fender Guards. 





next week. I, as an employer, ‘-al- 
ize that each employe is an in- 
tegral part of my business and my 
success, 

However, even with all these pol- 
icies in force, our men were solic- 
ited and a thorough campaign vas 
started by organized labor to win 
this second point in Cleveland 

But I learned a few things since 
1941. I did all the things which 
NADA in its employer-employe re- 
leases had warned dealers to do in 
case they were approached by 
business agents. 

I held meetings with my men 
very frequently. I reviewed with 
them the benefits of their jobs. I 


{| |compared all these benefits with 
<< | Prevailing contracts in the com- 


munity. I told them the truth— 
only the truth—about the advan- 
tages and disadvantages of having 
outside people represent them. 

* . * 


Truth Pays Off 

After I presented a truthful story 
to the employes, the election was 
held. It might interest you to know 
that only one employe voted for 
union representation. 

Although I am not anti-union, 
I am pro-employe—my interest as 
an employer lies solely with good 
employes, not the greedy fellow 
who has the “hell-with-the-boss 
attitude, Nor the employe who 
places no value on good customer 
relations. 

It’s a difficult task to sift out 
these non-producers and trouble- 
makers. At the first sign that any 
employe is not producing or is 
creating trouble, get rid of him. 
I don’t mean spying, only stay 
close to your people. 

One of the national automotive 
periodicals indicated some months 
ago that union organization among 
automobile dealers is not a serious 
threat. Their opinion, obviously, 
was the result of many con- 
versations they had with many 
dealers throughout the Nation. I 
am sure that the dealers to whom 
they talked.were not awake to the 
real facts. 

Points in every state of the 
union, with the exception of two 
states, have been organized, or are 
in the process of being organized. 

* on - 


Don’t Rest on Oars 

Many dealers in the United 
States, some even in this very 
room, feel that they will never be 
confronted with union organization. 
A silly fallacy. So if you gentlemen 
are resting on your oars, you had 
better pick them up and start row- 
ing with all your strength. 

If one of you fellows would say 
to me at this moment, “Art, what 
can we do to keep our men from 
joining the union?” My answer 
would be, I don’t know. Because 
I don’t know if your ——— 
are getting a fair shake. Good 
pay is not all that your people 
expect. Long hours, discrimi- 
nation, vacations without pay— 
you know all these conditions as 
well as I do which make your 
people dissatisfied and unhappy. 

You’ve got to learn immediately 
whether your people are in your 
corner. If they are talking directly 
to you about their troubles, you 
are pretty safe. Incidentally, and I 
should have made this statement 
right from the start, I am not 
against unions—but I want to tell 
you they are interested in you. 

Recently two of the largest 
unions in the AFL who have often 
opposed each other in the past, 
have “joined hands”, and agreed 
between themselves on “divvying 
up” your employes. Under the deal, 
the Teamsters’ Union gets all of 
your employes who work at wash- 
ing, polishing, greasing, tire service 
and repair, battery service and re- 
pair, and your salesmen. 

The Machinists get all your em- 
ployes who are mechanics, body- 
men and painters. 

+ = 


How to Solve It 
The question that no doubt is in 
your mind is, “What can I, a little 
dealer, do against organization by 
these two power unions?” May I 
give you these suggestions? 

The day you get back to your 
city, talk with other dealers in 
your marketing area. In these 
talks compare working  con- 
ditions, guarantees, hours, wel- 
fare and benefit plans, vacations, 
holidays, ways to take care of 
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THE MOST IMPORTANT 
ADVANCEMENT 
SINCE LACQUER 





NOW-—a surface that dries dust free in 10 to 15 
minutes . . . with R-M Permax and R-M Enamel 
Reducer (S-30 ER-59) . . . THE MOST IMPOR- 
TANT ADVANCEMENT SINCE LACQUER. 


QUICKLY FREE your spray booth for the next paint 
job and turn out more jobs per day. 










4 SAVE WEAR on compressor machinery . . . because 
the new R-M enamel combination allows use of much 
lower air pressure. Use only 40 to 45 pounds, yet 
operating speed is increased with practically no paint 
waste from overspray. 


q ENAMEL REDUCER 







| 


i. $-30 _ER-59 


te 


i 





4 MORE PROFIT from increased paint mileage per 
gallon. 


Amaneim, CALF. 


5 GAIN remarkable all-weather control and stop worry- 
ing about orange peel! 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 


Rin SHED- M ASON C OM PAN HR ad 1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 


REG. U.S. PAT. OFF. In Canada: 845 Wyandotte St. W., Windsor, Ont. 





Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 





PN OP NE TT EEE EEL ORE CL TIE ye Stecrenpecrioreren ort Lowers: 
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Emphasis on Service Profits . . . 





Show Points Up Stake in Shop 


(Continued from Page 1) 

the best of the NADA-sponsored 
exhibitions. 

Several items were shown to 
the trade for the first time. 

Among these were a “stick-on” 
white sidewall gimmick that en- 
ables the car owner to make white 
sidewall tires out of his black tires; 
a new type of air compressor oper- 
ated without belts and with a mini- 
mum of vibration and noise; a 
complete new set of electrical test 
equipment by a manufacturer that 
had not been active in the field 
for several years; a new type of 
service order blank said to make 
it possible for a dealer to ward off 
price complaints by telling the 
owner the number of operations 
that were included in the “pack- 
age” job sold; a back massager that 
was getting considerable interest, 
and several new tools 

* x * 
MONG the tools were a brake 
drum lathe that took any size 

wheel from 62 to 24 inches and 
would also accommodate dual 
wheels with 10 by 20 tires mounted; 


This is 


interest 


a complete body-department tool 
arrangement, sold on the basis that 


it would show a saving of at least |. 


25 percent as against old-style 
body-correction tools; a new anti- 
tilt device to prevent cars from 
tipping when the wheels on one 
side drop off the pavement or 
when the car is taken around 
curves too fast, and a number of 
automatic car washers. 

Surprising was the small 
number of lubrication equipment 
makers represented in the show, 
only two makers having exhibits. 

Electrical test-equipment makers, 
however, were all featuring smaller 
new test units that enable a me- 
chanic to determine the need for 
more thorough analysis of a car 
with hidden trouble by a simple 


series of seven tests. 
+ o = 
A WEST coast service-promotion 
firm announced a program ex- 
clusively for car and truck dealers | 
that will be furnished dealers by a 
national oil refiner. 
Also, a new aid to retail car 
selling was shown by a firm that 


has developed a new method of 
arranging price lists so that the 
salesman can almost instantly 
determine the selling price of 
any car equipped with any 
number of accessories. 

Several new items were shown in 
a separate truck-equipment tent. 
Here was seen a trailing axle, 
shown for the first time, which had 
a power pickup that enabled the 
operator to have full use of the 
third axle when his truck is loaded, 
but to raise the trailing axle and 
tires off the road when running 
light. 

From the standpoint of saving 
tire wear and scuff, this item is 
believed to have considerable merit. 

a om * 

EVERAL new bodies of the door- 

to-door delivery type were 
shown, and the exhibitors reported 

that every body shown in the ex- 
hibit was sold off the floor during 
the show. 

Every truck-equipment ex- 
hibitor contacted was clearly 
satisfied with the response he had 
received from dealers, despite the 


fact that the show was being 
held in a city that is considered 
a vacation spot and has many 
diversions to take dealers’ minds 
away from their business. 
However, it was very much in 
evidence that most dealers were 
down here to learn how they could 
make more money and pick up 
some of those extra-profit dollars 
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This is 


“ENTHUSIASM! 


~ AMERICAN WEEKLY 


creates 


ENTHUSIASM” 


At the close of business 1953, The AMERICAN WEEKLY chalked up a $4 mil- 
lion 300 thousand gain in advertising revenue . . . 37 per cent ahead of 
the preceding year . . . and the greatest advertising dollar increase for 
any twelve month period in the history of Sunday magazine publishing.. 


THE 


VESEY 


* 
ENTHUSIASM is interest raised to the buying pitch! 


AMERICAN WEEKLY, 


STREET, NEW YORK 7, N. Y. 





Dodge Truck Display at Convention— 


At the truck display at the NADA convention William S$. Woolsey (right), general 
sales manager of Dodge trucks, explains to John H. Lander (left), president of Lander 
Motors, Inc., Atlanta, and E, M. Lowery, Lander director of service, some labor-saving 
features of a Boyertown body mounted on a Dodge truck chassis. 


that had been passed up for a 
number of years now. 

The weather in Miami was de- 
lightful for the first three days of 
the show. Not only was it com- 
fortably warm in the sun, but it 
was warmer under the canvas. 


Fear Talk Held 


Peril to Dealers 


Armacost and Crusoe 
Call for Confidence 


By George S. Connell 
Staff Correspondent 

IAMI BEACH.— Auto dealers 

and manufacturers were miles 
apart on some points here at the 
NADA convention last week, but 
on at least one point they were 
agreed: 

There is danger of torpedoing 
public confidence and _ thereby 
bringing on a depression. 

Robert S. Armacost, retiring 
president of NADA, put it this 
way: 

“In my opinion, if we have a re- 
cession in 1954, it will be dealer- 
made. I say this because I sincerely 
believe that dealers have, at this 
time—in their own hands, the fu- 
ture of automobile retailing.” 

* s ~ 


D. CRUSOE, head of the Ford 
¢ Division, said: 

“It’s nothing short of criminal 
to torpedo people’s confidence with- 
out reason.” 

He added: “If we don’t mouth 
this thing (fear of a recession) 
to death in the next 30 to 90 
| days, our economy will really get 
| rolling 
| Armacost called on dealers to re- 
|move from their minds all nega- 
tive thinking. | 


a 

i“A NY Snatece, a a said, “unable 
to do this should get out of 
the business while there is still 
time. There will be others to take 
their places . . . They perhaps will 
not have all the physical assets of 
|their predecessors, but they will 
have one thing their predecessors 
|lacked . . . That is, confidence in 
| themselves, in their product and 
the future of the automobile busi- 
ness.” 

Armacost said that dealers have 
the future in their own hands. All 
they have to do, he said, is sell 
their merchandise at the price es- 
tablished by the manufacturer. 

“Too many dealers,” Armacost 
| said, “have succumbed to the 
temptation to force sales by | 
ridiculous price-cutting on prod- 
ucts which should be worth ev- 
| ery cent of their legitimate list 
| price.” 
He called on dealers to regain 
|the crown they once had as the 
|nation’s No. 1 Salesmen. 
| * * * 





Witt reference to overproduc- 
tion, Armacost said: 

| “T can tell him (the manufac- 
|turer) that if he doesn’t want to 
face up to realistic production, 
then he, and all of them, better 
find some other way to correct the 
present situation where one so- 
called partner, the factory, realizes 
its full profit on every car pro- 
duced, while the other partner, the 
dealers, is called upon to make all 
the sacrifice, profit-wise, to move 
that production.” 

With reference to dealer demands 
that production be tailored to fit 
demand, Crusoe said: 

“If the factories acceded to 
those dealers’ thinking, the auto- 
mobile business would dry up.” 


























These SPECTACULAR PRICE CUTS apply to 
Kargards perfectly fitting these cars (front and rear): 
Buick Hudson 
Chevrolet Nash 
Chrysler Oldsmobile 
De Soto Plymouth 
Pontiac 
Studebaker 
TWO GUARDS IN ONE—GRILLE GUARD and 
FENDER GUARDS. 
There is a DIFFERENT Erie Kargard for each car 
model listed. 
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ke SAME HIGH QUALITY—NOTHING CHANGED BUT THE PRICE 


YOUR COST DRASTICALLY SLASHED...SO EVERY CAR OWNER CAN NOW 
; AFFORD ERIE KARGARD PROTECTION 


. RUSTPROOF—NEW IMPROVED CHROME PLATING 


This is not a token cut. It is the lowest price in Kargard @ MAXIMUM FENDER-TO-FENDER PROTECTION. ONLY 


history. No other brace-type guard is priced so low. Erie Kargards fasten to farthest bolt hole on bumper’s end. 
le 
: Now you can sell Kargard protection to ALL your e WITHSTA no ae eee — oo a 
e customers. At these prices, three times as many car owners strength in the mee Comgn. Decurey Hanes 
: can afford Kargard protection. More accessory sales—more to frame. 
. profits to you in today’s tougher market. @ EXCLUSIVE FLUTED STYLING blends beautifully with all 
4 1954 cars. 
- IMPORTANT! ERIE KARGARDS FAR OUTSOLD ; . 
: ALL OTHERS EVEN BEFORE THIS DEEP PRICE CUT. ® RUSTPROOF—New improved chrome plating. 
: So...stock what’s easiest to sell...the recognized No. 1 
- seller... most popular with car dealers and car owners... Order your Kargards today from your jobber at this 
fast turnover—more profits. new sensational low price. 
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PRESSED STEEL CAR COMPANY, INC. Pac 


General Sales Office: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 
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Drastic Changes Seen 
In Auto Metallurgy 


DETROIT automobile factory metallurgists recently have 
had to make a number of important decisions, involving 
hundreds of thousands of dollars. Here are some of them: 


1. What steel specifications should be changed as a result 


of an easier supply situation? 


2. What changes in pro- 
cessing should be made to in- 
sure maximum efficiency on a 
declining volume? 

3. What new methods should be 
tested, and possibly adopted? 

4. Where is the manpower to 


Plating Cylinders Described 

CLEVELAND.—A four-page bul- 
letin describing H-T Sincolite re- 
placement plating cylinders has 
been published by the Singleton Co., 
5317 St. Clair Ave., Cleveland 13, 
O. The cylinders fit any plating 
barrel superstructure, the firm says. 


batt a ee 


eticiency... 


carry on production and re- 
search simultaneously? 

5. Will inventory adjustments 
now being made be justified by fu- 
ture civilian and defense develop- 
ments? 

= ° 


Fruitful 1954 Seen 


—_ technological devel- 
opments in metalworking has 
been a fulltime job during 1953. 
More of the same is promised for 
1954. Here are some of the develop- 
ments that will bear watching. 
There is a strong trend toward 
shortening heat treating cycles. 
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This may be accomplished in 
several ways: By using special 
heat treat cycles designed to 
take maximum advantage of 
steel, transformation characteris- 
tics; by using selective rather 
than full hardening; by employ- 
ment of faster heating methods, 
and by avoiding the use of alloy 
steels that may require relatively 
long heat treat cycles. 
Probably the most drastic 
changes in 1954 will be made by 
the Big Three car producers who 
plan to harden their axles elec- 
trically by induction. In addition to 
increased production per square 
foot of floor space and precise con- 
trol of the hardening operation, 
the new axles will be plain carbon 


Chicago Dial Catalog 

CHICAGO, — The first presen- 
tation of the many precision instru- 
ments manufactured by the Chi- 
cago Dial Indicator Co., is avail- 
able in a fully illustrated 16-page 
catalog. Among the many precision 
instruments are Geneva dial indi- 
cators, dial indicator test sets, 
bench center set, test sets with 
magnetic base, regular test sets, 
bench gauge, dial snap gauges, 
and depth gauges. 


Weld Nut— 

A lightweight, high-temperature, two- 
lug anchor lock nut (left), has been de- 
veloped by Elastic Stop Nut Corp. of 
America, Union, N. J. The lock nut, the 
firm says, is up to 45 percent lighter than 
previous designs, easier to weld and re- 
quires up to 75 percent less critical ma- 
terial. It is contrasted here with a previous 
Elastic design intended for the same pur- 
pose. 


rather than alloy steel. Metallur- 
gical and physical properties will 
equal or surpass through-hardened 
axles, the metallurgists say. 
Engineers and _ metallurgists 
learned a lot about induction heat- 
ing and induction hardening dur- 
ing the Korean war. While the 
induction installations are justified 
primarily by the big volume, the 
favorable stress pattern set up in 
the part during the hardening pro- 


economy for ANY lubrication department! 


World’s most complete line offers you the perfect choice! 


Eye-catching sales appeal to get more business—streamlined. 
efficiency to handle more business—that’s what the complete 
line of Alemite stationary and portable equipment offers you! 

No matter how big your lube department may be—or how 
small—there’s the exact combination of Alemite units te make 





Space Saver Alemiters— Short on space? 
Alemite’s new Space Savers offer unbe- 
lievable versatility and convenience! 


Famous Atomic Pump— Unmatched for 
performance, economy and ease of main- 
tenance. Backed by exclusive Alemite 27 
month guarantee! 


cess is also an important cons 4- 
eration. 
= + * 

A Growing List 

CTUALLY, the number of selec 

tively hardened parts in 
automobile is growing rapidly. T: 
list now includes camshafts, ax 
and a number of automatic tran 
mission parts. 

In some cases, gas rather than 
electricity, is used for fast heat- 
ing. However, the heating method 
is selective in either case; handling 
is at a minimum; little manpower 
or floor space is needed and pro- 
duction is very high. Minimum dis- 
tortion is also a factor favoring 
the use of selective heating of 
gears and axles. 

The year 1954 will undoubtedly 
see a determined effort made to 
control heat treating at the point 
of operation. Through continu- 
ous measurement of carbon po- 
tential and continuous measure- 
ment of dew point, heat treat 
operations can be greatly im- 
proved. All of the necessary 
instruments for the job have not 
been developed but they’re com- 
ing fast, informed metallurgists 
say. 

The ability to prevent contami- 
nation of the atmosphere in both 
continuous and batch type fur- 
naces has been improved, permit- 
ting bright quenching. The avail- 
ability of faster quenching oils for 
use in induction hardening has 
undoubtedly contributed to the fast 
development of selective harden- 
ing where cracking was formerly 
encountered. 

Catalysts which permit “flame- 
less burning” of dangerous gases 
have also made heat treating and 
metal finishing safer processes. 

. x * 


Data on Tapping Screws 

NEW BRIGHTON, Pa. — Town- 
send Co., manufacturer of fasten- 
ers, rivets and cold-headed parts, 
has issued an eight-page booklet 
on “Tapping Screws,” describing 
seven types of screws which form 
their own threads. Copies of Book- 
let TL-88 are available from Town- 
send Co., New Brighton, Pa. 

a * * 


Wheel Hood Described 


DAYTON, O.— Details of a new 
type of self-filtering hood designed 
for buffing and polishing wheels 
and belts have been released by 
Slonneger Products Co., 1524 Mil- 
burn Ave., Dayton 4, O. The hood 
utilizes a principle whereby dust is 
withdrawn and controlled by the 
wind created by the revolving wheel 
or belt. 


YY aon 


Folder Covers Heat Treating 

NEW ROCHELLE, N. Y.—Metal 
Treating Institute, 271 North Ave., 
New Rochelle, N. Y., has issued a 
four-page folder entitled, “Heat 
Treaters Cite Short Cuts to More 
Effective Purchasing.” The folder 
contains a glossary of heat-treating 
terms and information as to what 
should be specified on purchase 
orders when buying heat-treat 
services. 

2 a os 


Control Valve Bulletin 


CLEVELAND.—The Hydreco di- 
vision of New York Air Brake Co., 
222nd St., Cleveland 17, O., has 
published a four-page bulletin on 
Hydreco Hollow-Plunger control 





sure it’s busy —make sure it is a model of beauty and efficiency ! 
And you'll find that Alemite equipment brings that custom-made 
look to your shop—the look that sells customers! The new Ale- 
mite “Pictures of Profits” plan can show you how to step up 
your lubrication business, Ask your automotive supplier ropay! 


valves. 
Visi-Drum Line—Feature a colorful and eS TR .. 
attractive display of your own branded . 
lubricants—right in the lube bay! 









Marshall Line—Portable units that give 
years of efficient trouble-free operation. 
Priced to give real value! 


711 Chassis Lubricator—Fully portable, 
yet has the construction features found 
in the most expensive pumps— perfect for 
small departments. : 





The RIGHT Fitting where you need it—when you need it! 


Alemite Hydraulic Fittings 


Don’t delay another job because of a broken or 
jammed fitting! Keep the original, the genuine 
Alemite Grease Fittings on hand all the time. 

It’s easy with this plastic boxed assortment, 













Are you cashing in with CD-2? If you 
aren’t you are missing a bet, because here 















No. 2365. Here i hand taine is the fastest growing item in the 
64 genuine Alemite fittings c ‘oe five ae automotive field! CD-2 Concentrate is the Hand Truck— 
Alemite Oil Additive that cleans The Powrworker 26, a new development 


needed sizes. Order one today! 
Only Alemite Fittings Offer these 4 Advantages! 


of Clark Equipment Co., Buchanan, Mich., 
is shorter than other standard models. The 
line includes low-lift pallet and platform 


engines, gives better performance— 
carries a money-back guarantee! 











Complete Line—Alemite in- Armer Herd—Exclusive with 
i cher ee, fit —_ Atenas. ne fitting is Ar- trucks in both 4,000 and 6,000-pound ca- 
plete choice. i ta : ficient a~La _—_ more ef- pacities; telescopic tilting-fork trucks in 






capacities of 1,500, 2,000, 2,500 and 3,000 
pounds, and walk-or-ride tractors for slow 
or high speeds. Information may be ob 
tained from the firm's industrial truck di 
vision, Battle Creek, Mich. 





Quality — All over the world 
fre name Signe is known 

or quality. You can’t use a 
finer fitting | 


Convenient Packaging — You 
can get just the assortment 
that you need. No need to 
carry a big stock! 
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Dealers tell me .. . 











(Continued from Page 3) 


surrounded himself with a few dis- 
tributors throughout the U. S. to 
which he had alloted a share of the 


output. 
* > * 


On Borrowed $350 


HESE distributors included | 


J. W. Leavitt Co., of San Fran- 
cisco and other Pacific coast cities; 
Charley Price, of Chicago; George 
W. Brown, of Milwaukee; Oscar 
Weaver, of Cleveland; Ted Haus- 
man, of St. Louis; Connell & 





Maine-to-Florida 
Car Theft Ring 
Reported Smashed 


BOSTON. — The FBI announced 
that a car theft ring extending 
from Maine to Florida had been 
smashed with the arrest of Charles 
J. Bradley, New Bedford (Mass.), 
used-car dealer, and the impound- 
ing of 18 “hot” cars. 


Altogether, some 70 late - model 
cars have been recovered, it was 
said. 

Bradley was released in $5,000 
bail after being charged with con- 
spiracy to transport stolen cars in 
interstate commerce. 


In New Bedford, Detective Capt. 
Michael J. Deane said that at least 
six auto dealers in the city, mostly 
used-car dealers, had been victim- 
ized by the distribution of stolen 
autos. 

The 18 cars were impounded and 
stored by police in Corson’s Ga- 
rage, where they were being dis- 
mantled in an effort to locate 
hidden numbers through which 
ownership could be traced. Investi- 
gators said most of these cars 
were 1953 models. 


Arrested in New York were 
Joseph Turetsky and Richard 
Gould both of Bronx Park East, 
and Carmine P. Margiasso, of the 
Bronx. The FBI said investigation 
disclosed that Bradley obtained 
cars from Turetsky, Gould and 
Joseph D’Ercole, of New York, 
previously arrested in the case. 

The FBI said that approximately 
55 of the stolen cars, allegedly sold 
by Bradley in Massachusetts, had 
been recovered in that state and 
Rhode Island. 

According to FBI agents, 
D’Ercole used the name of Joseph 
Romano in his auto dealings and 
operated an auto rental company 
as a front. He is not a licensed New 
York used-car dealer, the FBI 
said. 

The investigation began when a 
Somerville (Mass.) dealer reported 
that several cars shipped to him 
from New Bedford bore false en- 
gine numbers. 


Hamilton Leads 
Canada in Autos 


HAMILTON, Ont.—This city has 
the largest per capita ownership of 
motor vehicles in Canada, and 
yields place only to three large 
cities in the United States, accord- 
ing to T. J. Mahony, managing di- 
rector of the Ontario Good Roads 
Assn. 

In a report on the gasoline by- 
law, Mahony said that 73,000 vehi- 
cles were registered in Hamilton, 
one for every three residents. 

Since 1920, he said, more than 
$2.5 billion has been spent on the 
roads, streets and highways of 
Ontario, and this sum has been 
obtained almost entirely from 
traffic taxes imposed on road 
users and from property taxes col- 
lected from municipalities. 

The report protested a bylaw 
provision which cuts the legal sale 
of gasoline from 24 hours a day to 
12. 


St. Paul Hoist Names 


Chicago Sales Firm 


MINNEAPOLIS, — Appointment 
of Chicago Hoist & Body Co., Chi- 
cago, has been announced by Leo 
M. Brown, sales manager, of St. 
Paul Hydraulie Hoist, Minneapolis. 

Chicago Hoist & Body was 
granted exclusive sales rights of 
St. Paul products for parts of 
Illinois and Indiana. 











McCone, of Boston, and C. T. Silver, 
of New York. 
As the story has been so fre- 


| quently told, Willys returned to 
| the Overland factory in Indian- 


apolis one Saturday to hurry 
shipments to his distributors and 
found that the company was 
about to go into bankruptcy, hav- 
ing insufficient money to meet the 
payroll the following Monday 
morning. Willys borrowed the 
necessary $350 over Sunday, kept 
the plant open and took over 
ownership on the assumption of 
about $80,000 in other indebted- 
ness, 


From that point on, his success 
was so outstanding that even be- 
fore he moved to Toledo in the fall 
of 1909, the American underslung 
car as well as Marion Motor Car 
Co. came under his direction and 
ownership. This empire was to 
grow and within ten years to em- 
brace not only the Willys-Overland 
plant in Toledo, which had been 
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expanded in the meantime to 103 
acres of floor space, but to include 
such companies as Russell Motor 
Car Co., at Toronto; Garford Motor 
Car Co., of Elyria, O.; Gramm Truck 
Co., of Lima, O.; New Process Gear 
Co., of Syracuse; Willys Mcrrow 
Co., of Elmira; Fisk Tire Co., of 
Chicopee Falls, Mass.; U. S. Heat 
& Light Co., of Niagara Falls, 
N. Y.; Electric Auto-Lite Co.,, 
Mountain Paint & Varnish Co. and 
Tillotson Carburetor Co., of Toledo; 
Moline Plow Co., of Moline, IIL; 
Wilson Bros. Foundry Co. of Pon- 
tiac, and Curtiss-Wright Airplane 
Co., of Buffalo. 

Let us analyze, if we can, how 
this remarkable, enormous growth 
came about. Those were times that 
will never come again. They were 
times in which, perhaps, financing 


was more important than manu-| 
facturing. Let us see if we can| 


interpret the trend. 
(Continued next week.) 


Barnett Buys Out Holland 


Bill Barnett Chevrolet is the 
new name of the Chevrolet dealer- 
ship in Compton, Calif., formerly 
known as Barnett & Holland. Bar- 
nett bought out his partner, Bill 
Holland. 
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PROFITS FOR THE DEALER 

@ Over 70% profit on every job 
@ Increased cor sales 

@ Sales of other services 
@ Guaranteed customer satisfaction 
* @ Greater sales traffic 









Job Pointers Given to Students— 


Participating in a recent Career Carnival at Michigan State College in Lansing, 
R. C. Chope, salary personnel and training manager of U. S$. Rubber Co.'s Detroit 
| Plant, told students about job opportunities in the rubber industry. 





BALTIMORE. — The radio com- 
| munication division and the tele- 
vision and broadcast receiver di- 
|vision of Bendix Aviation Corp. 
|have just completed their best 
|years, according to Edward K. 
Foster, general manager of both 
| divisions. 

Foster said a major reason for 





The result — a smoother, 


tional Tire Truer. There's 


as 


IVISION OF NATIONAL 
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For additional 
PHONE @ WIRE © WRITE 


BUFFING 


2 Bendix Divisions Have Best Years 


the progress was the introduction 
of a number of new products, in- 
cluding a custom-built auto radio 
and a new series of custom-built 
auto radio receivers, 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


out it, but 
G@**k*O©wW 


@ Yes, everybody talks about bumpy, jerking 
rides. Motorists have actually gone to different 
makes and models of automobiles to get riding 
comfort. Now the National Tire Truer can give 
you the solution — and a very profitable one. 

This precision-engineered truer surface-engi- 
neers tires to the road, eliminating the out-of- 
round condition existing with wheels and tires. 


safer, more comfort- 


able ride, longer tire and car life. This service 
costs your customers very little, yet is highly 
profitable for you. Today, most dealers charge 
about $16.00 for this service —a job that is 
completed in less than one hour's time. 
Here's the best news. You haye a choice of 
several optional purchase plans for .fhe Na- 


a right one for you. 


PROFITS FOR THE WAOTORIST 
@ Safer driving 

@ longer tire mileage 

@ increased car life 

@ tess driving fatigue 

@ Smooth, comfortable rides 


information 


KEHAWKE MANUFACTURING CO. e Muncie, Indiana 
INDUSTRIES, 
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94 PACKARD Present 


He Ne/ PACK ARDS 


me new 1954 Packards mark the beginning of Chapter II in the new 
Packard Program with a new and finer edition of the cars that made 
history last year! 

These new cars are designed for men and women who don’t like to 
follow the crowd. For the new 1954 Packards give not only luxury— 
but individuality, with the greatest name in the fine car field! 

With the bold, straight lines, high level fenders, and greater visi- 
bility . . . Packard contour styling is setting the trend in all automotive 
design today. It gives a clearer view of the road any way you look. 
Safer, more relaxing visibility that makes driving a joy. It means wider 
doors for greater convenience ... chair-high, posture-tailored seats 
that bring new relaxing comfort. 

Yes, a great new Packard engine, too! 212 horsepower! Nine crank- 
shaft bearings that mean smoother, quieter running at a// speeds. No 
other car gives such assurance of quiet, lasting power. 

The 212 horsepower built into watch-like smoothness by Packard, 
most famous engine-builder of them all! High torque at low r.p.m., 
which gives that extra power-punch you need for a swift getaway in 
traffic, or for passing on the highway. 

No car this year will have more or finer automatic features! These 
cars have the greatest of all no-shift drives. Packard Ultramatic! 


Designed by Packard engineers for use in Packard-built cars only, to 
assure perfectly balanced performance. Just compare it for smooth- 
ness, pick-up, economy. 

Then there’s Packard Power Steering and Packard Power Brakes 
which add so much to more relaxed driving through an entirely new 
sense of complete car control. 

Even the driver's seat may be electrically powered for 4-way opera- 
tion. It adjusts up or down, backward or forward, simply by the 
touch of a switch. 

The new 1954 Packards truly give the luxury and individuality that 
separates the owner from the monotony and unimaginativeness of 
following the motorcar crowd. We are so proud of them that we invite 
comparison with any other fine car you can name. 
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America’s newest glamour car. 
a dream-lined, hard-top beau 
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PACKARD MOTOR CAR: COMPANY 
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WO New Lines of Cars! 


\. AMERICA’S NEW CHOICE IN FINE CARS... 
he WOW oncnane Liane 


Sparkling performance and the sheer joy of 


living speak from every line of this luxury car. 


IPACKARD CGgcec 


Nu: A year ago the new Packard CLIPPER was introduced as 
America’s newest medium-priced car. First, automobile men looked it 
over. Reporters then looked it over. Columnists looked it over. 

The motoring public looked it over—and the news started! And this 
was the news: ‘“‘That’s a lot of car for the money !”’ 

And it was a lot of car for the money. Because Packard built it that 
way. Packard-built quality is traditional in the automobile world. 

The news spread. People all over America saw and drove this newest 
and most glamorous addition to the medium-price field—and bought 
it. You saw it happen right on the roads you drive! 

1954 brings more! Now, for '54, the new Packard CLIPPERS give 
more fine-car luxuries, more fine-car power, more fine-car ride . . . (more 
of the high-price features everybody wants) ... and yet at a popular, 
medium price ! 
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AMERICA’S NEWEST MEDIUM- 
PRICED CAR! 


We've built a finer car for '54 because our experience with the 1953 
CLIPPER proved that there are many thousands of Americans who want 
a true luxury car in the medium-price range. 

Some cars in the medium-price field are simply big brothers of 
smaller cars made by the same company. These cars may offer the 
modern gadgets and the smooth look of the big car, but in most cases 
their basic engineering and production are still anchored in years of 
small-car thinking. 

‘‘Packard-built’’ makes the difference. No feature or claim will ever 
give a more powerful reason for buying a CLIPPER than the name 
Packard. Packard knows quality like Tiffany knows diamonds. The new 
1954 Packard CLIPPERS offer /uxury at a lot less because Packard builds 
them ! Prices start at $2551.00, delivered in Detroit, optional equipment 
and local taxes extra. 


PACKARD’S TWO COMPLETELY NEW LINES, BACKED WITH THE SOUNDEST 
MERCHANDISING PROGRAM IN PACKARD’S HISTORY, IS WHAT MAKES 
PACKARD "THE FRANCHISE THAT’S REALLY GOING PLACES”...WHY 
PACKARD DEALERS LOOK FORWARD TO '54. 


















OR -ielnU ND eee 








16 


AUTOMOTIVE NEWS, JANUARY 18, 1954 


NADA Clinic Digs Deep . . . 


Truck Sales Success Analyzed 


Following are digests of talks 
made by delaers at the NADA 
convention clinic on trucks, which 
was held last Monday (Jan. 11). 
Moderator was T. A. Williams 
sr., Chevrolet dealer of Greens- 
boro, N.C. 


Opening Remarks 


By 
T. A. Williams sr. 
North State Chevrolet Co,, Greensboro, N.C. 

In developing this subject of truck 
merchandising, we have attempted 
to divide it into four logical steps: 

1, Selling the new truck. 

2. Getting the used truck ready 
for sale. 

3. Selling the used truck. 

4. Servicing the truck after it is 
sold. 

Each of the four members of 
this panel will handle one step in 
the truck selling job, and will 
follow the sequence as outlined 
above. As moderator, I will at- 
tempt to cover the first part of 
our discussion. 

The biggest problem the average 
dealer has to overcome in “selling 
the new truck” is one of fear. It 
is a fear that is as old as recorded 
history—“fear of the unknown.” 

The complexities of options, 
wheelbases, tire sizes, torque, pay- 
loads, ratios and other equally ter- 
rifying “unknowns” bring the cold 
sweat of fear to his face everytime 
he faces a prospective customer. 
After hurdling this first obstacle 
of deciding exactly the type of unit 
his customer needs— and figuring 
out a price he hopes is right for it 
—his troubles have only begun. 
That used truck comes into the 
picture. How much is it worth and 
who would buy it? 
+ * 7 


Dealer Must Be Sold 

The dealer who takes the trouble 
to analyze this fear and learns to 
overcome it will find that merchan- 
dising new trucks is not only very 
interesting but most profitable. 

No dealership will have a suc- 
cessful truck sales department 
unless the dealer himself is sold 
on the profit possibilities in- 
volved, and is willing to accept 
the responsibility for operating 
the department. 

Not only must he be willing to 
stock an ample supply of merchan- 
dise, but he also must have the 
intestinal fortitude to tell his fac- 
tory when he has enough. Knowl- 
edge of his territory and of his 
customers’ needs and buying hab- 
its, would arm him with a store of 
knowledge that would enable him 


AMA Attempting 
To Clear Air on 
Exhaust Issue 


DETROIT.—Formation of a tech- 
nical study group to investigate 
possible effects of automotive ex- 
haust gases on air pollution was 
announced last week by the Auto- 
mobile Manufacturers Assn. 

John M. Campbell, administrative 
director of the General Motors Re- 
search Laboratories, is chairman of 
the new group, a subcommittee of 
AMA’s engineering advisory com- 
mittee. 


Initially, said Campbell, the com- 
mittee will seek answers to two 
basic questions: 

1. Do automotive exhaust gases 
contribute to air pollution and the 
creation of smog? 

2. If they do, to what extent and 
what are the possible solutions? 

“Over the years,” Campbell said, 
“automotive companies have sub- 
stantially improved combustion ef- 
ficiency in both vehicles and plants. 

“The committee’s job now is to 
assimilate and coordinate on an 
industrywide basis all pertinent da- 
ta relating to vehicle exhaust. Fur- 
ther, the industry group will in- 
vestigate recent research in this 


Members of the new group, spe- 
cialists in engine combustion, fuels 
and lubricants, plan a two-week 
visit to the Los Angeles area in late 
January and early February. They 
will study theories developed and 
experiments conducted there on 
causes and effects of smog. 


to tell his factory representative a 
convincing story at order - taking 
time. 


There is no substitute for a thor- 
ough knowledge of the whole field 
of truck merchandising. It is not 
enough just to know even “all the 
answers” about the product — you 
must know the truck business. 

You must believe in its profit 
possibilities, not only in the sale of 
the new unit, but in servicing it as 


well. If, like most truck dealers, 

you have a dual franchise, first you 

must get over any feeling that the 

truck part of it is a necessary evil. 
+ * a 


Decide to Sell 


Once you make up your mind you 
want to sell trucks, you may be 
surprised at how virgin your ter- 
ritory is. Most of your competitors 
will be poorly equipped to compete 
with you, for few of them will be 


free of the fear of the “unknown” 
we have spoken about—they will 
know little about their product or 
their market. 

Your factory tells your NADA 
officials that you are an inde- 
pendent merchant. Then why not 
act like one, Study your product. 
Determine what its profit poten- 
tial is—buy and sell all you can 
of it profitably—no more and no 
1 


ess. 

Stop feeling sorry for yourself— 
stop blaming conditions on over- 
production or other factory mis- 
deeds. ‘Try counseling with your 
competitive dealers to get them to 
try making money in the truck 
business, Surely the business that 


is second only to agriculture in vol- 
ume and importance in this coun- 
try of ours does not deserve the 
kind of prostituting most of us 
have given it. 

+ + * 


Merchandising 
Used Units 


By 
R. N. Heintzelman 
Heintzelman, Inc. (Ford) Orlando, Fia. 
I believe I was selected for this 
portion of the program for the rea- 
son that our dealership made a 
very comprehensive three-month 
survey of 34 selected dealers as to 
(Continued on Page 17, Col. 1) 





You can tell them by their 


tail lights of BiB => 4(eq wh 


On many cars today, tail lights are as much a mark of identification as a 
nameplate. Designers have learned that PLexicLas® acrylic plastic makes it 
possible to mold lenses in shapes and sizes that give added distinction 


to the over-all car design. 


Other important advantages are obtained by using PLexicuas. Tail lights, 

stop lights, direction signal and back-up lights function with maximum 
efficiency because the light-controlling curves and sharp angles of their lenses 
can be molded with extreme accuracy. PLexicLas also gives them outstanding 
resistance to breakage, discoloration and weather. 


Many of the distinctive lenses on modern cars are the result of cooperation 
between the automotive industry, molders, and Rohm & Haas Company. 
As the supplier of PLexicias for lenses, medallions, nameplates, dials, 
instrument panels and other molded parts used by every major motor car 
manufacturer, Rohm & Haas Company offers the services of technical 
representatives and an experienced design staff. Our help is available if 
you have a problem—or an idea—involving molded parts. 


PLEXICLAs molding powders are listed in Sweet's Product Design File, Section 1c/Ro. 














Dealers Dig Deep e's 
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NADA Clinic Analyzes 
Truck Sales Methods 


(Continued from Page 16) 


advertising, reconditioning and dis- 
play policies, then carefully ana- 
lyzed our used-truck sales for the 
previous five years as to types, 
prices, speed of turn and then 
came up with some new formulas 


and policies that have worked for 
us, 

In order to move our trucks 
out as soon as possible, and be- 
cause we want to keep our prices 
as low as we can, we do not re- 


condition trucks anywhere nearly 
as much as our cars. We do not 
guarantee our used trucks ex- 
cept on a 50-50 basis, motor, 
transmission and rear-end only 
and then only if the customer 
absolutely insists. Our standard 
answer to the guarantee question 
is NONE, 

Naturally, we train our salesmen 
not to bring up the guarantee un- 
less asked. But if it does come up, 
the salesman is taught to tell the 
customer that he is buying the unit 
at approximately wholesale and 
therefore no guarantee is in order. 

After he signs the order, we 
stamp “AS IS” on both his and our 


copy. We do, of course, offer to 
give the prospect the name and 
address of the former owner. 
Because we're not going to price 
it high and are not going to guar- 
antee it we appearance-recondition 
only. Our reconditioning cost was 
$37 per new truck sold for the first 
11 months of 1953. What do we do 
for that $37? 
* * * 
Conditioning Processes 
First, we make the truck safe 
steering-wise and brake-wise. Sec- 
ondly, glass is replaced if broken, 
but not if cracked. Third, the up- 
holstery is recovered if torn. It is 
cheap to do, and definitely pays off 


































































CHEMICALS 







Canadian Distributor: Crystal Glass & Plastics, Lid., 130 Queen’s Quay 


at Jarvis Street, Toronto, Ontario, Canada. 


FOR INDUSTRY 


ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 



















































Detroit Representatives: W. E. Biggers and R. C. Oglesby, 
728 Fisher Building, Detroit 2, Michigan. Telephone: Trinity 3-3200. 










































in appearance and _ cleanliness. 
Fourth, we dunk the engine and 
clean under the hood. We believe 
that this one item, which costs $4 
per unit, pays off more than any- 
thing else we do proportionate to 
money spent. 
There is absolutely nothing that 
impresses a customer more than 
seeing a clean engine and engine 
compartment. 
If there is no body on the truck, 
we also clean off the jack shaft, 
drive shaft and read end. As to 
body and paint, we do nothing on 
units priced under $600. The excep- 
tion is an occasional spray job done 
in the open without knocking out 
any bumps on real rough units that 
are good mechanically. It may 
sound silly but even a rough paint 
job helps this type of unit to turn 
and keeps the lot from looking bad. 

Units over $600 we analyze to see 
if spending the money for a good 
paint and body job will pay off. If 
we believe the money spent will 
make the unit look very clean, we 
go ahead and spend it. 7 

+ * * 


How to Price It 

This brings up the matter of 
pricing trucks generally. We be- 
lieve that, more than anything else, 
low advertising prices are the key 
to fast turn. This applies to all 
standard makes and models and 
particularly to panels and pickups. 

The hard-to-move larger babies 
we generally put on the cash 
bonus list as soon as they hit the 
lot for a period of 10 days. If 
not sold, bonus is not put back 
on that particular unit. The sales- 
men know that that is company 
policy and make every effort to 
move it during that bonus period 
as the bonus is usually $100, 

As to display, we believe in put- 
ting the prices on the windshield 
of all trucks on the front line. 
Prices in large print do attract per- 
sons driving by and tend to look 
like a sale special. Incidentally, on 
all front-line units, we paint 88s, 
77s, 66s, and 55s. That series tend 
to look and sound like special event 
prices. They sound like reduced 
prices while the $595, $695, $795 
series do not. 

As to advertising, we have set- 
tled down to a steady plan of one 
or two classified ads daily, listing 
the trucks’ good points in detail, 
headed by the price in large bold 
type and followed by the stock 
number for ready identification. We 
always use the 88, 77, 66 series of 
prices. Use of heavy bold-face type 
and odd prices looks good in an ad. 

zB e 


Pet Theory Works 

We have a pet theory which does 
work for us. I refer to wheelbase 
analysis. Our records showed us 
that tractor-type trucks averaged 
a several-month stay on our lot. 

We have eliminated that partic- 
ular bad actor by two methods. 
We run regularly small classified 
ads for used dump bodies, There 
is a definite market for used 
dump trucks and we every now 
and then pick one up for $50 to 
$125. 

We find them an excellent in- 
vestment as the truck is increased 
in value in every case by the cost 
of the body and in some cases by 
one to three hundred dollars in 
addition. 

If we do not have a dump body 
available and the tractor has a 
good general appearance, we spend 
$50 to $60 in lengthening the frame 
18 inches and make a long-wheel- 
base out of the unit. 

* + * 
Don’t Leave "Em Naked 

While advertising for used dump 
bodies, we also advertise for used 
stake and flat bodies. These bodies 
are in demand and we find they 
make a plain cab and chassis look 
like so much more truck. There is 
nothing on our lot with less éye- 

appeal than a naked cab and 
chassis. 

These bodies tend to de-empha- 
size tires, which may not be the 
best in the world, and also de- 
emphasize frame splicing, which 
some buyers sometimes find ob- 
jectionable. 

We buy bodies for stock all year 
round in any half-way decent shape 
as a $25 flat helps materially to 
turn even a two to four hundred 
dollar truck, and we find a $75- 
$100 flat or stake is not too much 
to invest if it materially speeds up 
the turn of the unit, which we 
know it does. 

We install these bodies with 2 
(Continued on Page 38, Col. 1) 
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AUTOMOTIVE WASHINGTON 


Congressional Battles 
Loom i in New Session 


By William Ullman 
Washington Correspondent 


a the tentatively programmed issues facing Con- 
gress, with each involving a tough battle, are these, in 


brief : 


Taxes—The House may lead off with a tax revision bill 
that could cost the Treasury $1.5 billion or more before it 


completes the congressional 
circuit. Then it will tackle a 


really difficult problem: How 
to salvage at least part of the $3 
billion in excise and corporation 
income taxes automatically expir- 
ing on April 1. 

.Farm Price Supports—Mandatory 
supports on six basic farm com- 
modities expire Dec. 31. Someone 
could get hurt in the congressional 
rush to put them back! 

Tart Harttsy — Law revision — 
This could be a retake of the fight 

—that blew Sec- 
retary of Labor 
Martin Durkin 
out of the Cabi- 
net. 

Recrproca, TRADE 
—Plans to extend 
the act await the 


still undisclosed | 


findings of the 
Randall Commis- 


sion on Foreign | 


William Uliman Economic Policy. 
Mounting protectionist sentiment 
may make the task difficult. 

Socian Securrry — A lot of con- 
troversial plans to overhaul Feder- 
al old age benefits may run into 
trouble. Congress should wind up 
with the usual election-year ex- 
tensions of coverage. 

Defense—Influential Democrats 
have served notice of 


already 
a fight on intimated Administra- 


tion cuts in national defense | 


spending. 


Forticn Am—The usual congres- | 
sional raid on foreign-aid appro- | 


priations is in the making and 
could gather real proportions if 
France holds out on the European 
Army Plan. 

These and many lesser issues 
could hold Congress in session far 


beyond the hoped-for July 31 elec- 


tion-year adjournment. 
a * x 


Industry Surveyed 


| bp A just-completed transporta- | 


tion survey, the Transportation 
and Communication Committee of | 
the U. S. Chamber of Commerce | 
said, in part: 

Automobiles — Although opti- 
mistic about 1954, manufacturers 
expect a drop in production, with 
output indicated at around 5,400,- 
000, a drop of 11 percent from 
1953. 


Trucxs—The outlook is generally 
good, but there is a continuing fear 
that reciprocity agreements among 
the states will break down. 

Since transportation rises and 
falls with the general economy, the 
outlook for the industry is the 
same as for the country, the survey 
said. It pointed out that economic 
analysts generally agree the out- 
look for 1954 is good, but believe 


there will be a “moderate decline.” 
* * * 


Washington Timetabie 
USINESSMEN interested in na- 
tional affairs—and it is believed 

most automobile dealers have that 

interest—should find the following 

Washington timetable something 

worth preserving: 


Jan, 21—The President’s budget | 


message must be presented not 
later than this date. 

Jan. 31—The House Ways and 
Means subcommittee makes So- 
cial Security report about this 
date. 

Jan. 31—Report of the special 
advisory commission on postal 
rates. 

March 1—Report of the Manion 


Commission on Federal-State re- 


lationships. 
March 6—The President’s eco- 


nomic report must go to Congress | 


prior to this date. 
March 6—Randall Commission 
reports on Foreign Economic 


31—The corporate tax 











lo 
rate drops from-52 to 47 percent; 


1951 excise increases expire. 

June 12—Trade Agreements Act 
expires. 

July 31—Statutory date for ad- 
journment of the 83rd Congress. 

Dec. 31—Hoover Commission re- 
ports on reorganization of the gov- 


ernment. 
* 


e * 
Wider Old-Age Pay Sought 
EP. CARL CURTIS, Nebraska 
Republican, last week made 
good on his 1953 promise and intro- 


duced legislation aimed at improv- 
ing the country’s Social Security 
system. His program calls for a 
system under which Congress would 
periodically adjust benefit payments 
and taxes. The major provisions of 
the Curtis bill would: 

1. Extend coverage to all occupa- 
tions not now covered. 

2. Include immediately 5,300,000 
aged persons who are not now re- 
ceiving old-age and survivor's in- 
surance benefits. 

3. Raise the minimum benefit 
from $25 to $45 a month. 

4. Provide survivor benefits to 
an additional 500,000 children and 
increase the number of widowed 
mothers receiving benefit checks 
from the present 250,000 to 400,000. 

5. Terminate Federal grants to 
the states for old-age assistance 
and aid to dependent children. 

6. Permit aged persons to earn 
$1,000 a year without losing bene- 
fits as opposed to the current $75 
a month limitation. 

7. Extend Social Security tax 
coverage to persons whose sole in- 
come is derived from investments. 

* * 


Taking Nation’s Pulse 
HIS month and next the Federal 
Reserve System is sponsoring 


ENERAL MOTORS 


— 


Survey Research Center of the ‘ ni. 
versity of Michigan, will seek «ata 
on annual income in 1953, finar cia] 
position, major purchases durin 


the year and other information 
4 + * * 


Seaway Bill Revived 

The St. Lawrence Seaway bi!) is 
expected to be pushed through the 
Senate at this session of Congress 
as a result of a shift of votes among 


'|a number of western senators and 
/}a growing tide of favorable public 


Fort Worth Gift— 


A check for $1,500 was given to the 
Fort Worth (Tex.) Christmas Goodfellow 
Fund by the Fort Worth Independent Au- 
tomobile Dealers Assn. Presenting the 
gift are (from left), John Kinnaird, retiring 
president; Ray Williams, secretary-treas- 
urer, and Johnnie Geary, president. Mil- 
ton F. Grunewald, J. F. Faulk and Jack 
Wilborn are vice-presidents. 


a national survey to gather eco- 
nomic information. 

Upward of 150 interviewers will 
be calling at approximately 3,500 
homes in 12 of the nation’s largest 
metropolitan areas and other lo- 
calities, 


The task, to be conducted by the | u 


opinion in the New England states. 

Senators who have long been ac- 
tive in the fight for joint American 
participation with Canada in the 
multimillion-dollar power and navi- 
gation project said last week the 
bill’s main hurdle this time will 
probably be in the House. 

But they expressed confidence 
that House Speaker Martin and 
House Majority Leader Halleck 
will be able to guide it to victory 
there. 

“The administration wants it,” 
one said, “and I suppose Halleck 
and Martin are good enough party 
members to push it along.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are ting from AUTO- 

OTIVE NEWS W. ADS! Are you? 


ENGINEERING DEVELOPMEN 


HARRISON 


goes “Out in Front "in 


AIR CONDITIONING 


with a completely new system for hot weather comfort 


Available in the 
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Used Cars Viewed as Key Problem .. . 


New Orleans Dealers Gird for ’54 


Cadillac Branch Hosts Club Members— 


Sixty-eight 25-Year Club members of Cadillac's Chicago branch were feted recently 
at a luncheon by Joe E. Robert, general manager of the branch, and Conrad Eman- 
velson, resident comptroller. Receiving awards are (from left), Alvin T. Erickson, 
Ralph J. Johnson, George R. Volz, Robert, Conrad J. Ernst, Fred W. Roeber, Frank J. 
Voldan jr., Mahlon E. Whitebread, Herbert C. Martin and Russel Edgar. Emanuelson 


is ot far right. 





Casco to 
BRIDGEPORT, Conn. — Casco 
Products Corp. has established a 
Canadian subsidiary, it was an- 
nounced by John J. Reidy, vice- 
president. 
The new plant, Casco Electrical 


to give 


rate Canadian Plant 


Products of Canada Ltd., is located 
in Bronte, O, The plant will as- 
semble automobile lighters. Other 
products on the list to be made 
with Canadian labor and material 
are Casco spotlights and fender 
guides, 


Now Harrison Radiator Division of General 
Motors introduces something entirely new in 
automotive air conditioning—a complete, com- 
pact, practical car cooling system. 


It is the first system to be produced with all cooling 
elements located “up front”. Fresh, refrigerated 


outside air flows from adjustable discharge jets 
on the instrument panel, cools all passengers 
quickly, gently and evenly from the front. 


1954 PONTIAC 


Another General Motors engineering “‘first’’, 
Harrison’s advanced Air Conditioning System is 
now featured in the 1954 Pontiac. 





1 FRESH 

REFRIGERATED 
AIR FROM 
THE FRONT 










2 COOLED TO 
JUST THE RIGHT 
TEMPERATURE 





3 DIRECTED JUST 
WHERE YOU 
WANT IT 


fresh 
~ 600 


~~, 
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By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS.—With the be- 


ginning of the new year, dealers 


here are setting their houses in 
order. 

They expect that profits in 1954 
will not be what they were in 
1953, and they are shaving ex- 
penses and eliminating loose ends. 
Some new-car dealers feel that 

they have to get back in the used- 
car business 100 percent in order 
to compete against those dealers 
with fulltime used-car operations. 

It has been the practice of many 

dealers to conduct their used-car 
business on an extremely low in- 
ventory basis, keeping only the im- 
mediately salable merchandise and 
wholesaling the rough cars and 
slow movers to independent lots. 

With virtually all ’53 models 

sold, it is the belief of most mer- 















trades for what they are worth 
on today’s market. 

It may be said that better deals 
are being made on ’53 “carryovers” 
by those dealers who have already 
announced ’54 models. One dealer 
who recently showed his 1954 cars 





Legislature Considers 
Rhode Island Title Law 


PROVIDENCE, — A bill has 
been introduced in the Rhode 
Island Legislature which would 
require every auto owner in the 
state to obtain a certificate of 
title from the state registry of 
motor vehicles, 


Backed by Gov. Dennis 
Roberts, the measure is designed 
to cut down the sale of cars by 
unauthorized persons. If passed 
by the Legislature, the act will 
take effect July 1, Motorists will 
have until March 





Fresh Cool Air 


Jor summer driving 













Everything is “up front”! The air 
intake, compressor, evaporator, con- 
denser . . . every part of Harrison’s 
ultra-modern Air Conditioning Sys- 
tem is mounted in front, out of sight 
and out of the way. This compact 
new design insures efficient, trouble- 
free operation, as much shorter tubes 
and communication lines are required. 


Bigten Radiator Divi- 
sion of General Motors Cor- 
ration is the world’s largest 
wilder of temperature-con- 
trol systems for motor cars. 


RISON 


1/R CONDITIONING SYSTEM 





said, “They came, they saw and 
they bought ’53s.” 

Service absorption is drawing 
greater attention. There has been 
a pronounced increase in the in- 
stallation of new service equipment 
by dealers. Some firms have added 
additional service salesmen, 


New-car sales forces of many 
dealerships are being enlarged. 
Sales managers are searching for 
salesmen. They believe it will take 
intensive selling to do the job in 
’ 

54, 

Exclusive used-truck lots have 
been opened by four dealers with 
combination car and truck fran- 
chises. A number of other dealers 
are planning additional used - car 
outlets. 

The movement of used cars will 
be the vital factor in the success 
of new-car operations, according 
to dealers. Although used-ear in- 
ventories are described as “normal” 
or “below normal” at most new-car 
dealerships, some of the new-car 
dealers handling independent lines 
feel they have too many used units 
of their own make in stock. This is 
becoming a serious problem among 
the independents. 

Despite this, the used-car pic- 
ture in New Orleans for this time 
of the year is considered “good” 
by most dealers. There is very 
little wholesaling. 

To sum up the situation, one 
dealer said, “In 1954 the men will 
be separated from the boys and I 
will be a boy.” 


Bricker Requested 
To Push Action on 
Transport Bills 


WASHINGTON. — The Chamber 
of Commerce of the United States 
has asked Senator Bricker, chair- 
man of the Senate Interstate and 
Foreign Commerce Committee, to 
press for early consideration three 
bills of interest to the trans- 
portation industry. 

The three measures—S, 1461, S. 
281 and S. 906—relate respectively 





‘| to the time-lag between application 


for rate increases and decisions by 
regulatory bodies, the discon- 
tinuance of unprofitable intrastate 
rail services and amendment of 
| Section 22 of the Interstate Com- 
| merce Act. 

| In a letter to Bricker, the Cham- 
| ber noted that “few subjects have 
{created as much interest in the 
transportation field as the problem 
of how to eliminate or materially 
reduce the time lag between the 
date carriers apply for permission 
to adjust rates ... and the date 
that regulatory agencies pass upon 
their applications. 

“The railroads’ problem of being 
forced to continue operating hope- 
lessly unprofitable intrastate 
services is another one of great im- 
. . Permission to permit 
abandonment of such unprofitable 
services is, in the first instance, 
vested in state regulatory bodies. 

“However, the Interstate Com- 
merce Commission should be au- 
thorized to grant relief to carriers 
... where the state agency refuses 
to act within a reasonable time 
and where continuance of the 
service will place an undue burden 
on interstate commerce.” 

On the question of amending 
Section 22 of the Interstate Com- 
merce Act, the Chamber said it is 
convinced the Government should 
pay the same charges as the gen- 
eral public for similar transporta- 
tion services. The Government now 
can bargain for cheaper rates. 


Prestone Prices 


Are Cut Back 


NEW YORK. — National Carbon 
Co., announced last week that re- 
tail prices of Prestone antifreeze, 
effective Apr. 1 for the 1954-55 
season, would be reduced from $3.75 
to $2.95 per gallon, and from $1 
to 80 cents a quart. 

Company spokesmen stated that 
this step was being taken in view 
of more efficient manufacturing 
facilities, and substantially in- 
creased production anticipated for 
1954. 





portance . 





Deficiencies Serious, Road Builders Told... 


Realistic Highway Plan Urged 


ATLANTIC CITY.— Top experts 
in the highway traffic and trans- 
portation fields urged “a_ bold, 
realistic program of action to im- 
prove the country’s highways” dur- 
ing the 58rd annual convention of 
the American Road Builders Assn., 
held here. 


Robert M. Reindollar, Baltimore, 
who was reelected association 
president, summarized the ad- 
dresses given by government and 
industry executives before the 850 
delegates as follows: 

“All speakers, including Feder- 
al, state and local officials, ex- 

agreement that the 


extremely serious, It was un- 
questioned that the primary re- 
sponsibility of highway con- 
struction and maintenance should 
rest with state and local govern- 
ments. 

“However, most spokesmen ad- 
vocated that the Federal govern- 
ment should assume a stronger 






urban highways in the event of at- 
tack, was definitely favored.” 
Rep. George H, Fallon, Democrat 
of Maryland, member of the House 
Committee on Public Works, said 


| the proposed 10-year, $40 billion 


| 





program to improve highway traffic 
and transportation “merits serious 
attention.” 

He added that “it seems not only 


coordinating role for reasons of the | desirable but conclusive that there 
national defense and economy,” he should be no holding back on the 
continued. “Increased Federal aid | part of the Federal government in 


to states and cities, 


with the'a reasonable program of funds 


Federal government assisting pri-| with the states in well-engineered 


marily in the 


improvement of, projects set up to help solve the 


pressed strategic and interstate routes and_ traffic dilemma in our cities.” 
nation’s highway deficiencies are | the provision of more adequate| Rep. George A. Dondero, Republi- 
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can of Michigan, chairman of the 
House Public Works Committee, 
and Rep. J. Harry McGregor, Re- 
publican of Ohio, chairman of the 
subcommittee on roads of the same 
group, agreed in a general session 
that foreign aid should be reduced, 
and the funds saved thereby be 
used for highway improvement. 
The two congressmen also op- 
posed proposals that the Federal 
two-cents-per-gallon tax on gaso- 
line be repealed. McGregor de- 
clared that a recent governors’ 
conference approved a resolution 
demanding that the government 
withdraw from the field of gaso- 
line taxation and relinquish that 
function to the respective states. 
“Are the governors attempting to 
grab more money for political 
power?” McGregor asked. “Do they 
realize that by repealing the 
Federal gasoline tax we automati- 











WEAR 
ZONE 


OiL 
RING 
ZONE 


THE FACTS OF CYLINDER WALL LIFE 


There are two ring zones on every cylinder wall: 


“ap the oil ring zone 


ei the compression wear zone 


There is almost no wear in the “oil ring zone.” 


And with Hastings Steel-Vents there is less than 
half the wear in the “compression ring wear zone,” 


too. 


Because Steel-Vents deliver up to 70% more oil 


to this zone. 


This is why Steel-Vent installations are so long- 
lived—in re-ring, re-bore, and re-sleeve installa- 


tions. 





Everyone knows that cylinder wear is al- 
ways in the top or compression ring travel 
zone, while there is never much wear where 
the oil ring travels. So it is obvious that any 
oil ring has little effect on cylinder wall wear 


in its travel zone. 


Steel-Vent, in addition to doing an out- 
standing job of oil control, gives you the 
added plus of superior top-cylinder lubrica- 
tion. Because of its design, up to 70% more 
oil is metered onto the wall on every stroke. 


HASTINGS MANUFACTURING COMPANY + HASTINGS, MICHIGAN: HASTINGS LTD. TORONTO 
Piston Rings, Casite, Caslube, Drout, Oil Filters, Spark Plugs 


STEEL-VENT PISTON RINGS 
Regular ov Cheome-faced 


MOTOR ENGINEERED FOR REPLACEMENT SERVICE IN CARS, TRUCKS, BUSES AND TRACTORS 


HASTINGS 


sumption. 


Getting more lubrication to the compres- 


This is possible only because of Steel-Vent’s 
unequalled oil-carrying and draining ca- 
pacity. This extra capacity permits added 
wall lubrication with only normal oil con- 


sion ring wear zone just naturally means 
less cylinder wear on either tapered or 
straight cylinders. You always get less wear 
with Steel-Vents because top-cylinder lubri- 
cation is built into every Steel-Vent oil ring. 
























TOUGH on oil-pumping 
GENTLE on cylinder walls 























































cally do away with the Federa! 
Bureau of Public Roads?” 


The Michigan congressman said 
he has introduced legislation ir 
Congress calling for a substantia! 
increase in Federal funds ap- 
portioned among the states without 
increasing the Federal tax as a 
partial solution to the problem. 


Shortage of highway engineers in 
various state departments was cited 
by C, R. Hanes, Columbus, O., 
chairman of the ARBA committee 
on advancement of highway engi- 
neering. He said that 4,093 ad- 
ditional engineers are needed by 
state highway departments, which 
now employ 21,197 such men, 


Reporting on the activities of the 
Bureau of Public Roads, Commis- 
sioner F. V. duPont told the con- 
vention he could not say what is in 
store for public roads and what 
the Federal highway program will 
be. 


“The problem is to determine to 
what extent the Federal govern- 
ment and the states should as- 
sume highway responsibility, and 
this decision rests with the Con- 
gress and the Administration,” he 
declared. 


Harold L, Aitken, Washington, 
executive assistant administrator 
of the Federal Civil Defense Ad- 
ministration, told the builders 
that “no European nation is as 
mobile as ours,” and declared 
that Russia and her satellites are 
“far behind us in highway net- 
works and privately owned 
trucks and cars, plus the availa- 
bility of hard-surfaced feeder 
roads.” 


L. Welch Pogue, Washington 
legal advisor to the helicopter 
council of the Aircraft Industries 
Assn., reported that development of 
the ‘copter as a passenger and 
freight carrier will be accompanied 
by an increase in road construction. 


“It is unlikely that the de- 
velopment of helicopter transpor- 
tation will divert materially from 
the use of highways in this 
country,” Pogue declared. “Travel 
over the roads will probably always 
remain cheaper.” 


Pogue asked the aid of ARBA 
in settling the legal future of the 
helicopter. He declared that the 
‘copter is in function more like an 
air car, air bus or air truck than 
like an airplane, but that the 
vehicle inherited all the laws which 
by their terms apply to aircraft. 

Reelected with Reindollar for a 
second term were the following 
vice presidents: Charles M. Noble, 
Trenton, N. J., for the north- 
eastern district; W. G. Pruett, 
Montgomery, Ala., southern dis- 
trict; Julien R. Steelman, Milwau- 
kee, central district, and Harmer 
E. Davis, Berkely, Calif., western 
district. 

Jannings Randolph, Washington, 
was renamed treasurer, and Lt. 
Gen. Eugene Reybold, former chief 
of the Army Corps of Engineers, 
— as executive vice-presi- 

ent. 


Lift-Seat Policy 
On Tradeins 


Builds Goodwill 


SALT LAKE CITY.—Harry Bow- 
man, sales manager of Hayes Stu- 
debaker Co., wouldn’t think of tak- 
ing in a used car without looking 
under the seat. 

In several decades in the car bus- 
iness, Bowman has made it a habit 
to have customers look under the 
seat of their tradein car. 

Each time he makes a sale and 
takes in a used car, Bowman grabs 
the owner’s arms and puts them 
over on the front seat. “Lift it up” 
he tells the startled customer. 

“Aw, there’s nothin’ under there,” 
the motorist usually says. 

But Harry says, “Lift it up any- 
way.” 

Usually the loot is not so valu- 
able — several bobby pins, powder 
puffs, soft-drink bottles, bottles of 
stuff that isn’t soft, handkerchiefs, 
half-eaten candy bars, lipstick, cig- 
arets, matches or old “Dewey-for- 
President” buttons, 

However, Bowman has had 
startled owners discover packets of 
bills and important documents un- 
der front seats. 

“It’s just another one of our serv- 
ices,” he says, adding that this bit 
of attention to the customer has 
proved a goodwill builder for the 
organization. 
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Dealer of the Month... 
Push Driver Training. 
Streuli Advises Trade 


By Gerhardt Neumann importance of safe driving. Streuli 
Staff Writer particularly likes to remind his 
‘VERY dealer should furnish | fellow citizens of their driving re- 
training cars to high schools | sponsibilities around school open- 
and offer an annual prize for the | ing time. 
best driver of the Many of his ads, reminding read- 
year. That is the|ers, “Take it easy—you might in- 
advice of Irving| jure a customer of Irve Streuli,” 
W. Streuli, presi-|are in verse. Here are a few 
dent of Racine| examples: 
Ford Co., Racine, “As for me I'd rather be 
is. Alive and pessimistic 






cm! 





fing under the: chairfnanship of F. 
Granger Weil, Port-Huron publigh- | 
er. Ray 


The meeting will cover the fields 
of enforcement, courts, public in- 
formation, engineering,. motor 
vehicle administration, school edu- 
cation and safety organization. 


76,000 Taxicabs 
Serve Americans 


DETROIT.—City and town dwel- 
lers in the U. S. are served by more 
than 76,000 taxis, which travel a 
total of 4.8 billion miles a year. 


In 1952, the nation’s taxis car- 
ried more than 1.5 billion fares and 


Pea 


i 
i 


Safety Car for Springfield, Mo.— 











AUTOMOTIVE Than have a wreck A 1953 Ford, the third car donated to the police department by Fellini-Dukewits,| carned a total gross revenue of* 
News has _ se- And break my neck— Inc., Springfield, Mo., for safety work, is turned over by William E. Hansen (second | $895 million, according to Cab Re- 
hie Reath's And be a mere statistic.” from right), city manager, to Police Chief Frank Pike. Alex Fellini (left) and John | Search Bureau, Inc. : 
plaque recipient,| Another jingle reads as follows: | Dukewits (right) are owners of the dealership. ume ulema cabs 
WF xa: honoring him for “Telling you to watch your step |< ———s— ; 

Irving Streuli his leadership in Is not just idle talking. films and pamphlets developed by; become one of the outstanding sae achae tie ae a oper- 
the Racine County Safety Council Last year a throng Ford Motor Co. and last year pre- | citizens of his community. tities, New York ia the ton aan eal 
and his interest in the education of Six thousand strong sented the Racine County Safety Michi Se Ss ° city by a wide margin, with ts 708 
the future drivers of the nation. Were killed by cars while| Council with 500 copies of a driving |“ or af ety eminar Washington, D.C, ranks second 

Streuli has provided several walking.” manual. Starts in Lansing Jan. 25 with a fleet of 9,534, and Chicago 


schools with training cars and : . , 
aise furnished care fer leon teen- Streuli also has made available ¥ Through these efforts Streuli has ; Michigan’s second state highway ' is third with 3,749. 


age roadeos, and on top of that 
provided the winners with trans- 
portation to state contests. 

Last May he was host to the first 
teenage safe driving conference in 
Racine, underwriting all expenses 
for the keynote luncheon, at which 
national and state speakers ap- 
peared. 

One of the most striking features 
of his never-ending safety cam- 
paign is a series of small and 
large newspaper ads stressing the 


U.S.-Built Roads | 
Set Record High of 
23,626 Miles in °53 


A record of 23,626 miles of high- 
ways were completed with Federal 
aid in the fiscal year ended June 
30, according to the annual report 
of the Bureau of Public Roads. 

This is 5,516 miles more than 
in the previous year. 

The Bureau reports that at the 
year’s end construction was in 
progress or scheduled to start soon 
on 21,833 miles of highways and 
streets. 

The Bureau not only was con- 
cerned with interstate highways 
but farm-to-market roads as well. 
Improvement of 68,660 miles of 
such roads covered 15 percent of 
the 460,002-mile Federal-aid second- 
ary road system. 

The Bureau also has cooperated 















prams and Sree miee see Pure Oil 35,000-mile Warranty Helps Close the Sale. . . 
month ‘The conference staff will Helps Bring ’Em Back to You Right Up Till Trade-in Time 


include liaison personnel to help 
integrate advisory and operating 








groups. posts yr" Hundreds of car dealers are using the Pure Oil 35,000- 
mile Warranty as an extra feature on new car sales. 

Toll Tubes Urged They find it gives the customer added confidence to 
F know his car is protected for so many, many miles. 

or Seattle “we | Often it’s enough to “clinch” a tough sale... and 

mstruction of a million i i 
system of toll tunnels and viaducts, keeps the customers coming back to you for service. 
extending from Seattle’s central You can offer your customers this same big mileage 
eee district to the Laurelhurst warranty simply by stocking Pure Oil Lubricants. 
oy Mine Counts’ has been proposed And you can also take advantage of the many other 
g County Highway Engineer ie - . 

D. L, Evans. Pure Oil sales and service aids...like the famous 
; —. ven te oe 6 Pure Oil Service Manual. Shows you how to service Show this warranty 
unn under Pp: , begin- i = i to your customers 
ning near Eastlake Ave. and Stew- ak — ped model —— Umque bog _ etep when you’re selling 
art St. and extending to Montlake photos and exclusive “under ood, under chassis them a new car. It'll 
in the vicinity of Interlaken Blvd. lubrication charts. = ee oe 
_ Sixteenth Ave. North. From For complete information on all the free service behind his cars. 

ere a viaduct and a new bridge : : 
across the Lake Washington Ship helps, call your local Pure Oil office or mail the handy 
Canal, and another tunnel under coupon today. 
the high ground of the Laurelhurst s Ame 
shopping center, would carry traf- This offer must be limited to the 24-state 





fic to Sand Point Way and perhaps area where Pure Oil products are sold. 
an eventual Lake Washington Sore re Nee 
a from Sand Point to Kirk- 


“Parking areas could be de- 
veloped near the University of 
Washington Stadium where people 
could leave their cars and reach 
the center of the city in express 

' buses in about five minutes,” 
Evans said. He noted that studies 
have shown that motorists from 


Be sure with Pure 





Laurelhurst could reach the city Sales Offices located in more than 500 cities, including: 

in six minutes, and those from 

Kirkland vicinity could get to the Minneapolis @ Madison @ Chicago @ Columbus, O. © Detroit 
city center in about 12 minutes Toledo @ Cleveland @ Memphis @ Norfolk @ Charlotte © Birmingham 


Over either of the two proposed 
bridge routes. Atlanta @ Pensacola @ Jacksonville @ Miami 







































, Garner-Randall in New Home— 


More than 70,000 square feet is covered by the new building put up by Garner- 
Rondall (Cadillac-Oldsmobile), Amarillo, Tex. This section was designed originally as 
a used-car area, but the firm has decided to retain its present location and devote 
the new space to display and customer parking. The display room has three sides 
of plate glass. Bob Garner is president of the company. 


Muse Buick Gets Charter 


Muse Buick, Inc., Richmond, Va., |W. K. Muse, vice-president; Rich- 
has been chartered by the state. Of- | ard C. Conley, secretary, and Nor- 
ficers are Fred A. Muse, president; | man E, Birch, treasurer. 





When a man 


car-dependent men 


than the national average. 


© 


buy $$$ a car 


THERE’S NO PLACE LIKE 
THE AMERICAN HOME 


has a family 


Dealer 


The Panama City (Fla.) Auto- 
mobile Dealers Assn. has elected 
the following officers for 1954: 

President, W. J. Cook jr., Cook 
Motor Co., Inc. (Ford); vice-presi- 
dent, Robert Sala, Sala Motors, Inc. 
(DeSoto-Plymouth), and secretary- 
treasurer, J. E. Snead, Snead Hud- 
son Co, 





: * * 
Thackston Is President 


Of Greenville Dealers 

Ford Thackston, of Thackston 
Chevrolet Co., Greenville, S. C., 
has been elected president of the 
Greenville Automobile Dealers 
Assn. W. S. Baker jr. was named 
vice-president, and J. E. Thack- 
ston, secretary. 

a + + 


White Furnishes Chevrolet 


To First °54 Baby’s Parents 
Jim White Chevrolet, Inc., 207 E. 
Sycamore St., Kokomo, Ind., offered 
the use of a 1954 Chevrolet to the 
parents of the city’s first 1954 
baby. A chauffeur was also provided 





Over 3 million of these homemaking, 


— and their 





The future 223% ? Over 1,200,000 of 
these families— 39% of them —will 


C> 


in 1954. 


| (Cadillac), 
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for the couple to enable them to 
pick up a host of presents given 
by the community. 

* * > 


Feferman Motor Gives Out 


$19,000 in Bonuses 


Bonus checks totaling $19,000 
were distributed to 60 employes of 
Ben Feferman Motor Sales Corp. 
South Bend, at the 
annual Christmas dinner. 

* * * 


Meridian’s Body Chief 
Edward A. Davenport has been 
named manager of the body and 
paint shop of Meridian Pontiac, 
Inc., Indianapolis. 
* + 


Calif. Burglars Tote Safe 


In Dealer’s New Car 


Burglars who entered the Gil- 
bert D, Ashcom Nash dealership 
in Alameda, Calif., weren’t con- 
tent with conventional safe 
cracking methods. 

Instead they used a portable 
pneumatic auto jack to hoist the 


and 


eo 
a house Ar in the suburbs, he needs a car 77? . 




















safe into a new car on displ: ,, 
then drove off in the car. 
+ + aa 


Elkhart Dealer Participates 


In Movie-Ticket Promotion 


Champion Motor Co. (Stu:ie- 
baker), 501 E. Jackson St.; Elkha't, 
Ind., joined 22 other downtown re- 
tail firms in cooperating with tlie 
Elco Theater in giving free movie 
tickets to Christmas shoppers. 

aa * * 


Bailey Buick in New Hands; 
Sims Brothers Form Deal 


Bailey Buick Co., Cleveland, 
has been sold to Allan Biles, De- 
troit. Crawford C. Edmons, for- 
mer owner, plans to retire. 

In suburban Euclid, Frank P. 
Sims and Andy A. Sims have 
purchased the building formerly 
occupied by Lakeland Motors 
Packard and will operate a 
dealership known as Sims Bros. 


Buick, Inc. 
* + * 


Johnson Gets Pa. Charter 


Bill Johnson Chevrolet, Inc., Third 
and Pine Sts., Berwick, Pa., has 
received a charter of incorporation 
from the State. 

+ * Se i 
Wright Appoints Schenk 

Larry Wright, head of Larry 
Wright Motors (Studebaker), Mon- 
rovia, Calif., has announced the ap- 
pointment of Ed Schenk as used- 
car manager. Schenk formerly was 
automotive chief of the Office of 
Price Administration for southern 
California. 


* * + 
280 Employes Share Profits 
Of 2 Washington Firms 

The 280 employes of Capitol 
Cadillac-Oldsmobile Co. and 
Akers Oldsmobile - Cadillac Co., 
Washington, D. C., received 25 
percent of the profits on Dec. 23, 
it was announced by Floyd 
Akers, president. The shares 
amount to $12.66 for each full 
year worked. 

In addition, each employe re- 
ceived more than 5 percent of 
his annual salary as additional 
recognition, Akers added. 

* * * 


Pedersen Delights Kids 


Carl Pedersen, head of Pedersen 
Packard, was host with other mer- 
chants at a cartoon carnival which 
attracted hundreds of children to 
an Oakland (Calif.) theater. 

* * * 


Detroit DeSoto Dealers Elect 


New-Officer Slate for 1954 


The DeSoto Dealers Assn. of 
Detroit has elected the following 
officers and directors for 1954: 

Gene Wallace, president; Cliff 
Harrison, vice-president; Johnny 
Shikany, secretary; Jack Rose, 
treasurer, and Glenn Walker, 
chairman of the advertising com- 
mittee, 

These officers, along with Cy 
Seymour and George Genthe, 
comprise the DeSoto dealers’ 
board of directors. 


* x x 


Tangeman, Jantz in Deal 


McDowell Sales Co., 115 W. Eu- 
clid, McPherson, Kans. a John 
Deere dealership, has been pur- 
chased by Henry Tangeman and 
Melvin Jantz, both of Newton, 
Kans. Tangeman-Jantz, Inc., is the 
new name of the firm. 

* * + 


Barnes Opens in Boise 


Larry Barnes Chevrolet Co. has 
taken over the franchise of Cran- 
ston Chevrolet Service, Boise, Id. 
Barnes is a former Chevrolet dealer 
in Shoshone, Id., and Medford, Ore. 

* * ea 


Robber Loses at Roth’s 


Quick work by a night marshal 
in Moundridge, Kans., prevented 
the theft of more than $150 in cash 
and numerous checks from Roth 
Motor Co. The alleged robber had 
already removed the money and 
checks from the office safe when 
confronted by the marshal. 

+ *~ * 


Twin Falls (Id.) Dealer Acts 


To Halt Night Parkers 


In Twin Falls, Id., as in other 
small cities, people have a habit 
of using the front area of dealer- 
ships for night parking spots. 

Miles J. Browning (Buick) has 
stopped this and the possibility of 
someone driving into his gasoline 
(Continued on Page 23, Col. 1) 
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dis»ensers or plate glass windows'a distance of 223 miles, Faulkner 
in the wee hours by installing averaged more than 114 miles per 


steel posts flush with each wall 
corner and the outside of the dis- 
pensers, Also, at night a heavy 
chain with red reflectors at inter- 
vals is placed around the area. 

* * * 


Pendleton Oldsmobile 


Opens New Quarters 

Pendleton Oldsmobile, Inc., Ra- 
cine, Wis., has opened a new show- 
room and service department at 
1659 Douglas Ave. 

Clarence Pendleton sr. has been 
an automobile dealer in Racine 34 
years and has handled Hupmobile, 
Gardner and Columbia in addition 
to Oldsmobile. 

= & * 


Reinhold Buys Warehouse 

Rudy Reinhold, president of 
Metropolitan Motor Co., Inc., 20 E. 
Ninth St., Cincinnati, has pur- 
chased the warehouse at 1940 Los- 


antiville Rd., from Industrial Im- | 


provements, Inc., and leased it to 
Studebaker for 10 years. 
* * * 


Pearce Hosts Garagemen 


Al Pearce Motors, McPherson, 
Kans., was host to 60 garagemen 


and service station operators of the | 
McPherson area at a social and | 
business meeting. Two representa- | 
tives of Ford Motor Co. from | 
Dean Standen and | 


Kansas City, 
Lee Whiteman, were present. 
+ * * 


Broe Names Vinson 


Appointment of Russel E. Vinson 
as parts manager has been an- 
nounced by R. E. Broe, Inc. 
(Dodge-Plymouth), Springfield, Ill. 

+ * 


* 
Berry Transfers Bales 


To Los Angeles Branch 


Pat Bales, who for several 
years was general manager for 
Berl Berry (Lincoln-Mercury) in 
Kansas City, has taken charge of 
the Los Angeles branch. The firm 
has 31 outlets. 

2 


* = 


Veterans Honor Scheetz 


Fred Scheetz, Norton (Kans.) 
auto dealer and a veteran of World 
War I, has been awarded a life- 
time membership in the American 
Legion by Harmonson-Redd Post 
No. 63, Norton. Post Commander 
Starlin Best said the award was 
made in recognition of Scheetz’s 
outstanding contributions to the 
post. 


* a e 
Pioneer Gives 5 Cars 


. For Training Drivers 


Pioneer Chevrolet Co., Inc., Yad- 
kinville, N. C., is furnishing five 
dual-control cars for the driver 
training program of the Yadkin 
County school system. 

Pioneer has been participating in 


the driver training program for five | 


years. It has contributed 22 cars. 
* * ~ 


Open House at Kientz 


Coffee and doughnuts were served 
to all visitors at the open house 
held in Concordia, Kans., by Kientz 
Chevrolet Co. Emile F. Kientz pur- 
chased the business from Culver 


Chevrolet Co., Inc. 
* * * 


Easter Sells to Delecke 
Jim L. Delecke, Detroit, has pur- 
chased the Pontiac dealership at 
66 S. Miami St., Peru, Ind., from 
Oscar Easter. 
ae * * 


Staff for James Branch 


Al Harris has been named gen- 
eral manager of the Jamestown 
branch of Ed James Buick Co., 
Los Angeles. Ralph Harris was ap- 
pointed business manager, Howard 
Dietz new-car sales manager, and 
Cle Howland used-car sales man- 
ager. 

* a * 


Tupman Motors Displays 


Pan-American Racer 


Tupman Motors (Lincoln - Mer- 
cury), Los Angeles, sponsor of the 
second-place car in the recent Pan- 
American Road Race, has placed 
that 1953 Lincoln Capri on display. 

The car was driven by Walt 
Faulkner, with Chuck Daigh as co- 
driver. On the last lap of the race, 


| 
| 








hour. 
a * * 


Denver’s Luby Chevrolet 


| Forms Credit Union 


Luby Chevrolet, Denver, has 


| launched its own credit union, 


with 95 of its 140 employes signed 
up for weekly deposits. 

Luby is the first automobile 
firm in the state to inaugurate a 
credit union, according to Clyde 
Dwyer, managing director of the 
Colorado Credit Union League. 


* * * 


Quebec Dealer Fails 


Joe Viceri, Jonquiere (Que.) auto 
dealer, has made an assignment in 


bankruptcy. 
**% + 


Stafford Takes Lodge Post 
William Stafford, one of the own- 
ers of Stafford Buick Co., Laconia, 


N. H., has been named to a three- 
year term as a trustee of Mt. Wash- 


ington Chapter, Order of Eastern 
Star. 


* * * 


Ristvey-Charles Opens 
Michael Ristvey and Robert 
Charles have opened a Chrysler- 
Plymouth dealership at 16 N. Water 
St., Greenville, Pa. Name of the 

new firm is Ristvey-Charles Co. 


* * * 


Veterans Pick Whitten 


Laurence E. Whitten, auto dealer 
of Goffstown, N. H., has been 
elected quartermaster of the newly 
organized Argonne Forest Barracks 
No. 103 of the Veterans of World 
War I of the USA, Inc. 


* * * 


K-W Distributor Named 


Dixie Kaiser-Willys, Inc., Shreve- 
port, La., has been appointed K-W 
distributor for Louisiana. M. R. 
Veal is president and D. S. Ricord 
vice-president. 

+ x 


Vandals Break 4 Windows 


In 2 Buffalo Dealerships 


Vandals broke four plate-glass 
windows at Villa- Pontiac, 2300 
Bailey and Taylor-O’Brien Corp., 
2837 Bailey, Buffalo. 

Charles Taylor, of Taylor- 





Fram Travel Book— 


“Vacationiand America" is a 68-page 
travel book published by Fram Corp., 
Providence, R. |., for the benefit of mo- 
torists who are looking for interesting auto 
tours. — 





O’Brien, said another window had 
been broken at his dealership 
earlier in the week, and Joseph 
C. Villa, of the Pontiac dealer- 
ship, said there had been van- 








a ate 


dalism going on around his firm 
in recent weeks. 

Both dealerships are being 
picketed by Local 875, AFL 
Teamsters, which is seeking to 
organize salesmen. 

* * * 

Haring Gets Scout Post 

O. E. Haring, president of O. E. 
Haring, Inc. (Chrysler-Plymouth), 
New Orleans, has been elected 
president of the New Orleans 
Area Council, Boy Scouts of 
America, 





A. C. Chevrolet Co. Opens 
New Building in Jersey City 

The new building of A. C. Chev- 
rolet Co., Jersey City, N. J., has 
been opened. 

The structure has received official 
praise from the American Institute 
of Architects, according to the own- 
er, Lawrence Ambrosino. 

* : + 


Edwards Guides Sales 
Grand Avenue Motors (Packard 
and Willys), Springfield, Ill, has 
appointed Ted Edwards as sales 


manager. He has been with the 
firm for 12 years. 





“We do $30,000 business a month in 


says NICK FALZETTI, 


J. Kelsey McClure Buick, Inc., “. . . and that adds up 


to 60% of our total labor sales” 





Where are tomorrow’s profits 
coming from? At J. Kelsey Mc- 
Clure Buick in Detroit, after 31 
years in business, they know that 
when the new-car market eases 
up, the service department—and 
particularly the paint-and-bump 
shop — must take up the slack. 


“With our new paint-and- 
bump shop (13,000 square feet), 
we can deal better on trade-ins, 
because it’s cheaper for us to fix 





them up ourselves than to have 
it done outside,” says Nick Fal- 
zetti, Body Shop Manager. The 
new shop does $30,000 worth of 
business a month and accounts 
for 60% of total labor sales. 


McClure Buick uses DeVilbiss 
spray guns, a DeVilbiss air trans- 
former, a DeVilbiss spray booth 
and a DeVilbiss traveling infra- 
red oven. “We prefer DeVilbiss 
equipment,” says Nick Falzetti, 


Painter Bob Pankau has worked with DeVilbiss spraying equipment since 1946. 


THE DEVILBISS COMPANY, Toledo, Ohio 
Barrie, Ontario e London, England e« Santa Clara, Calif. 


Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World 


“because it’s faster and permits 
real production-line painting. We 
can put out more paint and do 
a smoother job. Our customers 
are pleased.” 


Are you getting your full share 
of the profitable paint-and-bump 
business? If not, give your De- 
Vilbiss jobber a call. He can give 
you valuable advice and help 
you select the exact equipment 
for your needs. Call him today! 





Air Compressors 


ro 


Hose and 
Connections 


Spray Guns 





Spray Booths 


FOR BETTER SERVICE, BUY 


DeViLBiISS 









a , 


ELL ... Mahomet, the non- 

political courier of modern 
economic intelligence, has finally 
come to the mountain. 


Robert Moses, now the fair- 
haired boy of even the New York 
politicians the Luther who 
built the bridges and made the 
metropolitan parks beautiful . 
spoke before 500 members of the 
Detroit Economic Club and their 
guests the other day. 


Now, if every member of every 
live Detroit organization, who 
heard what Moses had to say, 
will join with all the fireballs of 
publicity (of which the town has 
a plethora) and sell his main 
idea, they will do the finest job 
they could possibly do for any 
one of their clients who may be 
making anything from a back- 
view mirror to a complete motor. 
A mere thimbleful of the ap- 
propriation of any advertiser 
should be devoted to combat that 
menace which caused one million 
traffic deaths up to two years ago 
and is now approaching its second 
million victims since the first fa- 
tality in 1899. 

The public is all set for the cam- 
paign. Red Barber, sports and 
special events announcer, whose 
mother died as a result of a traffic 
accident before Christmas three 

years ago in Jacksonville, will be 
the narrator of a program, broad- 
cast over a nationwide hookup, 
which will be called “Dead Stop.” 
7 +e * 


A New Viewpoint 

T MIGHT have been a deterrent 
= to new-car sales many years | 
ago, when I was a member of the | 
highways committee of the Nation- | 
al Automobile. Chamber of Com- 
merce. Then we were interested | 
in promoting any kind of perma- | 
nent roads, so that the farmer) 
could get to town. 

Now General Motors is spending | 
thousands of dollars for an idea | 
which’ will tell us how to build | 
better roads and how to finance 
them ... and, if the copy writers 
want to know how to present the 
necessity, they can look up the 
campaigns offered by Firestone and | 
Ford. | 

Moses knows that a 10-year, 
$50 billion road-building program 
is imperative, since road building 
is now “10 years behind the pro- 
duction of automobiles. It will 


Ford Sales Shade . | 
1952’s Total by | 
Nearly 500,000 


DEARBORN.—The Ford division | 
produced, and Ford dealeérs sold, | 


nearly 500,000 more cars and trucks | 
last year than in 1952, according | 
to L. D. Crusoe, general manager. | 

Crusoe said that the division 
considers the high production and 
high sales record of 1953 as a 


“downpayment” on leadership in 
the auto industry. He added: 

“We will continue to build cars 
and trucks at record volume, to 
meet unprecedented public demand 
for Fords and satisfy dealer re- 
quirements. 

“Mass production at high levels 
means low car prices to the 
consumer, a fair return to dealers 
through increased business activity, 
continued high-level employment to 
the men and women at Ford, and 
a@ fair return on the company’s 
huge investment in facilities and 
machinery.” 

Crusoe said that in November, 
for the first time, Ford division 
and its dealers had an opportunity 
to prove their coordinated manu- 
facturing and selling programs, and 
the result was an alltime sales 
record for that month and for De- 


take that long just to catch up 
but at least we shall be out of 
the mud and the blockade. Our 
task is unmistakable, There is no 
escape from it, We must get to 
work and find some way to pay 
the bill.” 


How are you going to find the 
$50 billion to finance the first 10 
years of construction? 


Maybe you can get an idea from 
the New York, New England and 
Indiana politicians who have found 
a way to get the money for many 
hundreds of miles of modern roads. 

You can’t add it to every man’s 
taxes. You have to sell legitimate, 
interest-paying bonds. The engi- 
neers planning the northern In- 
diana turnpike (a 156.06-mile road 
costing $218 million) will earn $16,- 
340,000 in the first year and in- 
crease each year until the earn- 
ings reach nearly $29 million in 
1966. 


* * . 


Action in the East 


6 bape New England network of 
superhighways will cost upward 
of $325 million. One 202-mile ex- 
press highway from New Haven 
to Provincetown will be toll-free. 
Maine, New Hampshire and Con- 
necticut are joining with other 
New England states in building 
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Stein Moves Into New Quarters— 


A new plant covering 23,000 square feet of space was finished in time to celebrate 
the 35th anniversary of Joseph F. Stein, Inc. (Cadillac-Pontiac), Asbury Park, N. J. 
Joseph F. Stein is president of the firm, and Martin Cohn is secretary and sales 
manager. The new site features a two-story parts department and outside parking 


space for 150 cars. 
roads that will connect with the 
New York Thruway (from New 
York City to Buffalo) and give 
broad access to Montreal. 

Every advertising person 
knows what can be done with 
intelligent publicity. Every one of 
your clients who is shipping 
hundreds of millions of tons of 


Giee 2 


merchandise on their hundreds of 

thousands of trucks wants to in- 

vest money in highway bonds... 
so he can get some of his trans- 
portation costs back. 

I said that Mahomet had come 
to the mountain,—didn’t I. He al- 
most missed the luncheon in De- 
troit, because his plane was late. 


Ca ACU LLG 


Crankcase Cocktail 


Two jiggers of water \ 


(Don’t let him get the idea that 
Detroit has missed an idea because 
those non-apathetic boys are late.) 

It’s a challenge to the lads who 
have been waiting for a chance to 
prove their power .. . tinctured 
with the patriotism of real eco- 
nomic need. 

“The greatest harm done to this 
program so far,” said Moses, “has 
been the drive by selfish, narrow, 
parochial minds to return the en- 
tire subject to the states and muni- 
cipalities.” He decried moves to 
get the National Government out 
of the picture entirely, and as- 
sumptions that Federal aid, advice, 
cooperation and leadership are 
“superfluous.” 

Let the investors of America pay 
for the roads and be sure they get 
a good return for their money. 


Children’s Candy House 


Shown by Monarch Buick 

Monarch Buick Co., 1040 N. 
Meridian St., Indianapolis, re- 
cently displayed in its showroom 
@ candy house made by the chil- 
dren’s Museum Guild. The ma- 
terials included 120 pounds of 
sugar, marshmallows, cookies, 
candy wafers and chocolate. 

Also shown was a Buick built 
at the turn of the century. 








...@ headache to 
9 out of 10 motorists 


Meee 1 0)0 Sel col- i 
salesmaker for YOU 


HERE’S HOW it’s mixed... 


Motor oil to fill a crankcase 
Dash or two of combustion by-products 


Two spoonfuls of dirt and dust 
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Nu Orm Offers Royal Triton Plan— 


A controlled service merchandising program has been made available to dealers 
by Nu Orm Plans, Inc., Los Angeles, in conjunction with Eastern Continental Terri- 
tory of Union Oil Co. of California. The Royal Triton plan has been developed from 
the Nu Orm plan for service and parts operations. Coordinating schedules for both 
the eastern and western divisions are (seated from left), Ruth Ormsby, Nu Orm 
president; C. Haines Finnell, manager of Eastern Continental Territory of Union Oil, 
and W. L. Warden, sales promotion project supervisor of Union Oil. Standing: H. A. 
Lotz, Nu Orm general manager; A. Z. Davis, Nu Orm vice-president, and D. R. 
Jessup, sales promotion project supervisor of Union Oil. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 


Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 











By Marty Whitmyer 
Staff Writer 

The Advertising Federation of 
America has announced its 14th 
annual competition for awards for 
outstanding advertising club 
achievement in the interest of ad- 
vertising and civic advancement 
for 1953-54. 


Entries must reach the federa- 
tion’s headquarters, 330 W. Forty- 
second St., New York 36, N. Y., by 
May 3, the announcement said. 
Judging will begin May 10. 

Judges for this year’s competi- 
tion are William R. Baker jr., 
chairman of the board of Benton 
& Bowles, Inc.; Donald M. Ber- — 
nard, advertising director of the 
Washington Post; Lawrence G. 

director of list research, 

Time, Inc.; Arthur H. Motley, 

president of Parade Publications, 

Inc., and Ellis L. Redden, director 

of advertising and sales promo- 

tion for Motorola, Inc. 

Awards will be made in the fol- 
lowing classification: Higher stand- 


Affecting Factories and Dealers . . . 
Auto Advertising 





ards in advertising, public rela- 
tions for advertising, public service 
through advertising, and education 
in advertising. 

Awards will be presented to the 
winning clubs at the federation’s 
1954 convention June 20-23 in Bos- 
ton. 

* * 


Crowell-Collier Ups 2 


C. F. Norsworthy has been elect- 
ed vice-president of Crowell-Collier 
Publishing Co. He will be in charge 
of P. F. Collier & Son, a division 
of Crowell-Collier. 

Eugene J. McCaffrey, who joined 
the company in 1951, succeeds Nors- 
worthy as treasurer of Crowell-Col- 


lier. 
* * * 


Business Editors Meet Feb. 2 


Associated Business Publications 
will hold its annual midwest con- 
ference Feb. 2 at the Edgewater 
Beach Hotel, Chicago, Connie 
Wageman, general chairman, an- 
nounced. The conference is opera- 









harmful oil contaminants. 
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WALKER OIL FILTERS 









LM LILES 
ME LLL 


provided by Walker. 





Walker Oil Filters are advertised in LIFE. 


In nine out of every ten cars you service, you will find the makings of 
The Crankcase Cocktail—a destructive mixture that gets most of its 
“kick” from water. That’s true because crankcase water is the chief 
cause of sludge and source of corrosive acids. 


Any good oil filter can remove the dirt, dust and abrasives that end up 
in the crankcase. But there is one oil filter on today’s market designed . 
specifically to guard against crankcase water . . . and against all other 


71418) athe Crankcase Cocktail builds business for YOU 
... when you sell Walker Oil Filters 


Every gallon of gasoline burned in any automobile engine produces more 
than a gallon of water. And some water always gets into the crankcase. 


Walker Oil Filters guard against crankcase water—chief cause of sludge 
and source of acid—as well as against dust, dirt and abrasives. 


The distinctive waterproofing protection of Walker Oil Filters, makes them 
easier to sell... because your customers can understand the advantages 


There is a low-cost Walker Oil Filter Cartridge to fit all makes of filters. 


Walker Oil Filters are guaranteed by the Walker Manufacturing Company 
of Wisconsin whose exhaust silencers and jacks you probably use regularly. 


CI MPANY OF WISCONSIN, RACINE, WIS.  OlL FILTERS * EXHAUST SILENCERS © JACKS 
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ted by the National Conference of 
Business Paper Editors. 


Other chairmen for the annual 
event include Philip D. Allen, at- 
tendance and hospitality; Henry F. 
Meyer, arrangements; Wayne V. 
Harsha, of the National Conference 
Business Paper Editors; Robert E. 
Hill, national circulation round- 
table; E, S. Klappenbach, Chicago 
Dotted Line Ciub, and Larry Doyle, 
production management roundtable, 

* * * 


Ford Sets Record 


Ford announced its 1954 cars 
and trucks with the strongest, wid- 
est and most diversified advertis- 
ing program in its history. News- 
paper advertising was increased 
30 percent, and introductory maga- 
zine advertising 22 percent, Total 
magazine circulation exceeded 45,- 
000,000. 

Ford dealers also increased the 
number of television stations 
carrying their teaser and announce: 
ment advertisements from 107 used 
in 1953 to 270 this year. They also 
used 1,418 radio stations to help 
Carry new product announcements 


to the public. 
* * o 


Lewis Gets L. A. Sponsors 


The 15 authorized Cadillac deal- 
ers in the Los Angeles metropolitan 
area have signed a 13-week con- 
tract with Radio Station KHJ to 
sponsor the Monday through Fri- 
day, 10:00 to 10:15 p. m. broadcasts 
of Fulton Lewis jr. 

The business was placed with the 
Don Lee station by Jack Holmes, 
of McManus, John and Adams in 
Los Angeles. Dick McGeary is the 
account executive for KHJ. 

+ + * 


Metro Entertains Kids 


Metro Sunday Comics, national 
sales organization for 42 Sunday 
comics sections, gave its eighth 
annual party for more than 1,000 
children and adults at the Waldorf- 
Astoria Hotel in New York. 


Cartoonists who entertained at 
the party were Milton Caniff, Har- 
ry Haenigsen, Martin Branner, Bill 
Holman, Al Posen, Ernie Bushmill- 
er, George Clark, Walter Berndt 


and Gus Edson. 
* * +. 


Metro Reassigns Pair 


W. E. Hosac, president of Met- 
ropolitan Sunday Newspapers, 
Inc., has announced the appoint- 
ment of two staff members to 
new executive posts. 


Julian Cargill, formerly eastern 
field manager for Metro Sunday 
comics, has become comics sales 
manager, and Everett R. Stone, 
formerly executive assistant to 
the president, has become maga- 
zine sales manager, for the Met- 
ropolitan Sunday magazine group. 

+ * +” 


Emerol Sponsors Henrich 


“The Tommy Henrich Sports 
Show,” conducted by Henrich and 
featuring other sports personalities 
as guests, is being televised over 
the ABC network each Saturday 
from 6 to 6:15 p.m. (EST). 


Emerol Mfg. Co. is sponsoring 
the series in behalf of its Marvel 
Mystery Oil and Oilers. Hilton & 
Riggio is handling the account. 

* * * 


Mich Returns to Look 


Daniel D. Mich, editorial director 
of McCall’s and former editor of 
Look, is returning to Look as edi- 
torial director, it was announced 
last week by Gardner Cowles, pres- 
ident and editor. Mich succeeds 
Dana Tasker, who has resigned. 


Mich first joined Look in 1937 
and subsequently became manag- 
ing editor and then executive 
editor, In 1950, he resigned to 
join McCall’s. 

Cowles also announced that Wil- 
liam Lowe, executive editor of 

Look, and Les Midgley, managing 
editor, had resigned. William B. 
Arthur, formerly assistant manag- 
ing editor, has been promoted to 
managing editor and chief assist- 
ant to Mich. 


* * * 


Young Joins Ford PR 

Richard L. Young jr., formerly 
city editor of the Charlotte (N. C.) 
News, has joined the Ford Motor 
Co.’s southern public relations of- 
fice in Atlanta. Young will assist in 
company public relations activities 
in nine southern states. 

Russell M. Hart is manager of 
the recently enlarged southern 
Office. 
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Service Management 









Backshop 


oe attending this year’s 
NADA convention down here 
- on the southern tip of Florida seem 
to be generally optomistic about 
next year. 

While some have slight reser- 
vations, practically all of those I 
have contacted seem to think 
that if they will roll up their 
sleeves and do some consistent 
hard selling they will make o 
all right. 
They feel that the general pros- 
perity of the country is going to 
continue, perhaps at not quite as 
high a level as during the past 
. years, but at the level that will 
permit many people to buy trans- 
portation. 


* * 


Air-Conditioning 


E - ASSOCIATION man- 
agers discussed the air -con- 
ditioning problem as it applied to 
service. There still seems to be 
some question in a number of 
states as to what legislation may 
do to hamper the dealer in servic- 
ing the car conditioners in their 
own shops. 
The shop-equipment exposition 
had approximately 80 exhibitors 
and 15 truck equipment and body 
makers are showing in the first 
truck-equipment show that has 
ever been held during an NADA 
convention and under the banner 
of the association. 
Not.only is the estimated at- 


ber of women dealers who are 
here for this year’s meeting. 

One woman dealer from Downey, 
Calif., with a reputation for doing 
an outstanding service job, Mrs. 
Helen Sachs, is on the service 
panel. She is the Lincoln-Mercury 
dealer there. 

A number of dealers representing 
Cadillac and Willys as well as 
several of their brother dealers are 
complaining about the fact that 
both of their factories have 
scheduled meetings in Atlanta, Ga., 
during the days of the convention 
_for dealers in the southeastern 
area. 


* + 
Truck-Show Poll 
A SURVEY is being taken of the 

dealers who handle trucks and 
who attend the truck-equipment 
show to determine if these dealers 
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By Sam Sampson 

Staff Writer 
“She ANNUAL job of training 
: dealer service personnel on new 
models and acquainting mechanics 
with the for 1954 is well 
‘along in the field on all makes, ac- 
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. +» by Jack Weed 


got anything out of the show and 


Field Training on New Models in High Gear 


{ Regular Monthly Section for Those Who Maintain 





















































if they favor it being repeated at 
next year’s convention. 

From the looks of the two shows 
being held down here, where many 
exhibitors failed to take space be- 
cause they felt that the dealers 
would not attend the exhibits be- 
cause of the many other at- 
tractions, it begins to look as if 
the executives of the association 
may have,a real problem on their 
hands two years from now in 
Washington. 

Next year’s convention in Chi- 
cago should present no problem 
if they have tied up the Navy 
pier for the two exhibits, but 
housing the exhibits in the 
nation’s Capital would be a horse 
of another color, in my esti- 
mation. 


And then if St. Louis is success- 
ful in grabbing off the convention 
for 1957, I can see that Ray Cham- 
berlain and his crew are really 
going to be in trouble. By that 
time, the truck - equipment show 
should be set as solidly as the shop- 
equipment show is now, and that 
would mean that NADA will be 
moving into the problems that con- 
front the boys who put on the ASI 
jobber show. 

But as I look down the shore 
from my exotic spot 15 floors up in 
the Shelborne Hotel, with the sun 
dancing on the light surf rolling 
into the white beaches, and work- 
ing in my shirt sleeves on the 
veranda outside of our room, I 
don’t want to think of Chicago, 

(Continued on Page 35, Col. 1) 


Dealers Move for Competition eRe 


{mericas Motor Vehicles 








Service Action Rises | 


— figures seem to indicate 
that while some dealers have 
been flirting with financial suicide, 
a great many others finally have 
begun to put their houses in order 
to ride through the present and 
upcoming period of high competi- 
tion. 

They have put more emphasis on 
their service operations and, vDar- 
ticularly, on service selling. 


Since July 1, practically every 
barometer of service has shown 
@ major change for the better as 
far as indicating that franchised 
dealers are endeavoring to do 
something about producing a 
higher service absorption. 
Customer labor sales hit a new 
high, high profit services have in- 
creased in the percentage of times 
they appear on the average repair 
order, and the number of items per 
repair order also hit a new high. 

* * * 


ILE customer labor per re- 

pair ticket averaged but $9.08 
per repair order for the year, since 
July 1 it never has been under 
$9.24. In October it hit the high 
for 1953 at a $9.36 average per re- 
pair order. These figures are from 
sources that tabulate figures for 
nearly one-half of the top dealers 
of the country. 

Items per repair ticket hit the 
highest average of the year in 
November, with the tabulations 
of more than 1.5 million repair 
orders indicating that the aver- 
age franchised dealer was selling 
1.78 items per repair order. 

The sale of minor motor work 
also hit a new high in November, 
with the average dealer selling this 


Service Gains in 2nd Half 


Lubrication 

Oil Changes .... 
Wash-polish ... 
Minor motor 
Major motor ... 
Brakes ww 
Chassis 

Body ... 
Miscellaneous 


Items per repair order 
Customer labor per repair order $9.07 


Repair parts per repair order .... 


Ist 
Quarter Quarter 


20.8% 
15.8 
6.1 
33.4 
6.2 
8.7 
13.0 
8.3 
4.7 


$7.19 


2nd 3rd 


Quarter 
32.5% 
24.8 

V1 
44.5 
8.6 
14.2 
22.3 
12.9 
1.6 


23.3% 
17.7 
5.8 
32.0 
6.2 
10.0 
15.5 
8.9 
4.6 


10.6 


1.24 
$8.96 
$7.03 


1.74 
$9.22 
$7.18 


1.45 
$9.08 
$7.13 


(Figures show percentage of times each service appeared on repair order from 


an analysis of 1.5 million orders by John E. Wolfe Co. 


Customer labor and parts 


sales figures from compilations made by Automotive News, representing more than 


20,000 dealers.) 





ment time, field service men are 
called to the factory and given the 
training course by factory person- 
nel. This group is generally trained 
in 1 to 14 days, depending on depth 
and amount of information to be 
covered. 

When returning to the zones and 
districts, the field service men are 
equipped with schedules and props 
necessary to carry the program to 
dealer mechanics, They schedule 
the new-model schools for dealer 
personnel. 

” * 
paeaars one of the most signifi- 
eant changes in the procedures 


New Products 
Page 34 


this year is a trend to lessen the 
number of mechanics attending 
each class. In previous years, it 
was not uncommon for a new- 
model class to be presented to 50 
or more men at one time. 


‘It is the feeling of most 
factories, however, that a smaller 
group will absorb more because 
instructor-student relationship is 
closer and the job is done more 
effectively. 

In order to get the job done in 
as short a time as possible, many 
new instructors and special 
teachers have been put on the pay- 
rolls. Classes are now limited to 
six to 20 men, on the average. 

Each company program, of 
course, varies to meet its own con- 
ditions. For instance, courses are 
available for the Chevrolet Cor- 


work on 49.8 percent of all repair 
orders. In other words, practically 
every other repair order carried a 
tuneup or some other engine cor- 
rection service. 

+ ” * 


AJOR motor also moved into 
the top spot for the year in 
November, with this highly profit- 
able service appearing on 9.3 per- 
cent of all franchised dealers’ re- 
pair orders. Major motor had been 
in gradual decline for some time, 
appeared upon only 5.7 percent of 
the repair tickets in January. It did 
not go over 6.45 percent until July, 
when it suddenly jumped to 8.7. 

Miscellaneous service also hit a 
new high in November. This work 
in both October and November 
showed unusually high appear- 
ance on the average repair order. 
In October miscellaneous ap- 
peared on 8.5 percent and in No- 
vember on 9.8 percent of all serv- 
ice tickets. 

Parts sales, however, did not 
show any marked gain. In fact, the 
average parts sales ticket in Oc- 
tober, the last month for which 
authentic figures are available, was 
15 cents under the average for 
January and but one cent per tick- 
et over the average for the 10- 
month period . 

* * ” 

OR the first 11 months of last 

year (December figures aren’t 

available yet), sales of lubrication 
by vehicle dealers were the lowest 
in January, when lube appeared on 
but 19.8 percent of service tickets. 
Lube hit its highest sales in July 
and August, as was to be expected, 
with 32.6 appearances for each 
month, In November it appeared 
on but 31.7 percent of repair orders, 
showing a slight loss. 

Oil changes also were lowest 
in January when they appeared 
on but 14.8 percent of franchised 
dealers’ service tickets. Oil 
changes were highest in August 
with 24.9 percent and held even 
during October and November at 
24.8 percent, 

Wash and polish hit the low 
mark in June when they appeared 
on but 5.3 percent of orders and hit 
the high for the year in October 
when they were on 7.7 percent of 
orders. November held steady at 7.6. 


Minor motor work (tuneup and 
small engine adjustments) has 
demonstrated that it is currently 
the “Cinderella service” of the 
franchised dealer. In the lowest 
month of the year it appeared on 
31.6 percent of all service tickets 
and hit its high in November when 
nearly one-half (49.8 percent) of 


vette, but it is not presented in all 
areas as yet—merely where there 
is potential need for it. 

a + +” 


onus makers have completed 
new-model training programs in 
the field—Hudson, Ford and Lin- 
coln-Mercury. Studebaker, Buick 
and Pontiac are nearly done, ac- 
cording to reports. 

Nash and Oldsmobile reported 
that their programs will be com- 
pleted about March 1. Packard 
estimated completion of its new- 
model training Feb. 15. 
Cadillac said its training would 
be completed as soon as possible, 
but gave no definite date. 

Chrysler Corp. divisions carry on 
new-model training through Chrys- 

ler Central Service. For the most 
(Continued on Page 33, Col. 1) 


the repair orders carried this high- 
ly profitable item. 
* * > 


ETHER the high rate of mi- 

nor work can be looked upon 
as an indictment of the industry’s 
engineers or of dealer service is 
hard to rationalize. It may well be 
a severe indictment of both: The 
engineers for producing the new 
high-compression engines without 
first thoroughly working out the 
problem of gum, spark plug foul- 
ing and valve guide varnish that 
has brought so many owners in 
for engine tuneup service; the 
dealers’ service sections for indif- 
ferent and poor quality of work- 
manship on this currently impor- 


tant service. 

At least several vehicle facto- 
ries recently have turned to a 
new quick tuneup procedure that 
is felt will, to some extent, elimi- 
nate the “new-set-of-plugs-and- 
points” type of tuneup that has 
turned many hundreds of owners 
away from dealer service shops. 


Major motor work which in- 
cludes overhaul, was at its low 
point in January with this work 
showing up on only 5.7 percent of 
the repair orders. Starting in July, 
however, when it hit 8.7 percent, 
and up to November, when it hit 
the year high of 9.3 percent, it has 
shown a steady gain. 

” * ” 


ETHER this indicates that 
many owners who normally 
would be buying new cars this 
winter or next spring have decided 
to have their old cars re-ringed 
and drive them another year, or 
reflects a greater amount of this 
work being done on used car trade- 
ins by the dealer is not known, but 
it certainly is a point for reflection. 
Brake work, while it has in- 
creased in importance in the aver- 
age dealer’s service shop during 
the year, still does not reflect its 
true importance in the light of 
safety. 
January was the low month, 
while July saw the greatest num- 
(Continued on Page 36, Col. 3) 


Canadian Makers, 


Jobbers to Hold 
Conclave Feb. 8-9 


OTTAWA. — A record attendance 
is expected at the fourth annual 
meeting of the Canadian Automo- 
tive Wholesalers & Manufacturers 
Assn, to be held Feb. 8-9 at the 
Mount Royal Hotel, Montreal, ac- 
cording to Maurice Gravel, chair- 
man of the convention planning 
committee, 

An innovation at this convention 
will be a panel discussion with 
representatives of the manufactur- 
er, the wholesaler and the customer 
trying to answer such questions as: 
“What does the jobber expect from 
the manufacturer?” “What does 
the manufacturer expect from the 
jobber?” and “What does the 
customer expect from both?” 

Sixteen subjects have been sub- 
mitted for examination at the clinic 
table discussions. Written reports 
on the results of the discussions 
will be presented on the last day 
of the assembly. 

“Management Training” will be 
the topic of a lecture by Gordon 
Guest, Ph.D., who will give a 
demonstration of a training 
program. Montreal Mayor Camilien 
Houde will open the meeting. 

For the first time, awards to 
Canadian members by the Auto- 
motive Advertisers Council will be 
presented at the meeting. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

NDER no circumstances may 

one accused of committing a 
crime involving a car be convicted 
unless the testimony shows that 
he violated a valid state law which 
specifically enumerates the crime 
and penalty. 

For example in People v. Cos- 
tello, 110 N. E, (2d) 880, one Cos- 
tello was arrested by police who 
proved that he was caught in the 
act of wilfully and unlawfully 
deflating one of the tires of an 
automobile. 

The lower court held Costello 
guilty under a State law which 
reads in part as follows: “A person 
who unlawfully and wilfully de- 
stroys or injures any real or per- 
sonal property of another is pun- 
ishable by imprisonment for not 
more than six months, or by a fine 
of not more than $250, or by both 


such fine and imprisonment.” 
+. * * 


Misdemeanor Ruling 


ee appealed to the high- 
er court and introduced a new 
State law which provides that a per- 
son who wilfully damages in any 
manner an automobile or other mo- 
tor vehicle shall be deemed guilty 
of a misdemeanor. 

Since the crime of a misde- 


New York Group 
Bares Plan to Cut 
Uninsured Risk 


ALBANY.—The Insurance Feder- 
ation of New York has announced 
a plan it claims would make un- 
necessary compulsory automobile 
liability insurance and would give 
insured motorists financial pro- 
tection against uninsured drivers. 

Everett H. Hunt, the federation’s 
counsel, said the proposal will be 
submitted to the Legislature which 
is now in session, 

The companies would set up a 
nonprofit corporation to administer 
the program at no cost to the state, 
Hunt said. It would cost insured 
motorists approximately 2 percent 
of their present premium for the 
protection against uninsured 
drivers, Hunt said. 

It also would guarantee payment 
up to $10,000 for personal injury to 
one person, up to $20,000 for in- 
juries to more than one person, 
and up to $5,000 property damage, 
he said. The insurance 








industry | 


also is working on a plan to pro-| 
tect pedestrians struck by unin-| 


sured drivers, Hunt said, but de- 
tails have not been ironed out. 
Gov. Thomas Dewey unsuccess- 


fully fought for mandatory auto- | 


mobile liability insurance 


in the| 
Legislature last year and reported- | 


ly will seek passage of the Legis- | 


lation this year, officials said. 


Eaton Expands 


Patent Coverage 


CLEVELAND. — C. IL Ochs, 
chairman of the board of Eaton 
Mfg. Co., announced last week that 
the company, for many years 
holder of patent rights covering 
electro-magnetic clutching, braking 
and power transmission by use of 
a magnetizable powdered metal and 
dry lubricant mixture, has acquired 
foreign rights to the Jacob Rabi- 
now patents, which have a related 
application. 


The Rabinow patents involve cer- | 


tain aspects of the use of powdered 
iron as a magnetic medium. 


Ochs said the move is expected | 


to heighten the interest of world 
industry in electro-magnetic power 
transmission, as against mechani- 
cal and hydraulic methods now in 
use. Acquisition of the Rabinow 
patents, he said, rounds out Eaton’s 
patent coverage in this field. 


Sims Quits Packard Deal 


Jonathan Hart, of Pittsburgh, 
and Phillip S. Mahan and J. J. Rol- 
lins, of Warren, O., have taken over 
a Packard dealership from Sims 
Motor Sales Co., Ashtabula, O. The 
dealership will continue to be oper- 
pane at 4137 Main Ave., Ashta- 

ula, 





meanor is not punishable by im- 
prisonment, the higher court re- 
versed the lower court and held 
Costello not punishable. 

The higher courts always hold 
that a new city zoning ordinance 
cannot effect auto dealers-in pres- 
ent use of their real property. 

* + * 


Must Prove Uses 


OWEVER, a dealer who con- 

tests a new zoning ordinance 
must prove his established rights 
and uses. Otherwise, he is lawfully 
required to conform with the provi- 
sions of a new ordinance, 

For example, in City of Yon- 
ders, v. Devonshire Lane Service, 
Inc., 108 N. E. (2d) 401, it was 
shown that a dealer had for many 
years operated a sales business 
and garage. The City passed an 
ordinance restricting the ap- 
proach or driveway to the garage 
for residential purposes. 





er court held that the dealer could 


not continue to use the driveway) 


unless he proved that he had used 
it for an approach before the City’s 
new ordinance was enacted. 


N. C. Okays Dealer Offer 


To Pay Car Insurance 


RALEIGH, N. C.—Attorney Gen- 
eral Harry McMullin has ruled that 
“it is all right for a car dealer to 
offer to pay for liability policies on 
used cars purchased from him.” 

State Insurance Commissioner 
Charles F. Gold, who put the 
question to the attorney general, 
commented: “This question came 
to me from a dealer who wanted 
to advertise that he would give 
the money to used-car purchasers 
to pay for a year’s liability cov- 
erage on the vehicle.” 

A statute prohibits insurers from 
giving rebates on insurance premi- 
ums, but McMullin held that the 
law would not apply in this in- 
stance. 

McMullin said the insurance offer 
was “purely a contractural matter” 
between the dealer and the buyer, 
and, in effect, was “only a reduc- 
tion in the price of the automobile 
agreed on between the parties to 


In subsequent litigation, the high-| the transaction.” 






Rimrock Drums Up Business— 

In its effort to stimulate sales in surrounding towns, Rimrock Motors (Packard), 
Billings, Mont., informs the population of each town through ads that on a certain 
day a crew of salesmen will give demonstration rides and answer questions. Accord- 
ing to Marvin J. Fraser, manager, sales and prospect lists increased considerably. 
Shown here (from left), are Dean Kraft, Packard district manager; Ed Manning, as- 
sistant zone manager; Fraser; F. H. Eustis, zone manager, and Richard Noonon, W. H. 
Ferguson and Dan Hunt, salesmen. 


Coggin Gets Chevrolet 
Coggin Chevrolet, Inc., has been | Coggin, owner of the new dealer- 
opened at Second and Woodland | ship, has been active in the auto- 
Streets, East Nashville, Tenn. W. E. | mobile fieid for a quarter century. 
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L-O-F Super-Fine Fiber-Glass insulates 
a car throughout against heat, cold and 
Installed under the hood, it 
reduces high-frequency engine sounds, 
transmitted tire whine, and air stream 


e/ 





information on qualit 
610 Fisher Building, 


in cars of every price 


When Libbey-Owens:Ford introduced safety glass, 
it was at first specified for windshields only. Before 
long, its use was common in all windows of all makes 
of cars, including the lowest priced . . . Today, with 
Fiber-Glass insulation used to some extent by cars 
in every price class, further and fuller applications 
are being studied by all automobile manufacturers. 


When the adoption of Fiber-Glass insulation for 


automobiles becomes universal, all cars will bring to 
their owners the best of all-around insulation 
against heat, cold and airborne sound. 


Our Detroit office will be glad to give you more 
automotive insulation— 
inity 5-0080. Or write: 


Libbey-Owens-Ford Glass Company, Fiber’Glass 


Division, 514 Wayne Building, 


oledo 3, Ohio. 





LIBBEY-OWENS-FORD GLASS COMPANY « FIBER-GLASS DIVISION + TOLEDO 3, OHIO 
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hink of PORCELAINIZE 


because of 


DOMINANT 
NATIONAL 
ADVERTISING 


..-plus enthusiastic word-of-mouth approval given by 


millions of satisfied customers. 


Porcelainize pre-selling exclusively for the benefit 
of New Car Dealers stands alone in the appearance main- 


tenance field. 


Porcelainize outsells because it is out selling, day after 


day, year after year. 


Porcelainize national advertising reaches every vil- 


lage and hamlet in America. For every New Car Dealer 


on the vast Porcelainize program, this insures easier sales, 


larger profits and greater prestige. 
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Pacific Replaces Mayfair - — Packard Offerings for '54 _ 

Others in the Packard line, be- ( 

Super Panama Added \233 3332 
at executive sedan and conver- 

To Packard Clippers Se : 

What's New: speeds where it is most needed un- eustiaiet 1 ce tua Poneto ‘ont dr 


Increased horsepower, with top of 212 
.« « » Three models added, ee 
. + + Linen upholstery available . . 
Redesigned instrument panel . . Squeal- 
proof tires standard, with tubeless tires 


der congested traffic conditions. 


* * * 
——— other engines are used on 


other models; the Clipper Spe- 
cial, with 150 horsepower; Clipper 





Cavalier, and 149 on the limousine 
and executive sedan. 

Styling changes are conserva- 
tive on the Packard models, but 
are more noticeable on the Clip- 














Five color schemes added . . . Adjust- | Deluxe, and Clipper Super which| pers, mainly the longer rear- 
able seat springs. has been boosted from 160 to 165 quarter panels. 8 
ib dk. horsepower, and the Cavalier, which Although the 212-h ) 

has been hiked from 180 to 185. en eee ee 

ACKARD, which introduced its : gine has greater top speed than its 

1954 models in dealer show-| Plus the Super four-door and | predecessor, its greatest character-| Patrician Four-Door Sedan— 

‘ 
rooms Friday (Jan. 15) has added| Super Panama, the 122-inch | istic is its ability to deliver power : 4 
@ new series of cars to its line. wheelbase Clipper line includes | where needed. An indication of its| High-quality interior trim is featured on this model, Packard's highest priced four- 

The new series is in the Clipper | the Deluxe club sedan, Deluxe | performance is seen in the results| door. Packards this year have squeal-resistant tires as standard equipment with , 
line and the models in it are the four-door, Deluxe Sportster, and of ee eee oo the coo tubeless tires offered as optional. | 
Super Panama hard engine replaces. In an accelera- 
the a four ian a Non tion test from a standing start, the 

_ | car with the new engine had a lead 

Another new model is the Pack- of 11 car lengths (230 feet) before 
ard Pacific, a hardtop which re- reaching 60 miles an hour, and a fic 
places the Mayfair. Dropped from lead of 37 car lengths (750 feet) a 
the line was the formal sedan, a when it reached 80 miles an hour. Je 
chauffer-driven model. The new engine has 359 cubic in- ce 
me ee ches of piston displacement, and a “ 

ACKARD’S two lines, Clipper compression ratio of 8.7 to 1, high- . 

and Packard, now bracket the est in the industry. 
price range from the lower-medium * * " 
class of $2,500 to the most expensive TRAMATIC, Packard’s auto- el 
class of $6,900 matic transmission, is standard F 

A 212-horsepower engine has equipment on Packard models, ex- e 
been introduced for the Packard cept the Cavalier and the eight- w 
line and is in all its models ex- passenger Cars. m 
cept the Cavalier. Packard’s top On those and on Clipper models, s! 
horsepower last year was 180, - buyers may order a standard . 
The straight-eight is said to de- transmission, overdrive, or Ultra- 
liver greater passing ability at the Redesigned Panel— matic, Completing the selectivity | Packard Adds Luxury Hardtop— . 
critical driving speeds of 40 to 70 A new instrument cluster is incorpo-| Of power combinations, the com- The Pacific replaces the Mayfair in the Packard line. It is powered by the 212- sé 
miles per hour than any engine in | rated on 1954 Packards. For motorists who| Pany offers four different axle > aaa . ir 

'. the firm’s 55-year history. President | prefer a firmer ride, extra seat cushion| Patios. horsepower engine, and Ultramatic is standard. Seat cushions and backs of seats - 
James J. Nance said the new en-| springs may be added to any section of| Special combinations of engine, | °¢ Pleated. Seat trim is of haircell leather. F 
gine provides maximum torque at| the seat or throughout the entire seat (Continued on Page 31, Col. 1) v 
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Designed for the Sports-Car Fan— 1 

Standard equipment on the Carribbean includes Ultramatic, power brakes, power : 

steering, three-way tuning radio and electrical antenna, heater-defroster, whitewall ] 

tires, hydraulic windows, power seat, windshield washer and other extras. I 





Lowest Priced in Packard Line— 


The Cavalier, a four-door sedan on a 127-inch wheelbase, has a 185-horsepower 
engine with eight-to-one compression ratio. 


The Dallas Morning News is the only 
newspaper that effectively delivers the larger, 
72-county Dallas Market—314-million 

people with 414-billions to spend. 





DALLAS’ LARGEST NEWSPAPER 


Circulation, 183,583—Sunday, 190,318 
(Publishers’ Statement: Sept. 30, 1953) 


More people BUY The News . . . more people READ The News... 
more people are INFLUENCED by The News than any other 
North Texas newspaper. 





Outdoors with Sun and Breezes— 





The Packard convertible features the 212-horsepower engine, new haircell leather 
trim and Ultramatic transmission as standard equipment. Upholstery is available in 


| CRESMER & WOODWARD, INC., National Representatives © New York © Chicago @ Detroit © Atlanta ® Los Angeles San Francisco | , solid color or two-tone combinations. 
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Pacard Drops Mayfair Model... . 


Super Panama Joins Clipper Line 


(Continued from Page 30) 


transmission and axle ratio are 
available for rough terrain, moun- 
tain, city, highway or any unusual 
driving condition. 


MONG the new features for 
1954 are tires with squeal-re- 
sistant treads. These tires are 
standard equipment on all models. 


Tubeless tires are offered as 
special equipment. 
The company is offering a choice 


2 Jap Engineers 
Study Output 
Of Willys Jeeps 


TOLEDO.—Two engineering of- 
ficials of Mitsubishi Heavy In- 
dustries, Reorganized, Ltd., one of 
Japan’s largest manufacturing con- 
cerns, are studying Jeep preduction 
at the Willys plant here prelimi- 
nary to beginning production of the 
Willys utility line in Japan. 

Takahisa Hattori, production 
manager of Mitsubishi's Nagoya 
engineering works, and Teruo 
Fuwa, production manager for the 
company’s Kyoto engineering 
works, are here primarily to deter- 
mine what engineers Mitsubishi 
should send here and for what pur- 
pose, said Hickman Price jr., presi- 
dent of Willys-Overland Export 
Corp. 

“Ten engineers probably will be 
sent to Toledo by Mitsubishi dur- 
ing the next year as a result of the 
current visit by Hattori and 
Fuwa,” Price said. “Each engineer 
will spend two months studying our 
operations and working with our 
engineers.” 

The two production department 
heads are expected to be here until 
Jan. 15, he said. 

Under the agreement announced 
two months ago by Willys and 
Mitsubishi, the Japanese company 
will begin the manufacture of its 
own parts to Willys’ specifications 
as quickly as possible. All of the 
Willys utility line ultimately will 
be produced from Japan-made ma- 
terial. 

“Vehicle bodies and chassis now 
are being produced in the Nagoya 
plant, which also will assemble the 
vehicles,” Price said. “The Kyoto 
plant eventually will make the 
engine and drive line parts. Other 
Mitsubishi plants later will join in 
producing parts for the utility line.” 


Cleveland Made 
New AC Region 


FLINT.—Establishment of a new 
regional sales office by AC spark 
plug division of General Motors in 
Cleveland and appointment of re- 
gional managers in Cleveland and 
New York were announced last 
week by Joseph A. Anderson, gen- 
eral manager. 

The Cleveland office, 1422 Euclid 
Ave., is under the supervision of 
George U. Matthews, former San 
Francisco zone manager. He will 
be assisted by Joseph H. Frey and 
John W. Metcalf as zone managers. 

Named to the regional post in 
New York was Paul P. Trainor, 
who succeeds Edward F. Hanlon, 
retired. Trainor, who joined the 
firm in 1945, has been Boston zone 
manager since 1950. Succeeding 
Trainor in Boston is Benjamin J. 
Filer. 





Westinghouse Is Sending 
15 Employes to Harvard 


PITTSBURGH. — As part of a 
companywide management devel- 
opment program, Westinghouse 
Electric Corp. will send 15 em- 
Ployes to the Harvard Graduate 
School of Business Administration 
to take a special 16-month course 
beginning Feb, 2. 

Lloyd A. Russ, director of man- 
agement development, said the 15 
would study for Master of Business 
Administration degrees while re- 
ceiving their regular salaries. The 
men’s average age is 31, and their 
average length of service with the 
company exceeds seven years. 












of 23 exterior color schemes, five of 
them new for 1954. Nine are two- 
tone color arrangements, To blend 
with exterior colors, there is a 
wide selection of interior trims 
and upholsteries, including linen, 


aT 





212-Horsepower— 

This 212-horsepower engine, Packard's 
most powerful, has a compression ratio of 
8.7 to 1 and has 359 cubic inches of pis- 
ton displacement. The engine powers all 
models in the Packard line, except the 
Cavalier. 


“HOW MUCH EASIER IT IS 


nylon matelasse, broadcloth, cord, 
nylon and leather. 
+ * . 

T= Packard line has as optional 

equipment a new four-way 
power seat, adjustable with a touch 
of the finger to the most comfort- 
able position for the driver, Other 
options include power brakes, pow- 
er steering, power windows, air 
conditioning, dual heaters with un- 
derseat outlets, and a selection of 
four different radios, which may 
be equipped with manual or elec- 
tric antennas and front and rear- 
seat speakers. 

For motorists who prefer a 
firmer ride, extra seat cushion 
springs may be added to any sec- 
tion of the seat, or throughout 
the entire seat. 

Seats of all models are cradled 
in the smooth-riding section be- 
tween the front and rear wheels. 

Windshields are available in clear 
plate glass or of the Solex heat ab- 
sorption type, with or without the 
light filter area. 


TO DRIVE BEHIND A 


SOLEX plate glass windshield“ 


growing demand by offering — and demonstrating — these 


oTorists by the thousands are discovering that Solex 
M Heat-Absorbing Glass in the car can mean the differ- 
ence between a pleasantly relaxed trip and one that’s filled 
with nervous tension. Green-tint Solex admits about 75% 


of the sun’s visible light . 
are substantially reduced. 


.. yet sun-glare and snow-glare 
There’s less driving fatigue, less 


chance for accidents. Passengers ride more comfortably, 
too, because Solex keeps the car interior cooler by absorbing 
at least half of the total solar heat. 


Your customers will be asking for Solex Duplate, Solex 
Duolite, and Solex Herculite, either as optional equipment 
on new cars or for replacements. You can cash in on this 





PAINTS 






ee oe a eB 


IN CANADA: 


GLASS CHEMICALS 








Inside Story— 

The rear seat of the Patrician shows the 
interior treatment. Packard interiors are 
available in linen, nylon matelasse, broad- 
cloth, cord, nylon and leather. 


6 Join in Dealership 


A. J. Sanchon, C, J. Babineaux, 
John Clavelle, E, P. Begnaud, Al- 
cide Naomi and J. Leo Theaux are 
the new owners of Jefferson Mo- 
tors, Inc. (DeSoto-Plymouth), 312 
Jefferson Blvd., Lafayette, La. 









Lube Jobs Held 
Key in Business 
Of Shell Stations 


CHICAGO. — The entire service 
station business of the Shell Oil Co. 
is built around car lubrication, says 
A. R. Boyer, Shell Oil, N. Y. 

Speaking at the twenty-first an- 
nual meeting of the National Lubri- 
cating Grease Institute, he stated: 


“We are convinced that, if our 
service stations deliver competent 
lubrication service, our customers 
will automatically rely on us for 
gasoline, motor oil, T.B.A, and 
everything else our stations offer 
for sale.” 

Boyer reviewed the Shell training 
techniques which included pictori- 
alized lubrication information, com- 
plete T.B.A. information, “how-to- 
do-it” instructions, adequate 
equipment and tools plus a work- 
able reminder and followup system. 


He said manufacturers could help 
the industry by developing im- 
proved and simplified equipment 
that would make possible safer and 






faster grease jobs. 


three types of Solex Safety Glass. There is a Pittsburgh 
Plate Glass Replacement Depot near you which carries all 


parts in stock. 


‘the best glass ~~ 


under the sunl” 
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which he has headed up in the| replaces E. D. Boehm, who retires 
past. Felske has been with the|after 26 years’ service with Cad 


Auto Personnel 


Appointment of Ori T. Lee as as- 
sistant commercial tire sales man- 
ager of General Tire & Rubber 
Co. has been announced by How- 
ard A. Bellows, vice-president. 

Lee a former Akron division 
sales manager, will assist Karl 
Dalsky, commercial sales manager, 
in directing replacement sales of 
truck, farm, off-the-road and in- 
dustrial tires. 


Firestone Internatio 


Assigns Vaughan to Far East 

Appointment of J. N. Vaughan 
as far eastern manager, with head- 
quarters in Manila, and W. E. Kem- 
erer to succeed Vaughan in Akron 


as manager of export trade has 
been announced by Sam Broers, 
president of Firestone Internation- 
al Co. 

Vaughan joined Firestone in 1924 
and entered the export division in 
1937. He was named export man- 
ager in 1949. Kemerer has been as- 
sistant managing director of Fire- 
stone New Zealand. He joined Fire- 
stone in 1929 and went to India in 
1931, 


Clayton Appoints Paxton 


As Western Sales Chief 


Appointment of Legler Paxton as 
western regional sales manager for 
the automotive division of Clayton 


Mfg. Co., El Monte, Calif., has been 
announced by J. A. Cortright, sales 
vice-president. 

Paxton, formerly a sales man- 
ager of Aerol Co. and for many 
years a sales official with Chrysler 
Corp., will direct sales of Clayton 
engine dynamometers, chassis dyn- 
amometers, steam cleaning ma- 
chines and steam cleaning com- 
pounds. 


* * * 


Felske Named Vice-President 


Of Gear Grinding Machine 


Dan D. Felske has been appointed 
sales vice-president of Gear Grind- 
ing Machine Co., Detroit, according 
to Edgar D. Leon, president. 


Felske’s duties will include coor- 
dination of the sales efforts of the 
grinding service and Geargrind ma- 
chine divisions, as well as the 
Rzeppa universal joint division, 


No Limits to What It Will Do... 
No Limits on the Profits You Make! 
You Do the Job Right in Less Time with the 


EXPANDABLE 
“BEAR: 


... that’s why it is 
the most popular 
... the most widely used 
alinement service 
in America! 


=, 
BEAR 
SWE Sikes 


WrElt ALmEMENT & BALANCING 
FROME & ALLE STRaGnTemiNG 
WEADLGRT & ORARE TESTING 


] 


LIMIT 
ALINEMENT 
SERVICE 


NO 


COMPLETE 
FRAME 


company for 33 years. 
+ = * 
Haggerty Joins Miley 
As Sales Manager 
Appointment of Robert J. Hag- 
gerty as sales manager of L. J. 
Miley Co., Chicago, manufacturer 
of brake linings and brake shoes, 
has been announced by E. G. 
Jacobs, executive vice-president, 
Haggerty had been assistant 
sales manager of Dayton Rubber 
Co., Dayton, O. 
* * * 


Cadillac’s New York Branch 


Picks Fehling for U. C. Post 


S. B. Earnest, manager of Cad- 
illac’s New York branch, has an- 
nounced the appointment of A, W. 
Fehling as used-car manager. He 


SERVICE 


EXPAN DABLE 


-in-j] 


service 


CM ee olla 
Trias Me Coli Cele 


STRAIGHTENING 


SERVICE 


You’re not limited to just a 
few simple wheel alinement 
service operations when you 
set up with the ‘“‘Bear”’ 195- 
There 
ALINEMENT IT WON’T DO... 
that’s why the sky’s the limit 
for profits! And when you’re 
ready for frame straighten- 
ing... you can E-X-P-A-N-D 
your ‘‘Bear’’ by just adding 
a few tools and frame attach- 
ments and you're all set for 
big frame straightening prof- 
its, too! This EXPANDABLE 
feature is a ‘‘Bear’’ EXCLU- 


YOU GET ALL THIS! 


1 Complete 5-point Alinement Checking 
and correction plus axle and rear 1 
straightening. 

2 72,000 Ibs. of hydraulic pressure for 
speed and ease in correcting. 


84! 


is NOTHING IN ‘*‘BEAR’”’ 


3 Extra high so mechanic can work faster 


and easier. Available in flush or floor models! 


SIVE that makes ‘‘Bear’’ the 
smart investment from the 
start! The BIG PROFIT POWER 
of nationally-advertised 


SIGNS... the extra 


stamina of ‘‘Bear’’ built-like- 
a-battleship construction... 
the extra speed. 
power.. 
get with the “Bear” 195-84 
make it the No. 1 choice of 
America’s automotive repair 
men. For all the facts write 
for catalog data bulletin and 
Finance Plan. BEAR MFG.CO., 
DEPT. A.14,ROCK ISLAND, ILL. 


. extra 
. and extra tools you 


4 EASILY ADJUSTABLE TRACKS FOR ALL 
TREAD WIDTHS! 


5 Safety stops on each track. 
6 Special precision gauges. 
7 Handy accessory tools. 


Y¥-319AN 


the MORE “BEAR” you have... the MORE MONEY you make 


illac. 


Fehling joined Cadillac in 1951 a 
business management representa 
tive in the west. He was transferred 
to the New York sales staff las’ 
April. 

* * * 


Western Highway Institute 
Appoints Myers to Staff 


Western Highway Institue, motor 
carrier industry-sponsored research 
and engineering organization in 11 
western states and Alaska, has ap- 
pointed Fred J. Myers to its staff. 

Myers, a civil engineer, was last 
with the Bureau of Public Roads in 
the capacity of highway engineer- 


economist. 
+. * . 


Two Engineers Appointed 


To Norton Sales Force 


Norton Co., of Worcester, Mass., 
maker of abrasives and grinding 
machines, has appointed Jack M. 
Esten as an abrasive engineer and 
Robert C. Divoll as a field engineer 
on its sales staff. 


Esten will cover North Carolina, 
Virginia and part of Tennessee. 
Divoll will work out of the Pitts- 
burgh district office. 

+. * 


United Motors’ Campbell 


Retires After 34 Years 


Robert C. Campbell, general pur- 
chasing agent of the United Motors 
Service division of General Motors, 
has retired after more than 34 


years of service. 
* * * 


Baltimore Leasing Firm 


Changes to Corporation 


Peterson, Howell & Heather, Inc., 
is the new name of the Baltimore 
management and leasing service 
for companies operating automo- 
bile fleets. 

Principals in the firm are Duane 
L. Peterson, Harley W. Howell and 
Richard M, Heather. They formerly 
operated as Peterson, Howell & 
Heather. 


* * * 


C.L.T. Elects Chervenak 


And Kuhn Directors 


C.LT. Financial Corp, has an- 
nounced the election of Emil C. 
Chervenak and C. John Kuhn to 
membership on its board of di- 
rectors. 

The financial corporation is the 
parent company of Universal 
C.L.T. Credit Corp., auto finance 
company, Service Fire Insurance 
Co. and Service Casualty Insur- 
ance Co., auto insurance firms. 

* * J 


Auto Representatives Pick 


Klier as 1954 President 


Ed L. Lee, executive secretary of 
the Automotive Affiliated Repre- 
sentatives, has announced the elec- 
tion of the following 1954 officers: 
President, G. Walter Klier, Atlanta: 
first vice-president, Carl W. Sharp, 
Cleveland; second vice - president, 
W. Frank Russell, Dallas. 

Treasurer, Lou S. Cohen, Chica- 
go; secretary, Claude E, Sharp, De- 
troit; chairman, B. M. Asch, New 
York, and trustees, Charles Spi- 
vack, New York; E. D. Newfield, 
San Francisco, and M. H. Swan- 
man, Kansas City. 

* = = 


Auto-Lite Names Vanzo 


Spark Plug Manager 

Fred G. Vanzo has been selected 
as manager of the central spark 
plug division of Electric Auto-Lite 
Co. A former All-American at 
Northwestern University, Vanzo 
has been manager of Auto-Lite’s 
vehicle replacement program. 

The division also named man- 
agers for 10 new districts. Ap- 
pointed were A. T. Cousins, Chi- 
cago; R. E. Brown, Des Moines; 
Bernard Brunel, Montreal; H. G. 
Foote, New York; G. W. Frey, 
Philadelphia; F. C. Meehling, Cin- 
cinnati; J. W. Collins, Denver; R. 
C. Soliday, Seattle; M. F. Barto, 
Los Angeles, and R, J. Thomas, 
Memphis. 


* * * 


Dr. Lincoln Appointed 


Allegheny Ludlum Steel Corp., 
Pittsburgh, has announced the ap- 
pointment of Dr. Rush A. Lincoln 
as chief metallurgist. Formerly 
manager of sales development and 
engineering services, Lincoln suc- 
ceeds Oharles A, Scharschu, who 
retired. 
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Fe:tory Instructors in the Field. . . 


Training for ’54s in High Gear 

































(Continued from Page 26) 
part, courses are somewhat longer, 
and are presented through Chrys- 
ler Corp. facilities rather than 
through each division. 

Several factors, dealing with 
company policy, enter into the 
time required for the model-change 
courses: introduction date; size of 
classes; how deeply the course pene- 
trates into the subject; number of 
courses, and methods of handling 
instruction, 

* = 

OLLOWING is a list of manu- 

facturers contacted by AuTomo- 
TI1vs News, and some comments 
concerning the new-model training 
program: 

Cadillac has its — service 


11, Dealer meetings were planned 
for evening presentation, princi- 
pally, with classes small enough 
to be manageable. 

Included in the courses are power 
brakes, Hydra-Matic changes, 
electric window lifts and general 
pointers on new-model service, 

= e * 


ee has included point- 
ers on the ’54 truck line as well 
as on cars. Accordingly, its region- 
al service representatives were 
trained at the factory for two 
weeks, and another two weeks was 
necessary for training zone service 
personnel, Chevrolet has eight 
regions and 42 zones. 

Chevrolet has restricted its 
classes to five or six men. Courses 
include 

heavy- 


The Chrysler Central Service 
courses are handled in a slightly 
different manner, since many new 
features are offered for all di- 
visions. Courses so far include the 
PowerFlite transmission; engine 
adjustments and refinements; 
servicing the 235-horsepower 
engine; power steering, and general 
service information. It was re- 
ported that 7,631 schools have been 
presented nationally, and — 32,198 
mechanics have been trained. On 
PowerFlite alone, 27 schools are in 
operation. 

Courses are divided into one-day 
and 2%-day sessions. 

s = aS 


ere began in October with its 
54 model presentation, so that 
most mechanics were already 
trained at announcement time. 
Courses for the '54 Ford were ex- 
tensive, since they covered the new 
V-8 engine, ball-joint suspension 
and other chassis features;: body 
changes, power assists, and elec- 
trical system changes. 

Hudson has also completed its 
$4 model training. Announce- 
ment day was early last fall and 
courses were placed in the field 
promptly. Field men were 
brought into the plant for one 
day for a factory service school. 
They took necessary schooling 
schedules and props back into 
their areas for training dealer 
personnel, 

Lincoln-Mercury reported that all 
key dealers had been covered be- 

fore new-model announcement time. 
Regional instructors were given 10- 
day training at the factory, then 
district service men were trained, 
and then two-day courses were 
presented to dealer personnel, 

Courses covered the new engine, 
minor changes on ball-joint sus- 
pension and other general new- 
model information. 

a7 = a 


NA began on Nov. 2 with its 
service training program on ’54 
models with the opening of its new 
technical training center at Mil- 
waukee. Field men were brought 
in for two weeks, with service men 
from 24 zones represented. 


Courses included training on 
Hydra-Matics, power steering, 
power brakes, air conditioning 
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the field. Zone service representa- 
tives were trained at the factory, 
then returned to zones where 
schools for dealers were set up. 
Classes were limited to 12 persons 
and the factory furnished a full kit 
of manuals and props to teach the 
courses. 

Instruction included general in- 
formation on ’54 changes; Hydra- 
Matic; carburetion; 12-volt ignition 
and the new wire-color indentifi- 
cation program; Autronic Eye; air 
conditioning; Fisher Body courses, 
and seat adjusters. 

af 


— has completed train- 
ing of all its field personnel, 
and expects to clean up the job 
with dealer personnel about Feb. 
15. Packard used a one-day school 
to acquaint dealer personnel with 
the changes from last year. 

From one to four men in each 
zone were trained at the factory. 

Pontiac has completed training 
of 33 instructors in the field and 
has equipped them to hold intro- 





ductory ‘54 courses. The program 
is more than half completed with 
the dealer mechanics, it was re- 
ported, and the job will be com- 
pleted as soon as possible. 

Pontiac’s operation of dealer 
schools differs slightly from the 
rest of the industry, since the 
schools are held in “pre-determined 
locations” rather than only in of- 
ficial zone headquarters. 

Most of the courses, Pontiac said, 
related to adjustments brought 
about by changes in the ’54 models, 
service on electric window lifts and 
changes on the new Hydra-Matic. 

* + 


HE Studebaker new-model 
training is nearly completed, 
the company said. Clinic-type pre- 
sentations were made to more than 
70 field men. A one-day course was 
used for dealer personnel and ad- 
ministration was carried out by the 
usual regional-zone setup. 
Courses were offered on the 
Champion automatic transmission 


and parts and servicing procedures.! R. G. Cummings, general manager; 





Knoxville Notables Attend Britton Opening— 


The opening of Britton Motors, new Packard dealership in Knoxville, Tenn., brought 
out a host of local civic leaders. Shown in the Packard Caribbean are (in the driver's 
seat), Mayor George Dempster, and at his side George Taylor Britton, president of 
the firm. In the rear seat (from left) are Donald Ogden, district manager; A. W. 
Bercin, assistant zone manager, and John L. Wilson, vice-president of the Park 
National Bank. Standing are W. S. Jessee, assistant treasurer of Commercial Credit 
Corp.; John F. Davis, service manager of the Cincinnati zone; J. Fleet Greene, sales 
manager of Britton Motors, and Ll. W. Stevens, Cincinnati zone manager. 


DeFoe Officers Named 


P. W. DeFoe, president of DeFoe; R. Jenkinson, truck manager; 
Motor Co. (Ford), has announced | Francis X. McSweeney, used-car 
the following appointments: O. E.| manager and R. Griffith, sales 
Stafford, fleet sales vice-president; | manager. DeFoe is located at 4600 
Belair Rd., Baltimore, 
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styled cars 


Modern cars are so well designed that first sight registers only an image of the 
car’s beauty as a whole. Seldom are you conscious of any individual part. But when 
the car has those rich, sleek-looking wheels by Kelsey-Hayes, you know at once 
that here is wheel design that contributes more than the usual smartness. 


Styled for distinction, wheels by Kelsey-Hayes are masterpieces in design and 
engineering. Such achievements have earned leadership for Kelsey-Hayes through 
45 years of wheel building. Kelsey-Hayes Wheel Company, Detroit 32, Mich. 


KELSEY@ HAYES 


World’s Largest Producer of Passenger Car Wheels 
WHEELS © BRAKES © HUBS © BRAKE DRUMS ¢ SPECIAL PARTS FOR ALL INDUSTRY 
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illustrates a complete line of 5:2 
portable electric tools and numer- 













WIRE PROTECTION — The Snapit Wire 
Grounding Converter, No. 95G, permits 
conversion of a standard two-wire outlet 
for use with three-wire grounded tools 
and appliances, fitted with three-wire po- 
larized attachment caps. Such conversion 
protects three-wire caps from short circuit 
shocks and fire hazards. Cable Electric 
Products, Inc., 234 Daboll St., Providence 
7, R. 1. 
































TIRE TRUING—This attachment to Model 
B-500 of the Drum Dokter series of brake 
drum reconditioners features a _ hinge- 
mounted, roller runout indicator which 
shows at a glance the depth of cut needed 
fo true the tire, says Barrett Equipment 
Co., 21st and Cass, St. Louis 6, Mo. 

e-¢ @ 











ENGINE PREHEATER—Model 939-A en- 
gine coolant heater is supplementary to 
the maker's line of hot-air combustion 
type heaters. The unit is small in size and 
delivers 15,000 BTU per hour to the en- 
gine coolant. Many service parts of the 
unit are interchangeable with those of 
other South Wind heaters. The unit can be 
mounted either horizontally or vertically. 
South Wind division of Stewart-Warner 
Corp., 1514 Drover St., Indianapolis 7, 
ind. 















JOBBER DISPLAY— This counter card 
measures 11 by 14 inches and can be 
used as window or product display. The 
message is printed in red and black on 
white paper stock. Rust Master Chemical 
Co., 56 Creighton St., Cambridge, Mass. 
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Textileather Adds Fabric 


To Western Pattern Line 


“Brand” is a new plastic coated 
fabric now marketed by Textileath- 
er Corp., Toledo 3, O. Decorated 
with authentic cattle brands, it will 
























serve as a companion product to 
the firm’s western patterns, Rodeo 


and Cactus, 


The material is designed for use 


as seat cover trim. It is manufac- 
tured in antique white, grey, red, 
green, yellow, dark blue, brown and 
tan. 





SEAT CUSHION—No. 400 Airflo is said 
to provide maximum air _ circulation. 
Covered with plastic-coated, open-weave 
fiber, it ig described as crushproof and 
capable of withstanding 200 hours of 
direct sun fade. Dennison Heat-a-Seat 
Co., 14-16 Johnson St., Newark 5, N. J. 

* * ® 
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WHEEL BALANCER — Model 3300 
balances wheels up to 12.00 by 24. 
Standard equipment includes cones for 
front wheels with hubs to handle trucks 
of 2% tons and up, as well as backing 
plate attachments for rear wheels with- 
out hubs to handle trucks of one ton 


and up. Bear Mfg. Co., Rock Island, Ill. 
so <6 





SPRING BOOSTER—The Air Lift is an 
air-inflated spring booster designed to 
protect normal spring action. Mounted 
within the front coil springs, it is said 
to improve roadability by decreasing the 
car's tendency to lean when going around 
a curve. When mounted on the rear sus- 
pension system, it permits adjustment in 
equipping the car for overloads. The 
unit fits most cars, according to Air-Lift 
Co., 2330 W. Main St., Lansing, Mich. 
egy 








AIR COMPRESSOR—This 534-pound unit 
is designed to provide a continuous source 
of air, primarily for operation of air horns 
on cars and trucks. It is available for six 
or 12-volt systems. The compressor starts 
operating when the pressure in the air 
supply tank drops to 90 pounds and cuts 
out when it reaches 120 pounds. Grover 
Products Co., 1221 S. Hope St., Los An- 
geles 15, Calif. 
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according to Clayton Mfg. Co., P. O. 
Box 550, El Monte, Calif. 

Each kit includes all wearing 
parts of a particular assembly, in- 
structions for disassembly, repair, 
reassembly and test, and special 
tools, if needed. 






REVERSIBLE RATCHET — This %2-inch 
square drive unit with 92-tooth action 
comes in two lengths, No. A7OO—10 inches, 
and No. A702—15 inches. The new design 
with its round head.is said to take less 
swing to get a “bife.” Bonney Forge & 
Tool Works, Allentown, Pa. 
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VENETIAN BLINDS—No-Sun Venetians 
are said to fit all cars, starting with 1939 
models. They reduce glare and protect seat 
covers, according to Acme Venetian Metal 
Products Co., 6325 Erdman Ave., Balti- 
more 5, Md. 






















HEADLIGHT RIM—The Erie Beautiflow 
French-type Model HR52 is said to fit 55 
late-model cars. It can be installed in a 
few minutes, and chrome plating matches 
new-car specifications, according to J & H 
Sales Co., 75 E. Wacker Drive, Chicago 1, 
Wh. 









FORD TOOLS—Special tools have been 
designed in cooperation with Ford Motor 
Co. for pre-delivery and servicing of 1954 
Fords, Mercurys and Lincolns. Shown are 
the V-22 valve tappet adjusting wrench 
with an offset handle to provide clearance 
above the hot manifold; the S-8563 rocker 
arm depressing tool to pull back the rock- 
er arm so that the push rod can be dis- 
placed; the S-8663A Torqometer adaptor, 
with an 11/16-inch head wrench that gets 
to hidden bolts; the S-8565 to torque head 
bolts on Lincoins with air-conditioning, and 
a Torgometer adaptor for all Ford trucks 
with V-8 overhead valve engines. Snap- 
On Tools Corp., Kenosha, Wis. 
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POWER BRAKE DATA—The Installograph 
is a copyrighted installation procedure 
that simplifies the installation of power 
brakes on any car make from 1946 
through 1953. More than 1,200 engineer- 
ing sketches were merged into 11 In- 
stallographs for complete coverage of all 
cars. Bendix Products Division, Bendix Avi- 
ation Corp., South Bend, Ind. 

= + * 





She 














WINDSHIELD DE-ICER—Jar-Ex is claimed 
to be effective even to 35 degrees below 
zero. The windshield-washer fluid comes 
packaged in an eight-ounce bottle with 
colorful label. Plastone Co., Inc., 4100 W. 


Grand Ave., Chicago, Ill. 





TIRE CLEANER — White-Glo is said to 
clean the dirtiest white wall tires instantly. 
Packed in a 16-ounce spray-top bottle, it 
is sprayed on and wiped off after 30 
seconds with a wet cloth. It contains no 
abrasives, is harmless to rubber and is 
noninflammable, says Barcolene Co., 200 
Camden St., Boston, Mess. 


PAINT CUP LINERS—These ‘‘throw- 
away" paint cup liners are said to speed 
spray-painting jobs because they eliminate 
cleaning of cups between color changes. 
Liners keep paint fresh and unaffected by 
air, according to Marson Corp., 115 Mill 
St., Revere, Wass. 















Clayton Offers Repair Kits 
For Its Steam Cleaners 


Complete repair parts kits are 
now available for every model of 
the Clayton-Kerrick steam cleaner, 
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Catalog Covers Tools 


A new catalog, available from 
Porter-Cable, 32 Exchange S&t., 
Syracuse 8, N. Y., describes and 
































ous specialized attachments. 
s * * 





LIFT TRUCK—Model EL-20 operates as 
a fork-lift, straddle-lift, platform-lift and 
drum-stacker with a lifting capacity of 
1,250 pounds. Its features include snap- 
on platform, hydraulic cylinder, built-in 
charger with automatic cutoff, key-locked 
ignition switch and electronic cutoff switch. 
Safeway Industrial Equipment Corp., 184 
N. Franklin St., Chicago 6, Ill. 
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RUST PREVENTION—Magic Mechanic is 
designed for use in radiators to counter- 
act rust and corrosion. It is said to con- 
dition the water in the cooling system 
and reduce acidity. Paul-Reed, Inc., 19429 
James Couzens Highway, Detroit 35, Mich. 



































PISTON CATALOG —This catalog in- 
cludes replacement pistons for 1953 cars, 
racing cars and trucks. It alse includes 
information on finishing semi-pistons, lock 
rings, piston pins, alignment and assembly 
of piston pin and rod, piston sizes and 
cam specifications. Triplex Corp. of Amer- 


ica, Pueblo, Colo. 
* * - 




























ELECTRIC HEATER—Tubular electric heot 
ing elements for use in regeneration ce 
humidifiers for compressed gases have 
been developed by Heatube Corp. in co- 
operation with Industrol Corp., Roselic 
Park, N. J. The dryers remove moisture 
from the air and other gases by passage 
through a bed of solid desiccant. An ex- 
clusive feature, Heatube says, is the 
finned system chamber design which pro- 
vides uniform heat distribution. Man 
other heaters also are described in Cat«- 
log 53 of Heatube Corp., Allegan, Mic’. 
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Backshop . a a. By Jack Weed 
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Washington or St. Louis at this 
time of the year. 
. * + 


A Handy Book 

OB DeMINICO, of the William 

T. Small agency, sent me a 
daily record book which I believe 
most dealers and every car and 
truck salesman should have. This 
little book, put out by Dartnell 
Corp., is called the Salesman’s Data 
Book, At the head of every page, 
containing spaces for notes for 
each day in the week, is a sales 
slogan that is a real thought- 
provoker. 

For instance, some that parti- 
cularly hit my fancy, as I hark 
back to my selling days are: 
“1953 records were made to be 
broken,” “A motionless bell never 

, chimes,” “Many big orders run 
around disguised as calls” and 

“The right angle is still the try 

angle.” 

Another that is particularly apt 
right now for vehicle salesmen is 
“Presentation without demon- 
stration is just conservation.” Yea, 
brother, “A comer is a salesman on 
the go.” And if you don’t think so, 
just check up on those boys whose 
commissions run into five figures. 


Not-so-Slim (any more) Barnard 
comes up with a squib that ex- 
plains why I’m plugging this book. 
In his “Slim Pickin’s” column in 
the Los Angeles Examiner, Slim 
recently wrote: 

“Speaking of aggressive selling, 
Mr. K. K., a top executive in one 
of the city’s largest organizations, 
bought a car in 1948. Every month, 
since then he has taken it to his 
dealer for servicing. He has never 
missed. 

“In 1951 he decided he needed 
@ new car and told his wife he 
was going to wait until someone 
asked him to buy. He is still 
driving his 1948 car and is grow- 
ing disgusted.” 

The executive told Slim that “if 
someone in the service department 
made even the slightest attempt 
to sell him a new car he would 
buy.” aoe 
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Surprise the Boss 


F THE so-called “service sales- 
men” were salesmen, they might 

even surprise the boss and them- 
selves by selling a car just by 
asking some customer if he didn’t 
think it was time the customer 
traded in his present car on a new 
one, 

In most cases, however, I feel 
certain that I am asking too much 
of the greeters these days. For my 
dough, most of them can’t even 
hold customers by being as nice to 
them as they are to the hamburger 
dispenser in the restaurant down 
the street. 

In the Allied Plan Monday 
Service Letter of Dec. 18, a line 
struck me quite forcibly. It said, 
“Automobile owners are not 
itinerant from choice, but wander 
from one shop to an other 
searching for satisfaction.” 

How true that is. 

The writer of that poignant line 
followed with a paragraph directed 
to the dealers who buy their 
service. The paragraph, so basic 
under present competitive con- 


ditions, reads as follows: 
* * * 


All Kinds of Service 


"D? YOU tell your story of how 
good your service is with a 
display of indifference to the 
customer by making him wait be- 
fore you greet him? Do you take 
his order for certain operations and 
then perform more, replacing parts 
without his permission or without 
any explanation? 

“Do you go ahead and make a 
repair even though you know it 
is only temporary and that the 
real trouble will come up again? 
Do you definitely promise his car 
back on Tuesday and not finish 
it until Wednesday? 

“Do you deliver his car with a 
greasy steering wheel (or with a 
big gob of grease smudge on the 
middle of the front seat caused by 
trying to wipe off the spilled grease 
with a dry rug as my car was re- 
cently turned over to my 
daughter) ? 

“Do you quote him a price and 
then have the cashier hand him a 








bill for about three times as much? 
Do you give him an impersonal 
nod when he comes in for his car 
because you just can’t remember 
his name? Is this the way you tell 
your story?” 

= «€ * 


The Ages of Autos 
QWVEMITTAKER Cable Co. recently 
put out a piece of advertising 
directed at the independent shop 
showing that of approximately 55.6 
million cars now on the road, 7.8 
million are in the “rambling wreck” 
stage, 30.3 million are in the 
“profitable service” age, five million 


are three years old and require 
only minor electrical work, and 12.5 





Loving Gets Own Deal 

Loving Chevrolet Corp., Inc., has 
succeeded W. B. Carneal Chevrolet 
Sales in Tappahannock, Va, The 
franchise has been transferred to 
A. W. Loving, formerly general 
manager of Martin Chevrolet Sales, | 
Inc., Richmond, Va. 





million are two years old or less 
and need very little service. 

Yet many franchised car and 
truck dealers direct their entire 
service attention to the three- 
year-old cars and actually shun 
the cars four or more years vld 
where the real profitable service 
business is. 

Of course, this situation isn’t 
new. It has been the case, more 
or less, for many years, with the 
exception of the war years when 
dealers had no new cars to sell— 
and, incidentally, when they kept 
the entire shop going and making 
money on service alone, 


Yet I know dealers, successful 
dealers, who make it a point to 
capture as many of those four and 
five-year-old cars as possible for 
their service work, These dealers 
know that it is not only profitable 
for their shop but it brings into 
their shop the best potential used- 
car buyers in the market. 

And what is harder to sell than 
used cars? 

Smart dealers realize that they 
have a: chance to sell used cars to 
their service customers, not buy 
their used-car sales by longer 
trades on the second tradein. 
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Jeep Keeps the Show on Ice— 


These ice skaters like the converted Jeep which “stars” with them in the “Holiday 
on Ice" production. The extra equipment and machinery which nearly hide the vehi- 


Yep. We're getting into that/|le’s identity enable it to smoothe the ice between acts so skaters can perform more 


market now. 


safely. 











This is Philadelphia | | 








Philadelphia transcends the Liberty Bell. It’s this freighter 
on the Delaware River. Pepperpot soup and the Parkway. 
Plus Eddie Fisher’s voice and Franklin Watkins’ palette. 
Beautiful homes on tree-lined streets; ranch types, duplexes 
in a hundred new developments. Then add University of 
Pennsylvania and Bucks County. Textiles. Connie Mack. 
And ice cream. 


All together: 14 counties (in 3 states), whose 414 million 
residents push $4 billion across retail counters yearly. 


All this is Philadelphia. 
The pages of The Evening and Sunday Bulletin reflect the 
character, needs and interests of the people of this entire 


region. The Bulletin is Philadelphia. 


In recognition, the people of Philadelphia have made The 
Bulletin their favorite newspaper. Throughout the vast 14- 
county area, they buy it and read it and respond to its adver- 
tising. It is the buying guide in one of the nation’s most 
important markets. 


In Philadelphia nearly everybody reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 285 Madison 
Ave.; Chicago, 520 North Michigan Ave. Representatives: Sawyer Ferguson Walker 
Company in Detroit °¢ 


Atlanta © Los Angeles * San Francisco 
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Cockpit of Kaiser Darrin Sports Car— 


The instrument panel dials of the Kaiser Darrin 161 include an r.p.m. tachometer 
as well as fuel, oil pressure, temperature and other gauges. The right half of the dash 
is safety-padded. The over-drive transmission is operated by a short competition-type 
shift lever mounted at hand height in the driveshaft floor tunnel. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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DUCO*factory-controlled color matching 
saves time, money, and materials 














No need to wrestle with color-matching problems when you 

use factory-controlled Du Pont DUCO Lacquer colors! For 

DUCO colors are matched exactly to car maker’s standards. 

Just check the color combination of the car . . . then 

identify the corresponding color from over 700 listed in the 

Du Pont Color Bulletin. Next, call your Du Pont jobber 

and order the color. It’s easy, economical—no waste of 
time and materials! 

And durable DUCO sprays on smoothly and easily . . . pol- 

ishes to a hard brilliant gloss. So for 

fast, controlled color matching and a 

perfect paint job every time, call the 

Du Pont stock point nearest yourshop. 


E. 1. du Pont de Nemours & Co. (inc.), 
Wilmington 98, Delaware. 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 














CHEMICALLY ENGINEERED 
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Du Pont Refinishin 
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Selling Step Up... 


Dealers Give Service 
Increased Emphasis 


(Continued from Page 26) 


ber of brake jobs done by dealers, 
brakes appearing on 14.8 percent 
of all orders. In November brake 
work was down, appearing on 
12.4 percent of all dealer repair 
orders, 

Chassis work, which includes 
front end and wheel balancing, also 
is becoming a bonanza for many 
franchised dealer shops. In Jan- 
uary chassis service appeared on 
but 12.2 percent of the tickets. In 
July it hit the high for the year 
with 22,8, and in November was 
appearing on 20.1 percent of all 
orders. 

+ * ” 
ODY work also has increased 
importantly since July. Here 
again is an opportunity for specu- 
lation. Has the increased work 
since July been caused by more 
accidents, resulted from more used- 


car recondition work by the deal- 
ers, or is it an indication that more 
owners are figuring on getting their 
cars in top condition so they can 
drive them another year? 


Body work was at a low-low at 
7.8 percent of all repair orders 
in January, held at 8.8 percent in 
June, jumped to 12.9 percent in 
July and hit the year high of 
13.8 percent in October, In No- 
vember it dropped to 12.6, which 
was the lowest since July 1. 


Miscellaneous services doubled 
since the first of the year. In Jan- 
uary they appeared on 4.2 percent 
of the tickets and in November ac- 
counted for 9.8 percent. This serv- 
ice jumped more than 3 percentage 
points from June (4.67) to July 
(7.95). 

The improvement in the number 
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BETTER RESULTS — GREATER PROFITS 
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of items sold per repair order 
shows the greatest encouragemen 
of all, in that dealers are gettin;; 
better management and better sell 
ing in their service shops, Frorm 
January, when items-per-repair-or 
der hit what is believed to be a: 
alltime low of but 1.12 items pe: 
ticket, the improvement has been 
steady and consistent. Novembei 
showed 1.78 items appearing on 
the average dealer repair order. 
+ * * 
ly IS the belief of many experts 
in service management that if 
this increase continues to where it 
hits two items per ticket, the ma- 
jority of dealers hitting, or better- 
ing this mark will be in a healthy 
absorption position. 

Customer labor sales per repair 
order was at the year low in 
June when but $8.88 worth of 
customer labor was sold per 
ticket. This month’s return was 
even 9 cents lower per repair or- 
der than January, when the aver- 
age customer labor sale was 
$8.97. October, the last month for 
which complete and authentic 
figures are available, hit the high- 
est average customer labor sale 
of $9.36 per repair order, 

Parts sales also hit the year low 
in June—$6.98 per repair order. 
November, which showed the high- 
est customer labor, showed the 
fourth-lowest parts sale per ticket 
of the 10 months. November parts 
sales were but $7.14 per repair or- 
der. The high parts sales month 
of the year was January, which 
was the lowest in practically every 
other service. January showed a 
sale of $7.29 per order. 


Five Sites Added 
To GM Network 
Of Shop Schools 


DETROIT.—General Motors has 
announced sites for five more train- 
ing centers where mechanics of GM 
car and truck dealerships will re- 
ceive instruction in new service 
methods and technological ad- 
vances. 

GM plans a network of 35 
centers. One, at Detroit, already is 
in operation. Ground has been 
broken for others at Parma, O.; 
Union, N. J.; Dedham, Mass.; 
Moorestown, N. J.; Fairfax, Va., 
and Garland, Tex. 

The new sites announced are El 
Paso, Tex.; Johnson County, Kans.; 
Golden Valley, Minn.; Atlanta, and 
Hinsdale, Ill. 

Each center will be a brick and 
steel building with an area of more 
than 26,000 square feet and shop 
classrooms for the Chevrolet, Pon- 
tiac, Oldsmobile, Buick, Cadillac, 
GMC Truck & Coach, Fisher Body 
and United Motors Service di- 
visions. 

The El Paso center will serve 
most of the Arizona, New Mexico 
and west Texas area; the Johnson 
County center (near Kansas City), 
western Missouri and Kansas, ex- 
cept the northwest tip; the Golden 
Valley center, Minnesota, north- 
western Wisconsin, North Dakota, 
and western South Dakota; the 
Atlanta center, Georgia, western 
North Carolina, western South 
Carolina, and southeastern Tennes- 
see, and the Hinsdale center, 
northern Illinois and northwestern 
Indiana, 


Id. Jobbers Start 
Shop Credit Plan 


TWIN FALLS, Id.—A Certified 
Automotive Service finance plan for 
customers has been put into oper- 
ation in central Idaho under the 
sponsorship of the automotive 
parts jobbers. 

According to Reed Gould, presi- 
dent of the Magic Valley Auto- 
motive Jobbers, 41 repair shops 
and garages in eight counties are 
participating in the plan. Financing 
is handled by a Twin Falls finance 
company. 


North West Handling TV 


North West Motor Corp., Ltd., 
distributor for Kaiser, now holds a 
partnership in North West Tele- 
vision, a subsidiary organization 
which has its showroom on the 
company’s premises at Burrard and 
Broadway, Vancouver, B. C, Mod- 
ernization of the main Kaiser dis- 
tributing center operated by the 
company is in progress, 
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Sales Conditions in Various Areas 





Auto Market Reports 


Washington, D. C. 

New-car sales in the District 
of Columbia during December, ac- 
cording to preliminary figures, 
totaled 1,456, compared with 2,804 
in November. December sales were 
the worst for any month of 1953. 

Plymouth was No, 1 in sales, 
with 307. Chevrolet followed with 
257, and Ford was third with 
249. 

Other sales were: Pontiac, 100; 
Oldsmobile, 95; Buick, 80; Mercury, 
77; Dodge, 66; Cadillac, 54; Chrys- 
ler, 43; DeSoto, 28; Studebaker, 
28; Packard, 15; Hudson, 14; Nash, 
14; Lincoln, 9; Willys, 7; Kaiser, 
2; Henry J, 1, and miscellaneous, 10. 

*~ * x 


Columbus, O. 
December new-car sales in Co- 
lumbus, O., totaled 1,503, compared 
with 1,861 in November. 

Ford took over first place from 
Chevrolet by selling 370 units. 
Plymouth was second with 213, 
and Chevrolet, with 185, was third. 

Other sales by makes were: 
Dodge, 161; Pontiac, 106; Buick, 
97; Mercury, 79; Oldsmobile, 77; 
DeSoto, 43; Studebaker, 39; Nash, 
38; Chrysler, 36; Cadillac, 27; Pack- 
ard, 9; Lincoln, 5; Willys, 5; Hud- 
son, 4; and miscellaneous, 9. 

Used-car sales totaled 7,394, com- 
pared with 8,860 a month earlier. 

New-truck sales totaled 174, com- 
pared with 185 for November. Sales 
by make were: Foord, 58; Chevro- 
let, 29; GMC, 24; Dodge, 21; Inter- 
national, 15; Reo, 9; Divco, 6; 
Willys, 4; Studebaker, 3; FWD, 2; 
Mack, 2; and Diamond T, 1.—(Bert 
Strang.) 


Tacoma, Wash. 

Used-vehicle transactions 
throughout Pierce County (Tacoma, 
Wash.) fell off more than 500 units 
during December, with a total of 
1,354 units being registered. The 
opening week’s transfers of 409 
units was the best effort since mid- 


November.—(R. E. Sconce.) 
Ba * * 


Manhattan, Kans. 


New-car sales in Riley County 
(Manhattan), Kans., slumped de- 
cidedly during December, with 67 
sales compared with 104 in Novem- 
ber. 

Sales by make were: Chevro- 
let, 16; Ford, 13; Plymouth, 12; 
Studebaker, 6; Chrysler, 5; Mer- 
cury, 4; Buick, 3; Oldsmobile, 3; 
DeSoto, 1; Hudson, 1; Nash, 1; 
Pontiac, 1, and Willys, 1. 

Used-cars were: 212, compared 
with 223 in November. 

New-truck sales were slightly 
lower. There were 11 sold in De- 
cember against 13 in November. 
Sales by make were Ford, 4; IHC, 
3; Chevrolet, 2, and Dodge, 2. Used- 
truck sales stood about even, with 
13 sold in December and 13 in No- 
vember.—(George M. Hunholz.) 

* x = 


Pittsburgh 


While business in the Pittsburgh | 


district fell to 165.4 percent of the 
1935-39 average as of Jan. 3 from 
172.5 the previous week, new motor 
car registrations showed a large 
year-end advance, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

Nearly all major lines of activity 
reported decreases. The steel ingot 
rate was reported to be 83 percent 
of capacity in the week ended Jan. 
3, compared with 75.5 percent the 
preceding week.—(Leon M. Leffing- 


well.) 
of * * 


Houston 

New-car sales in Houston in 
December totaled 3,292, compared 
with 3,270 in November. New-truck 
sales in December fell to 536 from 
604 in the preceding month. 

Ford, with a new-car turnover 
of 965, was top seller. Chevrolet 
followed with 757. Other car sales 
by make were: 

Plymouth, 273; Mercury, 262; 
Buick, 259; Pontiac,180; Oldsmo- 
bile, 114; Dodge, 105; Chrysler, 
75; Cadillac, 68; Studebaker, 66; 
DeSoto, 41; Nash, 32; Lincoln, 28; 
Kaiser, 24; Hudson, 12; Packard, 
10; Willys, 9; Henry J, 3, and 
miscellaneous, 9. 

New-truck sales by make were: 








Ford, 237; Chevrolet, 172; Inter- 

national, 52; Dodge, 31; GMC, 15; 

White, 12; Autocar, 5; Willys, 5; 

Studebaker, 4; Mack, 2, and mis- 

cellaneous, 1.—(Ruby Fenoglio.) 
+ * * 


Elmira, N. Y. 


Used-car sales in the Elmira (N. 
Y.) area, which fell off consider- 
ably in the closing months of 1953, 
are expected to continue at reduced 
levels, 

Sales of used cars have de- 
clined almost 50 percent, accord- 
ing to Harold Cornish, of Cornish 
Auto Sales, Inc. 

Cornish reported that most used- 
car dealers were. “choked up” with 
automobiles and there appeared to 
be no relief in sight. He said that 
“overproduction” created the situa- 
tion. 

Normally, a used-car dealer 
hopes to sell a vehicle within 15 
days from the time he takes it in, 











Cornish said, but now some cars 
have been on the lots for as long 
as a year.—(George E. Toles.) 

a * * 


Akron 


New-car sales in Akron totaled 
20,810 during 1953, only 539 units 
less than were turned over in the 
record year of 1950. 


New-truck sales totaled 2,236 
to make 1953 the fourth best 
year in history in that category. 
Chevrolet continued as best seller, 

with a turnover of 4,757. Ford sales 
were 3,735. Plymouth sales totaled 
2,248; Buick, 1957, and Pontiac, 
1,308. Others in the top ten were 
Dodge, Oldsmobile, Mercury,: De- 
Soto and Studebaker, in that order. 
—(Joe Kuebler.) 
* + * 


Birmingham, Ala. 


New-car sales in Birmingham, 
Ala., in December totaled 976, a 





When Customers Come in for 


“and Ul Change 


Tout of (0 will say. 


Protecti ng 


More New Car Engines 
~ than Any Other Brand 


drop of 653 from the 1,629 sold in 
November. 

Ford topped Chevrolet, 312 to 
201, while Mercury was third 
with 74. 


Sales of other makes were: Buick, 
60; Cadillac, 19; Chrysler, 29; De- 
Soto, 23; Dodge, 46; Henry J, 1; 
Hudson, 1; Lincoln, 7; Nash, 13; 
Oldsmobile, 48; Packard, 30; Plym- 
outh, 63; Pontiac, 39; Studebaker, 
9, and Willys, 1 

Prices on used cars seem to have 
leveled off, with sales still slow.— 
(Stuart Riddle.) 

* 


e..2 


San Antonio, Tex. 

Vehicle sales in Bexar County 
(San Antonio, Tex.) for 1953 totaled 
15,168, compared with 12,111 for 
1952. 

Of the 1953 total, 12,885 were 
cars and 2,283 were commercial 
vehicles. 

Ford led in car sales, with 
a total of 3,103 for the year, fol- 
lowed by Chevrolet with 3,007 and 
Plymouth with 1,070, Other top 
sellers were Buick, 899; Mercury, 


800; Oldsmobile, 663; Dodge, 672, 
and Pontiac, 627. 
In commercials, Chevrolet led 


with 733, followed by Ford with 
| 698. International 








e Clement Too 
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sold 319 and 


an Oil Change 


37 


Dodge and GMC turned over 125 
units each.—(J. H. Reed.) 


* * * 


Atlanta 
December new-car sales in Ful- 
ton and DeKalb counties (Atlanta) 
totaled 1,283. New-truck sales were 
124, 

Total sales for 19538 were 26,542 
new cars and 3,480 new trucks. 
New-car sales by make for De- 

cember (12-month totals in paren- 
thesis) were: Ford, 391 (5,632); 
Chevrolet, 227 (6,583); Plymouth, 
179 (3,032); Buick, 108 (2,175); Mer- 
cury, 95 (1,500); Cadillac, 47 (547); 
Pontiac, 45 (1,784); Dodge, 41 (1,- 
128); Oldsmobile, 38 (1,367); Stude- 
baker, 29 (642); DeSoto, 23 (414); 
Chrysler, 22 (464); Packard, 12 


(312); Lincoln, 8 (176); Nash, 6 
(252); Hudson, 4 (209); Kaiser, 2 
(169); Willys, 2 (94), and miscel- 


laneous, 4 (62). 

New-truck sales were: Ford, 49 
(986); Chevrolet, 31 (1,355); Dodge, 
25 (313); GMC, 6 (209); Inter- 
national, 6 (296); Mack, 3 (39); 
Reo, 2 (15); Studebaker, 1 (51); 
White, 0 (98), and miscellaneous, 
4 (68). —E. Cc. Bash.) 
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NADA Clinic Digs Deep . . . 


Truck Sales Success Analyzed 


(Continued from Page 17) 
U-bolts so that they may be read- 
ily taken off or switched to another 
truck. We do not feel that this is 
a waste of time as a truck sure 
looks like more truck with that 
body on it. 

cd * * 
Analyze Market 

I strongly urge those dealers 
having a used truck turn problem 
to analyze their local market as to 
wheelbases and bodies. I'll prac- 
tically guarantee a speedup of turn 
50-100 percent by so doing. 


a 
bt 
Hi ; 
Hi 
PREF 


HBS 
: 
ie 
: 
i 


Bes 


bodies, reconditioning and adver- 
tising. 


If that is properly done, an ade- 
quate fast turnover of your used 
trucks is assured. 


Management 


Of Selling 


R, J. Young 
Young Motor Car Co., Inc. 
(Dodge-Plymouth), New Orleans 

Nearly everyone will agree that 
being a truck dealer is not so much 
different in most respects than be- 

ing any other kind of dealer. 
Certainly there is one funda- 
mental that is applicable to all 
fields, and that is that you want 
to make money. Many automobile 
dealers have the feeling that 
there is no money to be made in 
the selling of used cars and 
trucks. And there is a way in 
which you can make money from 
used vehicles, That is keep from 





* 5 es — ¥ x 
Winter Tire Business Blooms— 
Increased production of winter tires featuring 25 percent better traction is re- 


ported by B. F. Goodrich Co. Production 
make a final inspection of the tires which, 
white sidewalls. 


losing it in the used-truck de- 
partment, 

Which is to say, it is one thing 
to sell a new vehicle and make a 
gross profit, while it is another to 
conserve that gross profit through 
to the end of the sale, which is 
accomplished in the final washout. 
That is the way in which we can 
make money in the Used Truck 
Department. 

You make money, by exerting 
good management and good control 
in used vehicle merchandizing. 

It is my personal experience that 
one of the hardest jobs in the auto 
business is to exert really good in- 
telligent management and control 
day in and day out. It is especially 
difficult to do so in the handling 
of used vehicles. We are all prone 
to forsake that department in favor 
of the more glamorous job of man- 
aging new car sales and other de- 
partments. And yet used vehicles 
actually represent our profit, and 
sometimes a great deal more than 
our profit. 

Too often, under present condi- 
tions, used vehicles also represent 
actual cash out of pocket. 

* . o 


Rules for Control 

Now, how do we proceed to man- 
age and control these dollars that 
are so important to our business? 
Let’s examine some simple rules 
that we will want to follow in the 
handling of used trucks. 

1. Used trucks must be brought 
into inventory on an appraisal 
that is sound and realistic. The 
only way that you can do that 
is to actually go through the job 
of appraising each one on paper 
as you are in the process of buy- 
ing it from the owner. No matter 
what your appraisal method may 
be, it must be in writing. 

The appraisal is the basis for 
everything that follows. With it 
you actually check the identifica- 
tion numbers on the truck itself, 
and thereafter it can be assumed 
that they are right as they appear 
on the appraisal. The same applies 
to the other things that are sup- 
posed to be on the truck. 

2. Control of inventory is the next 


men at the firm's Tuscaloosa (Ala.) plant 
for the first time, are now available with 





$2,563.17; stat. wag., $3, 

dr. sed., $2,520.17; Riviera, $2,- 
56; stat. wag., $3,470. Super — 4-dr. 

sed., $2,711.17; Riviera, $2,625.56; conv., 
og? Roadmaster —— 4-dr. sed., $3,- 

; Riviera, $3,373.05; conv., $3, 520. 56; 

$4,483. ( Dynafiow 


optional at 
$192.50 on all other models.) 


CADILLAC — Series 62—4-dr. 
666.26; cl. cpe., $3,571.33; coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 

. sed., $4,304.88. Series 75 — 8 


sed., $3,- 


OHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
_ -dr. sed., $1,771; 2-ar. sed., $1,717; 


“pe., $1.78 $1,782 a 6-pass. stat. was., $2,- 
iss, -dr. sed., $1,884; 2 sed., 
$1,830; hardtop, $2,061; conv., Se 185; 


8-pass. stat. wag., $2,283. 
$3,523. (rowengiie Gunderé on Corvette, 
ee 





- | Meadowbrook Six and V-8. 


Current 


066. mie stat. 
sed. 


- $3,302" 
$4,024.25. 


is.aa8° $3,321. New ae 

75 Seo ae $4,368); cl. 
$3,503; stat. wag., 

cor ‘Toa Deluxe—4-dr. sed., 

~. $3,406.25; Newport, $3,- 
25. Custom I 


mperial— 
; lim,., $4,797; New- 
Imperial—4 -dr. sed., 
: » to be announced. 
(PowerFlite standard on all eighi-cylinder 
pom optional at $189 on Windsor De- 
juxe.) 


DeSOTO—Powermaster Six — 4-dr. sed., 
$2, 3°5. 75 (8-pass., $3,281) ; 


—4- “ar. sed., $2,673 (8-pass., $3,558.75); 
cl, cpe., $2, 651. 50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. 
( optional at $189 on ail models. ) 


DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8—4-dr. sed., $2,175.75; cl. 
154.25. Coronet Six. 
cpe., $2,109; ar 
4-dr. 2-seat stat. be 
3-seat stat. wag., $2,790. "25. 
4-dr. sed., $2, 244.50; cl. cpe., $2,223; spt. 
epe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag. $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; spt. cpe., $2,503; conv., $2,632. 
(Gyro-Matic optional at $130.10 on 
PowerFlte 





important step in used-vehicle mer- 
chandising. Regardless of how 
small your dealership may be, in- 
sist that your bookkeeper or some- 
one in your accounting department 
provide you with an inventory card 
completely describing the used 
truck taken in. 

If your dealership is one of the 
larger ones, then you will want to 
put these cards in a 1-to-31 file box 
and keep moving them toward the 
back each day as they become old- 
er in stock, 

+ * * 
Age Trucks Daily 

This is perhaps the most impor- 
tant of all the rules of control. 
You must age your used trucks 
every day. It is only by doing this 
that you will keep them moving as 
they should. 


specific 
salesman with a bonus on it, or 
you are going to have to put on 
a cleanup sale. 


up 
We have got to realize now that! p 


there is no such thing as a con- 
tinuous wholesale market. Even if 
there were, you are wasting your 
gross profit by sharing it with a 
wholesaler. So let’s use an inven- 
tory card on each and every used 


truck as the focal point of control. 
= * . 


Time Reconditioning 

Regardless of how well you con- 
trol other things, unless you have 
some means of controlling the time 
allowed for reconditioning, you are 
not going to be able to obtain a 30- 
day turnover on used trucks. 

It is really important that you 
pay special attention to whether 
the reconditioning is getting done. 
If it fails to get done in one to 
three days, you are sunk on your 
30-day turnover. 

For use in all but the very small 
dealerships here is a “daily analy- 
sis of used-car reconditioning” that 
has proven successful, This applies 
only to vehicles that are waiting to 
be reconditioned or are in the re- 
conditioning process. 

It acts as a daily inventory of the 
vehicles in the reconditioning de- 
partment. 

Assuming that we have exerted 
a daily control over the appraisal 
and reconditioning of the used 
truck, there are still some other 
things that have to be done in or- 


||}der to have a 30-day turnover. Of 


course, proper methods of display, 
proper pricing and good housekeep- 
ing daily on the used-truck lot all 
have important places in keeping 
used trucks moving. But more than 
that is needed. 
” x > 
Watch Salesmen 

I think we will all agree that 
there must be a definite control ex- 
erted over the manner in which 
salesmen solicit sales. If we do not 
make a real attempt to control this, 
salesmen will deteriorate. They will 
sit around the used-truck lot and 


Prices on New Cars 


optional at $189 on all other models except 
Coronet Six station wagons.) 


FORD — Mainline Six — 4-dr. sed., $1, 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029. Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 


HENRY J — Corsair Four — 2-dr. sed., 
b Deluxe Six — 2-dr. sed., 


HUDSON—Jet—+4-dr. sed., $1,858; 2-dr. 
utility, $1,836.75. Super Jet—i-ar. sed., 
$1,954; 2-dr. sed., $1,932.75, Jet-Liner— 

4-dr. ‘sed., $2,056.60; | 2-dr. sedan, §$2,- 
045.85. Wasp—4-dr. sed., $2.256.11; 2-dr. 
sed., $2,209.43; cl. cpe., = 256.11. Super 
Wasp—4-ar. sed., $2,465.84; 2-dr. sed., 
$2,413.28; cl. cpe., $2,465.84; Holiywood, 
58, 708; conv., $3,004.20. Hornet — 4-dr. 

$2,768.86; cl. cpe., a. eee Holly- 
al $2,987. 7B; conv., ‘s3. 287.7: ‘(Aydra- 
Matic optional at $178. 03 on cn models in 
Jet category. Borg-Warner automatic 
transmission optional at $178.03 on all 
other models.) 


KAISER — $2,- 
372.69; 2-dr. $2,312.5 36 "“Donunen2 4a 
sed., $2,512. 0: club sed., $2,459; tar. 


Traveler, $2,618.55. Manhattan—4-dr. sed. sed., 


a 





Hodak Mofor Sales in Parade— 


This colorful float was entered during the centennial festivities in Kankakee, Ill., by 


Hodak Motor Sales, Inc. 


ceremonies. 


do nothing until a prospect walks 
in. It is no longer possible to mer- 
chandize used trucks, or cars either 
for that matter, with this kind of 
solicitation. 

You will want to require each 
salesman to operate a system of 
prospect cards, There are dozens 
of different kinds, all of which 
are pretty good. 

One example is the usual type of 

card to be made up in 
triplicate, one copy to be used by 
salesman when making calls, the 
next copy to be filed in a follow-up 
data file, and the third copy to be 
filed alphabetically by the custom- 
er’s name. The reverse side is used 
as an owner followup card after the 
sale is made. 


The next step in the control of 
prospecting and solicitation on the 
part of the salesman is a daily 
work sheet. There are likewise 
many kinds of daily work sheets, 
but it is best to stick to simplicity 
in order to make it possible for the 
salesman to avoid losing too much 
time in completing them. 

* * * 


The important thing in connec- 
tion with any sales activity is that 
someone, either a sales manager or 
the dealer himself, must make a 
daily ritual of going over things 
with the salesman. 

This must be done to obtain our 
share of the new-vehicle business 
and at the same time to keep a 
very tight control on what sales- 
men do. They will resist it gener- 
ally, for they, too, have been en- 
joying lush times. However, it is 
time they got back to work. 


* ® * 


Daily Check Needed 

Any dealer with a business large 
enough to employ two or more 
salesmen will need to exert a tight 
control over the number of units 
that he takes into stock each day, 
as well as what is sold. Only then 
will he know the exact number of 
units in stock in the used-car and 
truck department at all times. 

You will want to have one other 
control. It is important that each 
salesman be provided with a cur- 
rent list of the used trucks that 
are available. Otherwise, he may 
have to drag the customer all over 
the place looking for used vehicles 


$2,649.63; cluD sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 

LINCOLN—Lincoln — 4-dr, sed., $3,522; 
hardtop cpe., $3,625. Lincoln Capri—4-dr. 
sed., er hardtop cpe., $3,869; conv., 
$4,030. (Hydra - Matic standard on ali 
oan) 


Y — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed,, $2,193.50: sport cpe 
$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; Sun Valley, $2,581.50: 
conv., $2,609.50; stat. wag., $2,776. (Mere- 
O-Matic optional at $189.77 on all models.) 
NASH—Rambler Super—4-dr. sed., $1,- 
995; hardtop, $1,945; Suburban, $1,945. 
Rambler Custom—4-dr. sed., $2,175; hard- 
top, $2,095; conv., $2,125; 2-dr. stat. wag., 
$2,095; 4-dr. stat. wag., $2,195. Statesman 
Super—4-dr. sed., $2,178; 2-dr. sed., $2,- 
130. Statesman Custom—4-dr. sed., $2,362; 
hardtop, $2,468. Ambassador Super—4-dr. 
sed., $2,412; 2-dr. sed., $2,360. Ambassador 
Custom—4-dr. sed., $2,595; hardtop, $2,- 
730. (Hydra-Matie optional at $178.85 on 
all models.) 


PLYMOUTH — Plaza 4-dr. sed., $1,765; 
cl, sed., $1,727.25; bus. cpe., $1,617.50: 
stat. wag., $2,064. Savoy—4-dr. 
872.50; cl. sed., 


(Studebaker). More than 


all the years to come. 
* * 





100,000 persons viewed the 


and then have to inquire about the 
asking price. 


Any kind of a list will do, but 
it should contain the stock num- 
ber, year, make and model of the 
truck, serial number, license 
number and selling price. 

Optimism is good and yet too 
much of it gets us off the beam. 
The optimist looks at his total vol- 
ume of business, his earnings and 
dividends, and he is sure he’s on 
the road to the millennium. The 
pessimist looks at the same figures 
and says that they can’t be right, 
they cannot continue, we are bound 
to have a recession. 

The realist uses the practical ap- 
proach. He sets up tight controls 
and proceeds on the theory that 
come what may he can continue on 
through any storm that may come 
his way. 

But he is always trying to in- 
crease his volume of sales through 
good controls. He is the first-line 
defense against economic upheav- 
als and will continue thus through 


How to Harvest 
Service Dollar 


By 
R. J. Carney 
G. M. Truck Co., Charlotte, N. C. 

In discussing the subject of profit 
possibilities in truck service work, 
I feel that I must direct my re- 
marks to dealers who have not en- 
gaged in this field, for I am con- 
vinced that the dealer who has 
made an honest effort to provide 
good truck service cannot help but 
be amazed at the volume of busi- 
ness and source of profit he has 
tapped. 

The dealer who has made ro 
effort to enter this field would 
probably want the following three 
questions answered before doing so: 

1. Is the potential market large 
enough to justify my effort? 

2. Is it profitable? 

3. How do I break into this 

market? 

To answer the first question I 
need only point to the increase in 
truck registrations in the 10-year 
period from 1942 to 1952. In 1942, 
some 4,608,086 trucks were regis- 
tered and in 1952, despite the lack 

(Continued on Page 39, Col. 1) 


PONTIAC—Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. 


6 7 
130. 53; 2-dr. sed., $2,072. =m ‘2-seat’ stat. 
wag., $2,504. Chieftain ‘Special—4-ar. 
sed., $2,101.62; 2-dr. lod, $2,043.45; 2- 


seat stat wag.. $2,439; 3-seat stat. wag.. 
$2,494. 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat 
stat. wag., $2,579. Star Chief 8—Deluxe 
4-dr. sed., $2,301; Custom 4-dr., 


$2,630, Catalinas—Chieftain 

6 Deluxe, $2,316.30; Chieftain 6 Custom, 

$2,382.43; Chieftain 8 Deluxe, $2,391.99; 

Chieftain 8 Custom, $2,458; Star Chief 8 

Custom, $2,557. (Hydra-Matie optional at 

$178.35 on all models.) 

STUDEBAKER — Champion Custom — 

4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 

Deluxe nom ele. sed., $1,918.18, 

2-dr. sed., $1,875.18; 
971.93; 


ue 


-dr. 
438,28. (Automatic Drive optional ai $216 
on Champion, $226.50 on Commander.) 
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Dealers Dig Deep... 
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INADA Clinic Analyzes 
Truck Sales Methods 


(Continued from Page 38) 


of production during the war years, | exceeded the initial cost of ‘the 


truck registrations had jumped to 
8,817,612 exclusive of 390,285 trucks 
publicly owned. 


Here is a market which has 

roubled in the last 10-year period 

and the increase has occurred in 

both urban and rural communities. 
* + * 


Where Profits Lie 


Now to answer the second ques- 
tion—Is it profitable? 

Regardless of how tough to han- 
dle your customer may be when he 
is buying a new truck, when he 
comes to you for parts or service, 
he expects to pay your standard 
charge. 

If you are servicing trucks 

which accumulate high mileage 
rapidly, it is not at all uncommon 
for them to produce for more 
profit per vehicle through the 
parts and service department 
than they did for the new-truck 
department when they were sold. 

The third question, of course, is 
the $64 question and I can only tell 
you what we in our dealership have 
done. If you want truck service 
business, you must let it be known 
you want it, and are prepared to 
handle it capably and at a cost in 
line with other shops in your area. 

Your shop should be designed for 
easy entrance and departure, with 
doors high enough to permit the 


entrance of van body trucks and |: 


van trailers. 


Even if you do not sell heavy- 
duty trucks, if you are in a posi- 
tion to service them, you will find 
this very lucrative business. Your 
parts department should stock 
truck parts commonly used and 
every effort should be exerted to 
complete a service job as quickly 
as possible, for a truck out of serv- 
ice represents money out of pocket 
to the owner. 

In many cases we lend a vehicle 
out of our used truck stock to a 
service customer with a hot load 
and we believe the good will gained 
justifies this. 

Our parts men are on call any 
hour of the night, Sundays or holi- 
days, and we have found this, too, 
pays big dividends in good will. 

* * x 


Keep Work Steady 


We believe very strongly in a 
plan of preventive maintenance 
service developed by the factory 
we represent, and we find it par- 
ticularly useful in leveling peaks 
and valleys in shop service work. 
Briefly, it consists of a lubrication 
and certain items of inspection and 
adjustment, at a fixed fee at peri- 
odic intervals, these intervals gov- 
erned by mileage or time to suit 
the convenience of the customer. 

We price this service at break- 
even figure, and report to the 
owner any other repairs we find 
necessary as a result of the in- 
spection. Of course, these other 
repairs are provided at regular 
rates, upon authorization by the 
customer. 

These preventive maintenance 
contracts are sold not only by our 
shop but also by our truck sales- 
men, and the salesmen are paid a 
small commission on all future 
service work. 

Through regular contact with 
trucks serviced on this basis, we 
are acquainted with their condi- 
tion, and in excellent position to 
suggest replacement with a new 
truck to our customer when it 
seems justified. This knowledge of 
the truck aids more accurate ap- 
praisals of its value to the used 
truck department, too. 

” * 7 
Extra Dollar Yield 

Regular truck maintenance has 
assumed such importance that one 
of the larger truck manufacturers 
recently sold a number of trucks 
to the country’s largest motor car- 
rier. Along with the sale of the 
trucks it sold a contract to main- 
tain these trucks at a fixed figure 
for a specified number of miles. 
The gross return from the mainte- 
nance contract in this case greatly 





trucks. 

We do not confine our solici- 
tation of P.M. contracts to the 
make of truck we sell. We want 
the opportunity to service all 
makes, as we feel our job of con- 
verting the owner to our make 
of truck is made much easier 
after we have satisfied his serv- 
ice requirements on the make he 
is presently using. 

Neither do we confine our parts 
solicitation to fleets using our 
make, as the same unit parts, such 
as axles, transmission, etc., are 
used in several makes of trucks 
and are interchangeable. 

In conclusion, I would like to 
offer as testimony that truck serv- 
ice is profitable the fact that 
through truck service exclusively, 
our percentage of absorption in 
1953 was 112 percent. 





Fram Signs Purchase of Lewis Co.— 


Steven B. Wilson (seated left), president and board chairman of Fram Corp., Provi- 
dence, R. |., signs the final papers legalizing the purchase of Warner Lewis Co., Tulsa, 
Okla., with Warner Lewis, president, at his side. Standing (from left) are John C. 
Thom, Fram vice-president in charge of subsidiaries; S. Everett Wilkins, Fram general 
counsel; William B. Franke, of Franke, Hannon & Withey, New York, accountant firm; 
Fenelon Boesche, Lewis attorney; J. N. Fitzgerald, Lewis vice-president, and Arthur F. 
Pettet, Fram general manager. The new firm will be known as the Warner Lewis Co. 
division of Fram. It manufactures liquid fuel separators, filters and meter calibrating 


tanks. 





Must Rebuild Sales Power, 


BALTIMORE.—The crucial task 
facing business in 1954 is the re- 
building of American selling power, 
according to Ed 
C. Quinn, presi- 
dent of Chrysler 
division. 

Speaking be- 
fore the Adver- 
tising Club of 
Baltimore, Quinn 
said that 1954 has 
been widely billed 
as a competitive 
year, but, he said, 
businessmen 

Ed, ©. Quinn must realize that 
to be a good year it must be a 
selling year. 


“This is something I believe 
needs to be discussed seriously, 
sincerely and often during the 
next few months,” Quinn said. 
“I think it is important because 
it has a lot to do with whether 
we use the year 1954 to strength- 
en our way of doing things in 
America or let it weaken us, 


“Believe me, we do have a choice 
and fortunately the choice is ours, 
not the choice of somebody else. 
We should choose to use the com- 
petitive situation as a whetstone 
to sharpen our selling ability in- 
stead of allowing it to blunt and 
damage it.” 

Quinn said statistics show that 
1954 has a lot of needs to fill but 
it seems that the big question this 
year will not be can people buy 
but, rather, can business persuade 
them to buy. 

“My conviction is that the first 
step—the starting point—in build- 
ing greater sales power is in ad- 
vertising,” he declared. “We 
know this job carries with it a 
lot of responsibility. We know 
that one of the vital ways to 
keep America going ahead is to 
make 1954 a selling year. This 
means the advertising profession 
has an urgent job of leadership 
to perform.” 

The job of business is to keep 
moving more and better things into 
the hands of more people, Quinn 
said, pointing out that in the face 
of a tightening market and more 


Greer Unit Head 


Of Van Norman 


SPRINGFIELD, Mass.—Selby F. 
Greer, Los Angeles division man- 
ager for Van Norman Co., 
been named vice-president and 
manager of the automotive division, 
it was announced last week by 
James Y. Scott, president. 

Greer replaces George Dickinson, 
who requested a transfer to the 
Chicago area where he will serve 
as a division manager. 

Greer has been associated with 
Van Norman for several years. He 
spent 15 years with Borg-Warner 
as division manager in the Pacific 
northwest and in New England. 
From there he went to the Ameri- 
can Brake Shoe Co. as sales man- 
ager of its Kellogg division. 





pronounced competition, that move- 
ment is bound to become more 
difficult to maintain. 

“In 1954 we'll need every good 
merchant, every good source of 
sales power we can find,” Quinn 
asserted, “That means we must 
help the shaky ones to get tougher, 
and the strong ones to become 
even more effective.” 

One of advertising’s major con- 
tributions in 1954 can be to lead 
the way in presenting a true mir- 
ror of the benefits available from 
the new good things waiting to be 
bought, he stated. 

To do this, advertising people 
must learn more than ever about 
the product and its use, what 
people like most about it, and 
what previous objections to the 
product have been overcome in 
the new model. 

“Industry and advertising must 
develop even greater adroitness in 
presenting the product from the 
customer’s viewpoint,” Quinn said, 
“by determining and putting to 
greater use the appeals that will be 
most effective in influencing people 
in favor of the product.” 

He appealed for an increase in 
believability and persuasiveness of 
sales and advertising appeals. “Such 
advertising must be built around 
such basic virtues as honesty, 
sound thinking and sincere con- 
viction,” he said. 

“Confidence in strength, in abili- 
ty to keep on making progress, 
to continue to maintain and still 
improve the highest standard of 
living in the world is the key to 


Tax on All Goods 
Advocated by 
NAM Chairman 


NEW YORK.—Millions of Ameri- 
cans are being hurt by the present 
“intolerable” and “unfair” excise 
taxes, according to Charles R. 
Sligh jr., chairman of the board 


Says Quinn 


continued business success,” 
Quinn declared. 

“If we want progress we have to 
be confident,” he warned. “By 
spreading confidence in 1954 we 
will be helping to free up buying, 
by bringing otherwise reluctant 
purchasers into the market. 


“Our greatest job right now is 
to build up and spread the feeling 
of confidence wherever and when- 
ever we can. We do that by our 
decisions, by our actions and even 
by our day-to-day conversation.” 


Canada Parts Chains 
Gross $14 Million 


OTTAWA, — There were five 
chain automotive accessories stores 
operating throughout Canada in 
1952, with an average of 44 stores, 
the Canadian Government reports. 
Their sales totalled $14,691,900 or 
0.8 percent of all chain sales. 

Salaries and wages paid to auto- 
motive store employes totalled $1,- 
982,300, accounts outstanding at 
year-end equalled $3,547,200 and 
stocks on hand at year-end 
amounted to $1,334,200 in stores and 
only $20,000 in warehouses. 


39 


Cash Sales Gain 
15% in Canada 
Over °52 Period 


OTTAWA, — The Canadian 
Government has announced that 
vehicle cash sales totaled $284.2 
million during the third quarter of 
1953, compared with $246.2 million 
in the same 1952 period. This was 
a gain of 15.4 percent. 

Emphasizing this trend, the 
Government also disclosed that in- 
stallment sales of auto and truck 
dealers dropped to $169.7 million in 
this period, as against $178 million 
a year earlier. Charge sales fell to 
$117.9 million against $120.1 million. 

Total receivables of such dealers 
advanced to $95.2 million in the 
third quarter as against $90 million 
a year earlier for a gain of 5.8 per- 
cent, 


Since late in 1952, dealers’ cash 
sales showed a steady upward 
trend, rising from 40.8 percent in 
the last quarter of 1952 to 45 per- 
cent in the first quarter of 1953, to 
48.4 percent in the second quarter 
and 49.7 percent in the third 
quarter. 

However, installment sales 
dropped to 30.8 percent in the first 


ter but declined again to 29.7 per- 
cent in the third quarter. 

Charge sales went down to 242 
percent in the first quarter, as 
against, 24.7 percent in the last 
quarter of the previous year and 
down again to 19.1 percent in the 
second quarter, only to rise to 20.6 
percent in the third quarter. 


Letterbox 


(Continued from Page 4) 


week. There was quite a bit of 
rumbling even four and five years 
ago about big trucks running paral- 
lel with each other so you couldn’t 
get around them, and about trailers 
whipping all over the road so 
that it was not safe to pass. Also, 
their tail-gating, which has caused 
another law to be passed in Ohio 
to prevent this. 

All in all, I think the truckers 
have brought this new tax onto 
themselves in Ohio and they will 
bring it onto themselves in other 
states in the near future. 

Not long ago I was reading that 
in all collisions on main highways, 
trucks were involved in 50 to 75 
percent of them.—Doc Greiner, 
Pemberville, O. 





‘Extra’ Oil Is Eyed 


Hard-to-Recover Deposits Could Supply U. S. 
For 5 Years, Researchers Say 


COLUMBUS, O.—Increasing 
interest in tapping more of the 
nation’s vast, so-called “unrecover- 
able” oil reserves has been re- 
ported by the Battelle Memorial 
Institute, industrial research center. 

“Unrecoverable” oil reserves 
are known deposits that have 
been left behind in the process of 
production, primarily because 
their recovery, requiring special 
techniques, would be unprofitable. 

It is possible that such reserves 
in the U. S. could amount to 14 
billion barrels, which is equivalent 


of the National Assn. of Manu-] | 


facturers. 
In a booklet entitled, “Why Our 


millions of employes in “discrimi- 
nated-against” industries are being 
injured because of the depressing 
effect of excise taxes on their 
companies’ business. 

Sligh said that the present 
system subjects certain industries 
to crippling rates, putting them at 
a competitive disadvantage with 
other industries in bidding for the 
customer’s dollar. 

The NAM has recommended that 
all of the present excise taxes, ex- 
cept those on liquor and tobacco, 
be repealed. To replace the $5,500,- 
000,000 in revenue now raised by 






Contest Winner— 
Glenway Chevrolet Co., Cincinnati, won 


‘|serve Bank’s 


to about a five-year supply of oil 
for the country at current con- 
sumption rates. 

Battelle scientists see greater 
interest in recovering larger quan- 
tities of this oil being stimulated 
by these factors: 1. The nation’s 
long-range need for more pe- 
troleum will increase in spite of 
temporary regional cutbacks in 
crude-oil production such as those 
recently occurring in Texas oil 
fields. 

2. The costs of finding and de- 
veloping new deposits remain 
high and could go higher. 

3. Although gasoline prices have 
been cut in some sections of the 
country, the apparent long - range 
trend toward rising. crude-oil 
prices will tend to make expansion 
of secondary recovery operations 
profitable. 

Over the past 25 years, advances 
in production technology are 
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generally credited with doubling, © 


or even tripling, our oil resources, 


Battelle President Clyde Williams © 


wrote in the Cleveland Federal Re- 


Review. 

In spite of this remarkable 
progress, he said, the story of 
oil production engineering is still 
an unfinished saga. On an aver- 
age, for every four barrels of oil 


extracted six barrels remain. 
Williams said that a higher per- 
centage of oil recovery from known 
deposits should result from ad- 
vances in production technology. 


first place in Chevrolet's Flint region sales 
contest. Fred Adis (right), city manager, 
congratulates Doug Reiss, Glenway sales 
manager. This was the first sales contest 
conducted by Chevrolet since 1942. 


these taxes, the NAM has urged 
adoption of a flat-rate tax on all 
end products of manufacture, ex- 
cept foods and food products, at a 
rate of about 5 percent. 


Monthly Business — 
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Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars fell $21 last week, 
according to Automotive News’ index, dipping to $680. 

The heaviest losses were incurred in the latest models, with ’52s 
falling $55 and ’53s going down $44, 

The oldest postwar models—’46s—edged upward $4. 

All other models were adjusted downward: ’47s, off $25; ’50s, off 
$24; °49s, off $17; ’48s, off $5, and ’51s, off $3. 

The week’s overall decline was the greatest in a month and a half. 

The market activity slumped slightly last week, with sales amount- 


ing to 65 percent of offerings, compared with 67 percent the previous 
week, At nine representative auctions, 1,485 cars were offered and 


926 were sold. 
Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


MASON CITY, IA. Bel Air 4-dr., $1,540*%, $1,465*, $1,400°. 


’51 SL Deluxe club coupe, $745*; FL 
(Lapiner Auction Co. Sale every Wednes- Deluxe 4-dr., $810*. '50 SL Deluxe 2-dr., 
day. Prices are for sale of Jan. 6.) 





$575, $565*, $505. 48 2-dr., $325. 
(Market definitely stronger. More | CHRYSLER—’53 Newport 2-dr., $1,325°*. 
activity and spirited bidding. Sold 81 °52 Windsor 4-dr., $1,195*, $1,180*; NY 
cars out of 114 offerings.) 2-dr., $1,265* (ps). a ese 
— 2-dr., $850*; Super | DeSOTO—’51 Custom 4-dr., ° 
nae., sooo" 880°, qes5 "50 Super DODGE — ’52 Meadowbrook 4-dr., $900°*, 
4-dr., $645*, $600*. ‘49 Super 4-dr., $895*. ’°51 Meadowbrook 2-dr., $730*. "50 
$495*, $450°. Custom 4-dr., $570°, $545°, $505*. °49 
CADILLAC—’51 (608) 4-dr., $2,150*, $2,- Coronet 4-dr., $415°%, $355. 
105*. '49 (62) 4-dr., $1,160*%, $980*. FORD—’ 54 Custom (8) Ranch Wagon, $2,- 
CHEVROLET — ’'54 Bel Air sport coupe, 300; Crest (8) 2-dr., $2,120*. '53 Main 
$2,250*. '53 (210) 4-dr., $1,465, $1,445; (8) 4-dr., $1,215*, $1,145. °51 Victoria, 





It’s Federal-Mogul For Quality, 


Completeness and Ready Availability 


Whatever your engine bearing needs may be, you will 
find the best answer in the red-and-black Federal- 


Mogul package. It’s your guide to quality! 


Ath Your Feddeal- Mogul Jobber 


SERVICE 


FEDERAL-MOGUL 


(Division of Federal-Mogu! Corporation) 


DETROIT 13, MICHIGAN 








$870*, $770*. °50 Custom 2-dr., $640, 
$635*, $615. 49 (8) 2-dr., $480, $465. ‘48 
(8) 4-dr., $275. 

HUDSON—’51 Pacemaker 2-dr., $570*. °49 
Commodore (8) 4-dr., $545*, $505; Super 
(6) 4-dr., $305. 

KAISER—’51 4-dr., $595*, $530. '49 4-dr., 
$210, $145. '48 4-dr., $165, $135. 

LINCOLN—’49 2-dr., $515*. 

MERCURY—’53 4-dr., $2,100*. °52 4-dr., 
$1,355*, $1,300*. '51 sport sedan, $960*, 
$945*, $925°*. '49 4-dr., $505*, $475, $455. 

NASH—’51 Ambassador 4-dr., $670*. '49 
Ambassador 4-dr., $420*. 

OLDSMOBILE — ’'52 (88) 4-dr., $1,520*, 
$1,505*. '51 (88) 4-dr., $1,320*%, $1,230°. 
"50 (88) 4-dr., $785*, $770*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,850, 
$1,835. "52 Cranbrook 4-dr., $905*, $845*. 
’51 Cambridge 4-dr., $615, $610. ‘50 
Suburban, $725. '49 Special Deluxe 4-dr., 
$340. 

PONTIAC—’ 54 Chieftain Deluxe (8) 4-dr., 
$2,455*. °53 (8) 4-dr., $1,875*. ’51 (8) 
4-dr., $835*. 

STUDEBAKER — ‘51 Champion 4-dr., 
$630*, $605. °49 Champion 2-dr., $415*. 

WILLYS—’53 4-dr., $990*. 52 2-dr., $745°. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 5.) 
(Sold 32 cars out of 72 offerings.) 


CHEVROLET—’50 SL Deluxe 4-dr., $615, 
$510. °49 SL Deluxe 2-dr., $500. '48 SM 
2-dr., $480. 46 FM 4-dr., $325. '41 De- 
luxe 4-dr., $155. °40 Deluxe 2-dr., $155. 

DeSOTO—’46 Custom 2-dr., $150. 

FORD—’51 Custom (8) club coupe, $825. 
"50 Custom (8) 4-dr., $760, $545. °49 
Custom (8) 4-dr., $525, $515, $415, $260. 
48 Deluxe (8) 4-dr., $300. '47 Deluxe 
(6) 4-dr., $195, $160. °46 Deluxe (8) 
4-dr., $220. '42 Deluxe 4-dr., $140, $130, 
$125. 





HUDSON—'48 Commodore 4-dr., 
MERCURY—’50 Custom 2-dr., $7 
OLDSMOBILE—’49 (88) 2-dr., 


PLYMOUTH — ’46 Special 


$275. 


PONTIAC—’49 Chieftain (6) 2-dr., $355. 
WILLYS—’48 station wagon, $350. 


DANVILLE, VA. 


(Danville Auto Auction. 
Wednesday. Prices are for sale of Jan. 6.) 


(Average sales. Sold 44 cars out of 86 


offerings.) 
BUICK—’38 4-dr., $230. 


CADILLAC—'46 (62) 4-dr., 
CHEVROLET—’53 (210) 4-dr., $1,365*. ’52 
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Average Used-Car Prices 


(Compiled by Automotive News) 





Deluxe 2-dr., | 















Jan. 1954 Dec. Nov. }j 
Model To Date 1953 1953 
1958...... $1,769 $1,816 $1,937 
Bi bccess060ss 1,108 1,122 1,181 
inset Cases 808 827 876 
1960......... 597 637 679 
RR secéchvens 438 463 512 
BB cssessi0e 287 310 351 
1947... 237 254 274 
1946 194 216 231 


Overall <ahiean 
Average ...$ 680 $ 706 $ 755 








(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 






SL Deluxe 2-dr., $850. ’51 SL Deluxe 4- 
dr., $645; %-ton pickup, $605; FL Deluxe 
2-dr., $760: '50 SL Deluxe 2-dr., $670, 
$645, $505. °49 FL Deluxe 2-dr., $540. 
’47 FL 2-dr., $175, $170. 


DODGE—’'51 Wayfarer 2-dr., $650. '47 4- 
dr., $130. 


FORD — ’51 Victoria (8) 2-dr., $640; 
Custom (8) 2-dr., $645; Deluxe (8) 2-dr., 
$570. ’50 Deluxe (8) 2-dr., $665; Custom 
(8) 4-dr., $575; 2-dr., $650. °49 Custom 
(8) 2-dr., $360. °47 Custom (8) 2-dr., 
$265; Special Deluxe (8) 2-dr., $265, 
$150. '40 Deluxe (8) 2-dr., $220. 


HUDSON—’47 4-dr., $240, $230. 

MERCURY — '51 2-dr., $845. '50 4-dr., 
$665. 

NASH—’49 (600) 2-dr., $230. ’48 (600) 4- 
dr., $175. 


OLDSMOBILE—’53 (88) 2-dr., $1,900*. ’47 
(88) 2-dr., $175. 


PACKARD—’47 4-dr., $235. 
PLYMOUTH—’52 Cranbrook 4-dr., $900. 
PONTIAC—'48 (8) 2-dr., $355. 
MISCELLANEOUS—’48 Austin 4-dr., $130. 


FLINT, MICH. 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Jan. 6.) 


(Sold 77.25 percent: of cars entered.) 


BUICK—’54 Riviera 2-dr., $2,065*; 4-dr., 
$2,000*. ‘51 Special 2-dr., $830; RM 
Riviera, 2-dr., $1,140; conv., $910, 2-dr., 
$1,095*. °50 Special 2-dr., $640; 4-dr., 
$655. '49 Super 4-dr., $450; Special, 2- 
dr., $450. 

CHEVROLET — ’53 (150) 2-dr., $1,150*. 
’52 SL Deluxe 2-dr., $935; Bel Air club 
coupe, $1,170*. ‘51 FL Deluxe 2-dr., 
$725; 4-dr., $765, $705; Special 2-dr., 
$655. °49 FL Deluxe 2-dr., $440; SL 
Deluxe 2-dr., $500. '48 FM 2-dr., $330. 
’47 FM 2-dr., $265. 

DeSOTO—’53 (6) 4-dr., $1,235*. 

DODGE—’49 Custom 2-dr., $280. 

FORD—’51 Custom (8) 4-dr., $750, $730; 
Custom (8) 2-dr., $590. °49 Custom (6) 
2-dr., $380. °48 (8) 2-dr., $210. °'46 
Special Deluxe 2-dr., $200. 

HUDSON—’48 Super (6) 4-dr., $220. 

KAISER—’52 Deluxe 4-dr., $655. 

MERCURY — ’51 2-dr., $750. °49 4-dr., 
$375. °'46 4-dr., $205. 

NASH—’51 Ambassador 4-dr., $550; Super 
4-dr., $485; Statesman 4-dr., $375. '50 
Statesman 2-dr., $300. ‘49 Ambassador 
2-dr., $325. 

OLDSMOBILE—’53 (88) 2-dr., $1,725*. '50 
(88) 2-dr., $925. '48 (78) 2-dr., $265. 
’46 (76) 2-dr., $195. 

PACKARD — ’49 Clipper 4-dr., $415. °48 
(8) 4-dr., $170. 

PLYMOUTH—’52 Cranbrook 4-dr., $800. 
’51 Cranbrook 4-dr., $610. ’50 Suburban 
2-dr., $625. 

PONTIAC — '53 (8) 2-dr., $1,820*. °52 
Catalina 2-dr., $1,310*. ’51 (8) 4-dr., 
$870. 

STUDEBAKER—’51 Champion 2-dr., $500; 
Commander 2-dr., $405. 

WILLYS—’48 Pickup, $200. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 1.) 
(Sold 136 cars out of 218 offerings.) 
BUICK—’53 Riviera sedan, $2,100*, $1,- 
910*. °52 Riviera sedan, $1,200. ‘51 
Special sedan, $1,000*, $960*, $950*, 
$885. '50 Riviera coupe, $740; RM sedan, 
$675*; Special sedan, $600*, $485. 


CADILLAC—’53 (60) sedan, $3,685* (ps); 
(62) sedan, $3,560* (ps), $2,650* (ps). 
"51 (62) sedan, $2,120*, $2,010*, $1,800*. 

CHEVROLET—’54 Bel Air sedan, $2,250* 
(ps), $2,140*; conv., $2,125*; (210) De- 
luxe sedan, $1,950* (ps), $1,800*. ’53 
(210) conv., $1,500*%; Bel Air sedan, 
$1,450*; (210) sedan, 2 at $1,300*. ’52 
SL Deluxe sedan, 3 at $1,050*; SL 
Special sedan, $1,000; Bel Air, $1,000*. 
"51 SL Deluxe sport coupe, $880*, $875; 
Bel Air, $855*; SL Deluxe sedan, $800, 
4 at $750, $650; FL Deluxe sedan, $680. 
°50 SL Deluxe sedan, $650, $625*, $525; 
coupe, $425. °49 SL Deluxe sedan, 2 at 
$575, $500; coupe, $550. 


CHRYSLER—’48 Windsor sedan, $350. 


DODGE—’53 Coronet (6) sedan, $1,200*: 
pickup, $670. °52 Wayfarer sedan, $875. 
’51 Coronet sedan, $765; Wayfarer se- 
dan, $590. ’50 Meadowbrook sedan, $550. 
’49 Deluxe sedan, $400. 


FORD—’53 Victoria, $1,650*. ’°52 Custom 
(8) sedan, $1,150. '51 Custom (8) sedan, 
$850*, 2 at $800, $790, $760, $680, 2 at 
$575. '50 Custom (8) sedan, $625, $490; 
club coupe, $600; Deluxe (6) sedan, $495, 
$400. °49 Custom (8) sedan, $400, 2 at 
$350, $325; club coupe, $370. 

HENRY J—’51 sedan, $250. 

HUDSON — ’52 Hornet sedan, $880. ’51 
Super sedan, $510. 

MERCURY—’'53 Custom sport coupe, $1,- 
900*; Monterey sedan, $1,850*. ‘'52 
Custom sedan, $1,300, $1,150*. ’51 
Custom sedan, 2 at $850*; coupe, $700. 

NASH—’54 Rambler, $1,790. ’52 Statesman 
sedan, $990. °48 sedan, $170. 

OLDSMOBILE — ’51 (88) sedan, $1,100*, 
$1,050*, $1,025*, $1,000*, $950*, $850°. 

PACKARD—’50 sedan, $430. 

PLYMOUTH — ’53 Suburban, $1,250. ’52 
Cambridge sedan, $740, $575. ’51 Cran- 
brook conv., $680; sedan, $550. '50 De- 
luxe sedan, $450. '49 Deluxe sedan, $315. 
*48 Deluxe coupe, $285. '47 Deluxe se- 
dan, $215, $165. 

PONTIAC — ’52 Chieftain (8) sedan, $1,- 
200°. °51 Chieftain (8) sedan, $900*, 


Continued on Page 41, Col. 1) 
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$375*, $850. °50 Chieftain (8) 
$700*, $570*; club coupe, $640. 
conv., $590. °48 (6) sedan, $150. 

STUDEBAKER — ’51 Commander sedan, 
$630. 


sedan, 
'49 (8) 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Jan. 4.) 
(Bad weather and highway conditions 
accounted for small sale. Prices com- 
parable to past few weeks. Bidding brisk 
for sharp cars. Sold 77 cars out of 89 
offerings.) 

BUICK—’53 Super Riviera sedan, $2,090*; 
Special sedan, $1,750. '52 Special conv., 
$1,230*. °51 Super sedan, $925; conv., 
$1,050*. °49 RM sedan, 2 at $460*. '46 
RM sedan, $190. 

CADILLAC—’53 (62) coupe deVille, $3,- 


LICENSE PLATE 


FASTENERS 


ON AND OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt 
(with T-head and square » 
shoulder) fastens license plate securely in 
place. Will not lose off. 
PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type..... -- @ach .25 
No. 51W Wing Nut Type. -. ach .25 
Dealer Cost 
(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish, Order Direct. 
Write today for free catalog of over 200 
Houser service items. 


HOUSER 
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Ce Ean oe Sa 


RYT oe 


/- Double re- 
inforced metal 

_ eyelets — Hang 
‘keys from either 
in- 





formation. 
TAGS & RINGS 
2 PRICED AT 

1000. eeee - $17.00 


500...... 8.75 
250...... 4.50 


Enclose Check with Order. 


Shipments Prepaid. 
Free Used Cer Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Sta. “A”, Bex 1037, Cleveland 2, Ohio 


aC man 





950*. '50 (60S) sedan, $1,550*. °48 (62) 
sedan, $900*, $820*. 

CHEVROLET—’ 54 Bel Air sedan, $2,175*, 
$2,000*; (210) sedan, $1,900*. ‘51 SL 
Deluxe sedan, $890*, $780. 50 SL Special 
sedan, $600. °49 FL Deluxe sedan, $520, 
2 at $500. '48 SM club coupe, $390; 
1%-ton rack, $290. '46 FM sedan, $220. 

DeSOTO — '52 Fire Dome sedan, $1,300*. 
*51 Custom sedan, $820*. 

DODGE—’51 Meadowbrook sedan, $650. ’50 
Coronet sedan, $590. °49 Custom sedan, 
$520*; Coronet sedan, $420*. ’47 Custom 
sedan, $325; Deluxe business coupe, $180. 

FORD—’51 Deluxe (6) sedan, $510; Custom 
(8) sedan, $700. 50 Deluxe (6) sedan, 
$500; Custom (6) sedan, $570, $490; 
Custom (8) sedan, $700. '50 Deluxe (6) 
sedan, $500; Custom (6) sedan, $570, 
$490; Custom (8) sedan, $590, $440; 
station wagon, $640. °49 Custom (8) se- 
dan, $450. '48 Deluxe (6) sedan, $270; 
Super Deluxe (8) club coupe, $320. '46 
Deluxe (8) sedan, $145; (6) sedan, $200. 

FRAZER—’48 sedan, $180. 

HUDSON—’51 Pacemaker sedan, $500. 

LINCOLN—’46 sedan, $150. 

MERCURY—’54 Monterey sedan, $2,610°*. 
’53 Monterey sedan, $1,700*, $1,650°*. 

NASH—’52 Rambler station wagon, $830. 
"49 (600) sedan, $260. 

OLDSMOBILE — °49 (98) sedan, $680*, 
$555*, $415*. °48 (66) station wagon, 


$210. 

PACKARD — ’'51 Mayfair coupe, $1,150*. 
"50 Clipper sedan, $410. 

PLYMOUTH—’ 54 Savoy sedan, $1,860*. '52 
Cranbrook sedan, $92). '51 Cambridge 
sedan, $700; Cranbrook club coupe, $635. 
’48 Special Deluxe sedan, $340. 

PONTIAC—’54 (8) Star Chief sedan, $2,- 
700*. ‘53 Chieftain Deluxe (8) sedan, 
$1,640*. '50 Streamliner (8) sedan, $800; 


Chieftain Deluxe (6) sedan, $670*. '48 
SL (6) sedan, $300*. 

STUDEBAKER — '50 Champion sedan, 
$410*. 

WILLYS—'48 Jeep with plow, $780. 


MISCELLANEOUS—’52 Jaguar sedan, $1,- 
750. ’51 Ford English Consul, $400. 


OMAHA, NEBR. 


(Cliff Soderberg Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 4.) 


(Market holding firm, steady. Sold 76 
cars out of 124 offerings.) 


BUICK—'53 RM 4-dr., $2,180*; Special 4- 
dr., $1,970. ’50 Super 4-dr., $800. 
CADILLAC—’49 (61), $1,080. 
CHEVROLET — ’54 Bel Air sport coupe, 
$2,250*; 4-dr., $2,159, $1,880; (210) 2- 
dr., $1,885, $1,850, 2 at $1,780, $1,720, 
$1630. °53 (210) Handyman, $1,800*; 
Bel Air 2-dr., $1,675, $1,650. ’51 SL De- 
luxe conv., $915; 4-dr., $850, $775. '50 
SL Deluxe 2-dr., $570. °49 FL Deluxe 
2-dr., $495, $485. '48 SM 2-dr., $210. '46 
Aerosedan, $285. ’41 %-ton pickup, $300. 
CHRYSLER — '54 NY 4-dr., $2,700°. ’50 
Windsor 4-dr., $750; club coupe, $680. 
DeSOTO—’52 Custom club coupe, $1,150. 
FORD—’54 Crest 4-dr., $2,320*; Main (8) 
4-dr., $1,930. ’°53 country sedan, $2,135*; 
Victoria, $1,730; Custom (8) 2-dr., $1,- 
335, $1,300*%; Custom (6) 4-dr., $1,265°. 
’52 Main (8) 2-dr., $1,075. ’51 Custom 
Deluxe Victoria, $920. '50 Custom (8) 
$725. °49 station wagon, $665; 
(6) 2-dr., $370, $350; Custom 
(8) 2-dr., $350. °48 Super Deluxe (8) 
2-dr., $315. ’47 Super Deluxe (6) 2-dr., 
$390. ’25 coupe, $125. 
KAISER—’51 4-dr., $370. ’°49 4-dr., $245. 
LINCOLN—’49 Cosmopolitan, $420. 
MERCURY ’54 Monterey sport coupe, 
$2,733*, $2,680*, $2,570*; Custom 4-dr., 
$2,650*, $2,615*, $2,525%; 2-dr., 
$2,420*, $2,365*. '51 sedan, $975. °50 4- 
dr., $745; 2-dr., $720; 6 passenger coupe, 
$675. ’49 conv., $510; 4-dr., $475. 
NASH — '51 Custom Rambler, $690. °49 
(600) Super 2-dr., $345. 
OLDSMOBILE—’53 (88) Super 2-dr., $1,- 
915*. ’°50 (88) Deluxe club sedan, $820. 
PACKARD—’53 (6) 2-dr., $2,200*. 
PONTIAC—’51 Chieftain Deluxe (8) 4-dr., 
$925. °48 (6) sedan coupe, $290. '47 (8) 


4-dr., $245. °46 (6) 2-dr., $125; (8) se- 
dan coupe, $130. 
MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 4.) 


(Consignments were held to a minimum 
due to the holidays. Prices steady on 
sharp merchandise. Sold 30 cars out of 
48 offerings.) 


BUICK—’51 Super 4-dr., $960. ’50 Special 
4-dr., $695*, $625*; 2-dr., $530. 

CHEVROLET—’52 SL Deluxe 4-dr., $975. 
’50 SL Deluxe 2-dr., $775. 49 FL Special 
Club coupe, $475. °46 SM 2-dr., $215. 

FORD — ’52 Custom (8) 4-dr., $1,020; 





: Newspaper 
| Jo punt a full color front page 
cartoon seven days a week 


ORLANDO 


SLE 
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(Central) Florida, with a 
half million population 


| ORLANDO SENTINEL-STAR 


CADILLAC — ’53 (62) 


Main (8) 4-dr., $980, $975. '51 Custom 
(6) 2-dr., $635. °50 Custom (8) 2-dr., 
$600; Custom (6) 2-dr., $330. ’49 Custom 
(8) 2-dr., $425, $330. ’48 Deluxe 2-dr., 
$225. '47 Deluxe (6) 2-dr., $175. 


KAISER—’49 Special 4-dr., $305. 
NASH—’52 Rambler 2-dr., $820. 
PLYMOUTH—’53 Cranbrook 4-dr., $1,175*. 


’49 Special 4-dr., $495. 


PONTIAC—’52 Chieftain (8) 4-dr., $1,235*, 


$1,225*. 


STUDEBAKER—’53 Commander 4-dr., $1,- 


230°. 


DENVER 


(Denver Auto Auction. Sale every Tues- 


day. Prices are for ‘sale of Jan. 5.) 


(New car sales steady. Market slightly 


off on older cars. Sold 836 cars out of 122 
offerings.) 
BUICK 





"563 Super 4-dr., $2,550° (ps). 
*51 Super conv., $895. °50 Super Riviera, 
$630; RM 4-dr., $610°%; Special 4-dr., 
$555. °49 Super 4-dr., $425. °46 Super 


4-dr., $200. 
4-dr., $3,460*. '52 
(62) 4-dr., $2,660*. '51 (62) 4-dr., $2,- 


i 005*. °50 (61) coupe, $1,995*. 
CHEVROLET — ’'54 Bel Air sport coupe, 
: $2,170; 2-dr., $2,075*; (150) 2-dr., $1,- 





with personalized 


| STEMAC 





DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 





4-dr., 
CHRY' 


690; %-ton 3 speed pickup, $1,335. ‘53 
Bel Air 4-dr., $1,515*; (150) Handyman, 
$1,505; (210) 2-dr., $1,450; 4-dr., $1,355, 
$1,350; club coupe, $1,410. '52 SL Deluxe 

$1,075. 
SLER — '53 NY 4-dr., $2,595*. '51 
Windsor Deluxe 4-dr., $905*; Town and 


Country, $185*. 
DeSOTO— 


’52 Fire Dome 4-dr., $1,250*. 


DODGE—’53 Coronet (8) club coupe, $1,- 


535°. °51 Coronet (6) 4-dr., $805*. ‘50 
Meadowbrook 4-dr., $495. ‘49 Meadow- 


brook 4-dr., $510*. °46 

$275. 

FORD—’53 Victoria, $1,635*; Custom (8) 
4-dr., $1,390°, $1,355. ‘50 Custom (8) 
2-dr., $630*; Deluxe (6) 2-dr., $480; (8) 
2-dr., $440. °49 Custom (8) 4-dr., $335. 
"46 (8) 4-dr., $205; (6) 2-dr., $155. 

LINCOLN—’ 54 Capri coupe, $4,005* (ps), 
$3,975* (ps). °50 Cosmopolitan 4-dr., 
770* 


%-ton pickup, 


MERCURY — ‘'54 Sun Valley, $3,095*; 
station wagon, $3,000* (ps); Monterey 
4-dr., $2,650* (ps); coupe, $2,570*. °46 
4-dr., $145. 

NASH—’51 Rambler station wagon, $700; 
Statesman 2-dr., $595*, $500. ‘49 Am- 
bassador 4-dr., $365*. 


OLDSMOBILE—’53 Super (88) 2-dr., $2,- 
670*. ’°52 Super (88) 2-dr., $1,200*. ’51 
(88) conv., $965*. '50 (88) 4-dr., $755°; 
(76) 2-dr., $585. 

PACKARD—’53 Clipper 4-dr., $1,700*. 

PLYMOUTH — ’54 Suburban, $2,025*. °50 


4-dr., $490. 
PONTIAC—’53 Chieftain (8) 4-dr., $1,820*, 
$1,795*. °51 Chieftain (8) club coupe, 


$795*. '50 Chieftain (8) 2-dr., $520°. '48 
(8) conv., $180. '47 (8) 4-dr., $115. 
STUDEBAKER — '54 (8) station wagon, 
$2,365*; Champion 2-dr., $1,820*. ’53 
Commander 4-dr., $1,500*. '50 Champion 

4-dr., $390*. 
WILLYS—’48 station wagon, $350. 
MISCELLANEOUS—’47 Diamond T, 2- 
ton 4 speed panel, $315. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 6.) 
(Record percentage of offerings sold. 
Brisk day with sales good in all price 
classes. Sold 72 cars out of 93 offerings.) 


BUICK—’51 Super sedan, $1,120*, $1,040. 
"50 RM sedan, $600*. '47 RM sedan, 


$205. 

CADILLAC—’53 (62) sedan, $3,760*. ’52 
(62) sedan, $2,800* (ps), $2,650°. 

CHEVROLET—’54 Bel Air conv., $2,175*; 
(210) sedan, $1,875*. ’51 SL Deluxe se- 
dan, $800, $750; SL Special sedan, $725, 
$700, $685, 2 at $675. 50 SL Deluxe se- 
dan, $680, $640. '49 SL Deluxe conv., 
ot °48 FL sedan, $330. '47 FM sedan, 
170. 

CHRYSLER — ’52 Windsor Deluxe sedan, 
$1,350*. ’51 Windsor Deluxe sedan, . $1,- 
060. °47 NY sedan, $275. 

DeSOTO — ’50 Custom sedan, $775. °49 
Custom sedan, $560. 

DODGE — ’52 Coronet sedan, $1,090. ’50 
Wayfarer sedan, $485. 

FORD—’53 Custom (8) station wagon, $1,- 
695*; sedan, $1,200*. °52 Custom (8) 
sedan, $1,085, $1,075. °51 Custom (8) 
sedan, $835, $800. '49 Custom (8) sedan, 
$375, $210. ’47 sedan, $170. '46 sedan, 
$210, $200, $160. 

KAISER—’51 sedan, $590. '49 sedan, $340, 


$225. 
LINCOLN — ’52 Cosmopolitan sedan, $1,- 
500, $1,450. 
MERCURY—’52 sedan, $1,350. 
$760. '47 sedan, $110 


"51 sedan, 





Hoffman Honored— 


Dr. Ralph J. Bunche (left), of the United 
Nations, presents the George Washington 
Carver Memorial Institute's gold medal 
for 1953 to Paul G. Hoffman, chairman of 
Studebaker at a Carver Day luncheon in 
New York. The award is given annually 
for outstanding contributions to the bet- 


terment of race relations and human 
welfare. 
NASH — ’'54 Rambler sedan, $1,610. °49 


(600) sedan, $325. ’47 (600) sedan, $160. 
"46 (600) sedan, $155. 

OLDSMOBILE—’51 (98) Holiday, $1,325*. 
*49 (98) sedan, $450*. '48 (66) conv., 
$245*. °46 (76) sedan, $110*. 

PACKARD—’51 sedan, $1,050. 
$135. 

PLYMOUTH — '51 Special Deluxe sedan, 
$785, $705, $600. '48 Special Deluxe se- 
dan, $260. ‘47 Special Deluxe sedan, 
$200. '46 Deluxe sedan, $190. 

PONTIAC — '54 Chieftain (8) sedan, $2,- 
500°. 50 Chieftain (8) sedan, $900*°. '49 
Chieftain (8) conv., $450. ’47 (6) sedan, 


$280. 

STUDEBAKER — '51 Commander sedan, 
$585. ’°50 Commander sedan, 2 at $400; 
ne sedan, $460. '47 Land Cruiser, 
230. 


’48 sedan, 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Jan. 7.) 

(Sale very active. Market in this area 
leveling off. No drop indicated. Sold 40 
cars out of 66 offerings.) 

BUICK—’53 RM sedan, $1,930*. ’52 Special 
sedan, $1,035. "50 Super sedan, $790*. 





CHEVROLET—’53 (210) sedan, $1,260, '51 
FL Special sedan, $835*, $815. °50 FL 
Special sedan, $585, $515; SL Deluxe 
sedan, $550. °49 SL sedan, $500. '42 
FL sedan, $150. 

FORD—’53 Main (8) Ranch Wagon, $1,- 
890; Custom (6) sedan, $1,575. ’51 
Custom (8) sedan, $815, $765*, $780. ’50 
Custom (8) sedan, $640, $580, $560; De- 
luxe (8) sedan, $475. °49 Custom (6) 
sedan, $290; Deluxe (8) sedan, $475. 

NASH—’51 Ambassador sedan, $780. 

OLDSMOBILE—’50 (98) sedan, $775. 
(76) sedan, $285. 

PACKARD—’50 club sedan, $410*. 

PLYMOUTH — ’'52 Cambridge club coupe, 
$820, $810; sedan, $800. '51 Cambridge 
sedan, $725, $700, $620. ’50 Special De- 


"48 


luxe sedan, $490. °49 Special Deluxe 
sedan, $400, $380. °'46 Special Deluxe 
conv., $205. 


PONTIAC—’54 Star Chief sedan, $2,700*. 
‘51 Chieftain Deluxe (8) Catalina, §1,- 
155*. ’50 Chieftain (8) sedan, $580*. ’48 
Streamliner (8) sedan, $360*. 


OAKLAND 


(Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Jan. 6.) 
(Market strong on all clean and sharp 
cars. Just fair on average and rough. 

Sold 115 cars out of 165 offerings.) 

BUICK—’53 RM sedan, $1,910*. '52 Special 
sedan, $1,520*°. '50 RM sedan, $740; 
Special sedan, $805, $645, $465. °49 RM 
sedan, $755, $575, $435. °48 Super sedan, 
$305. '47 conv., $250. 

CADILLAC — ’52 (62) conv., $3,250%. ’51 
(60) sedan, $2,325*; (62) conv., $2,275*. 
"50 (60) sedan, $1,880*; (62) $1,730*; 
(61) sedan, $1,675*. ’49 (61) sedan, $1,- 


250*, $985"; (62) sedan, $1,275*. °47 
conv., $995. 
CHEVROLET—’54 %-ton pickup, $1,375. 


’53 Bel Air, $1,900*; %-ton pickup, $1,- 


045. ’52 SL Deluxe conv., $1,275*, $1,- 
215*; sedan, $1,665*, $1,060, $925. °50 
SL Deluxe sedan, $700. ’°49 SL Deluxe 


sedan, $550, $535, $510, $365; station 
wagon, $765. °48 SM sedan, $465, $405. 
’47 FM sedan, $300, $295, $290. ’46 %- 
ton panel, $145. 

CHRYSLER—’52 NY sedan, $1,505*; conv., 
$1,690*. '51 Imperial sedan, $1,275*. °49 
NY sedan, $620. °48 Royal sedan, $400; 
Windsor sedan, $255. '46 sedan, $270. 

DeSOTO — '52 Fire Dome sedan, $1,1 
$1,050. °49 Deluxe club coupe, $580. 
Deluxe club coupe, $335. ’47 sedan, $320. 

DODGE—’54 Coronet (8) sedan, $2,670*; 
(6) club coupe, $2,475*. '53 %-ton pick- 
up, $910. °51 Coronet (6) sedan, $850. 
*49 Coronet (6) sedan, \o 

FORD — ’53 Crest conv., $1,970*%; Custom 
(8) sedan, $1,675*; Victoria, $1,660*; 
1%-ton pickup, $1,765. ’52 Custom (8) 
sedan, $1,170; Main (8) sedan, $1,000, 
$970. °51 (8) sedan, $1,045, $860, $685, 
$640; station wagon, $950; conv., $880. 
’50 (6) panel, $295; Custom (8) sedan, 
$720, $595, $550, $525. °49 Custom (8) 
sedan, $470, $425. °48 (8) sedan, $295, 


(Continued on Page 42, Col. 2) 


55, 
"48 


~ Announcing An Ingenious New 
Mounting Bracket for 
Auto Compasses 


| Hull 





New vacuum cup mounting 
bracket. Loosening knurled 
cap permits moving compass 
to proper alignment. 


ih 


Clamp type mounting bracket 
which grips windshield mold- 
ing with turn of single take- 
up «screw will remain avail- 
able. 


os 











TRADE AND CONSUMERS HAVE CHOICE OF 
NEW OR ORIGINAL BRACKETS 


IT’S A SPECIAL NEW DEVELOPMENT in mounting brackets 


by the makers of Hull Auto Compasses! And, once you 
have seen it, you will agree that ingenious is the word for 
it. It’s a surprising new adaptation of the vacuum cup 
principle. A tiny gelatin capsule of special ahesive fur- 
nished with each bracket guarantees a firm grip to car 
windshields for years. Loosening a knurled cap on the stem 
of the bracket permits the entire compass to be moved in 
any direction, and tightening the cap locks the stem in the 
proper position. Thus, with the new mounting as with the 
clamp type, the Hull Auto Compass may be installed level 
and in line with the car, regardless of the different slopes 
and curves of car windshields. 


AN IMPORTANT NEW REASON FOR 
EVEN GREATER CONSUMER PREFERENCE 


The new vacuum cup mounting bracket will create even 
greater demand for Hull Auto Compasses. The choice of 
this new bracket or the clamp type mounting, which will 
remain available, affords COMPLETE flexibility of installa- 
tion. The obviously greater ease and speed with which 
the Hull will install in ANY car will prove a major factor 
in selling Hull Auto Compasses to an ever-increasing per- 
centage of car owners. There have long been more Hulls 
in use than all other makes combined, thanks to superior 
accuracy and dependability. Now, the auto compass which 
is far in front will forge to an even greater lead. Write 
TODAY for complete Hull Auto Compass details. 


MANUFACTURING COMPANY 
P. ©. BOX 246-W1 WARREN, OHIO 
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Cruse Motors Relinquishes 
Dodge-Plymouth Franchise 


Cruse Motors, Inc., Providence, 
has announced that “due to cir- 
cumstances beyond our control” it 
has given up its Dodge-Plymouth 
franchise. 

The firm added that it hoped 
“another make of car dealer will 
soon occupy the premises” and | werouRY 
that it had reserved part of the 
service department to those cus- 
tomers whose cars are still within 
the warranty period. 





$260. ‘47 (8) sedan, $250, 

conv., $ 
HUDSON—’51 Pacemaker conv., $490. 

Super (6) ‘49 sedan, $325. 
LINCOLN—’49 sedan, 
’52 sport coupe, 
conv., 
$780. 50 ‘conv., $415; sedan, $755, $705. 

’49 sedan, 
NASH—’51 Rambler station wagon, 


Statesman sedan, 50 Statesman 

















ORDER TODAY! 
We Ship at Once! 


Genuine Top-Grain Cowhide..2-pc. Set $45.00 


Big Mid-winter vacation VALUE, in a ruggedly built, handsome set. Covered 
steel center-frame adds strength, protects against travel shocks, keeps bags 
dustproof. Solid leather double handles, double stitched sides and corners. 
Brass-polished locks and key. Fully lined, with large utility pocket. COLORS: 
Smooth Suntan or Ginger Top Grain Cowhide. 

No. 772 24” 2-suiter Dealers Cost $25.00 List Price, Inc. F. T. $48.00 
No. 770 21” Overnight Dealers Cost $21.50 List Price, Inc. F. T. $40.00 


Luggage is a useful accessory for every cor buyer. Display a 

set, to stimulate interest in your 1954 cars. You'll be amazed 

at how many men want new Luggage with their new cars. 
SPECIAL 2-pc. Set . . . Dealer’s Cost $45.00 


CONTEMPO LUGGAGE CO. 170 Fifth Ave., New York 10, N. Y. 


MID-WINTER SPECIAL 


Men’s 2-suiter 
and Overnight 
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mixing mills. 





using care 
compounds. 


Automotive experts know that the selection of properly conditioned 
material is of vital importance to the performance of gasketing, 
cushioning and sealing jobs. That’s why 
they specify Rubatex. If you've never 


used Rubatex — why not give it a test? 


Write for our latest catalog, Dept. AN-1C, 


Great American Industries, Inc., Rubatex 


Division, Bedford, Virginia. 


RUBATEX 


closed cellular rubber 


CONTROLLED PRODUCTION 
PRODUCT PERFECTION 
A 





Pounds are blended 
with Mmatural or i 
rubber in Babess age 








Each job handled as an 
tagividuel prescriptios— 
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M dies assur 
lly measured f shaped Par : — 


FOR AIR THAT PROTECTS 
— USE RUBATEX 
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ALSO MANUFACTURERS OF VINYL SHEETS 
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R T yd ore ate RUBBER * | 
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Used-Car Auction Prices 


(Continued from Page 41) 








sedan, $450, $445; Ambassador sedan, 
$500, $490. 


OLDSMOBILE—’51 (98) Holiday, $1,645°*; 


(88) sedan, $910, $880. '50 (88) sedan, 
$1,135*, $825. '49 (98) sedan, $485; (88) 
sedan, $515; (76) sedan, $495; conv., 
$750. °47 conv., $295; sedan, $135. 


PACKARD—’52 sedan, $1,250*. '51 sedan, 


2 at $985, $895. '50 sedan, $615; conv., 
$525. '49 sedan, $520. 


PLYMOUTH — '54 station wagon, $1,925. 


'52 Belvedere sedan, $1,565; Cranbrook 
sedan, $950, $830. '51 Suburban, $750. 
’50 station wagon, $750; Deluxe sedan, 


$685. 
PONTIAC—’52 Chieftain (8) sedan, $1,- 


595°, $1,210*, $1,195*. ’51 Catalina, $1,- 
310°; Chieftain (8) sedan, $815. ’50 (8) 
sedan, $745. '49 (8) sedan, $540, $520, 
$505. '47 (8) sedan, $300, $235. 


STUDEBAKER — ‘51 Commander sedan, 


$725, $705, $690. 50 Champion sedan, 
$430. °48 Champion conv., $395; sedan, 
$375. '47 sedan, $255. 


WILLYS — ’51 sedan, $880. '50 station 


wagon, $690. ‘48 station wagon, $330; 
ISCELLANEOUS — ‘53 Consul sedan, 


$610; Singer Roadster, $1,270. °49 Austin 
sedan, $305. 


JESSUP, MD. 


(Colie’s Auto Auction. Sale every 


Wednesday. Prices are for sale of Jan. 6.) 


(Bidding was sharp. Prices moved 
slightly upward. Sold 33 cars out of 67 
offerings.) 


BUICK—’50 Special sedan, $530. '47 sedan, 


$115. 


CADILLAC—’48 (62) sedan, $755. 
CHEVROLET—’51 Panel, $560. 
CHRYSLER—’48 Windsor club coupe, $265. 
DeSOTO—’53 Fire Dome (8) sedan, $1,- 


220*. ’52 Fire Dome (8) conv., $1,125. 


DODGE—’51 Coronet sedan, $505. 
FORD—’53 Main (8) sedan, $1,200*. '49 


Custom (8) sedan, $425. 


HUDSON—’51 Super (6) sedan, $450. '49 


sedan, $130. '48 sedan, $150. 


LINCOLN—’47 sedan, $200. 
MERCURY—’51 sedan, $700. 
NASH—’50 Statesman Super sedan, $260. 


49 (600) sedan, $275. 


OLDSMOBILE—’51 (88) sedan, $725. '49 


(98) sedan, $400, $395. °48 (66) conv., 
$240; (98) sedan, $290. °47 (76) sedan, 


$260. 
— sedan, $900. °48 sedan, 


$200 
PLYMOUTH — '52 Cranbrook sedan, $900, 
$905. '47 Special Deluxe sedan, $235. 
PONTIAC — ’50 Silver Streak sedan, $480. 
‘48 Silver Streak sedan, $270. 46 (8) 
conv., $145. 


| STUDEBAKER — ‘49 Champion sedan, 


$335. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every | 


Thursday. Prices are for sale of Jan. 7.) 


(Prices up for the second consecutive 
week. Retail sales much improved. Sold 
46 cars out of 63 offerings.) 


BUICK—’50 Special 4-dr., $700. '49 Super 


4-dr., $480*. '48 Special 4-dr., $325. °47 | 


Super 4-dr., $225. 
CADILLAC—’53 (62) 2-dr., $3,360*. 


CHEVROLET—’54 Bel Air 2-dr., $1,860*, 
$1,800*. '52 SL Deluxe 4-dr., $1,065. ’51 
SL Deluxe 4-dr., $730; %-ton pickup, 
$655. °50 SL Deluxe 4-dr., $675, $650, 
$635*; 2-dr., $650; FL Deluxe 2-dr., 
$640; %-ton panel, $380, $375. 

DODGE—'49 Wayfarer 2-dr., $475*. 

FORD — '52 Main (6) 2-dr., $900. ‘51 
Custom (8) 2-dr., $725. 50 Custom (8) 
2-dr., $645. '49 Custom (8) 2-dr., $500; 
club coupe, $415. 

HUDSON—’49 Super (8) club coupe, $255; 
Commodore (6) 4-dr., $360. °46 Super 
(6) 4-dr., $110. 

MERCURY—’46 4-dr., $210. 

NASH—’51 Statesman 2-dr., $600. 

OLDSMOBILE—’51 Super (88) 4-dr., $1,- 
050°. ‘50 (98) 2-dr., $805*. °49 (88) 
station wagon, $350*. ‘47 (78) 4-dr., 
$195°*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,940*. 
‘51 Cambridge club coupe, $730. °49 
Special Deluxe club coupe, $425. °46 
Special Deluxe 4-dr., $275, $255. 

PONTIAC—’53 (8) 4-dr., $1,710*. °47 (8) 
4-dr., $260; (8) 2-dr., $300. '46 (8) 2-dr., 
$200. 

STUDEBAKER — ’52 Commander 4-dr., 
$925. °46 1%-ton dump, $280. 

WILLYS—’50 (4) pickup, $760. °49 (4) 
%-ton pickup, $400. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 5.) 


(Market strong, bidding very good. 
Due to early morning storm, our con- 
signment was low. Sold 93 cars out of 
129 offerings.) 

BUICK—’50 Super 4-dr., $705, $575. °49 
RM sedanet, $575*. 

CHEVROLET—’54 Bel Air hardtop, §$2,- 
040°. "53 (150) 4-dr., $1,175*. '52 FL 
Deluxe 4-dr., $1,040*, $970; SL Deluxe 
2-dr., $810. '51 FL Deluxe 2-dr., $775*, 
$655; 4-dr., $750. 50 FL Deluxe 2-dr., 
$690; Bel Air, $790. '49 FL Deluxe 2-dr., 
$540, $505, $490. ‘48 FL Aerosedan, 
$380; club coupe, $235; 4-dr., $285. '47 
SM 2-dr., $265, $240. 


DODGE—’53 Coronet 4-dr., $1,535°*. 


| FORD—’53 Ranch Wagon, $1,480; Custom 


(8) 4-dr., $1,475*; 2-dr., $1,670*. °52 
Crestline Victoria, $1,290*; Custom (8) 
2-dr., $1,130*, $1,055*, $1,040*; Custom 
(6) 2-dr., $995. '51 Custom (6) 2-dr., 
$610; Deluxe (8) 2-dr., $825, $820*, 
$695; 4-dr., $705; Victoria $925*. ‘50 
(6) 4-dr., $440; (8) 2-dr., $450. '49 (6) 
club coupe $305; (8) club coupe, $485; 
4-dr., $370; 2-dr., $405, $400. 

FRAZER—’51 4-dr., $505. 

HUDSON—’50 Commodore (6) 4-dr., $400. 
'48 Commodore (6) 2-dr., $345. 


KAISER—’51 Deluxe 4-dr., $500. 
NASH—'49 (600) 2-dr., $250. 


OLDSMOBILE—'51 Super (88) 2-dr., $1,- 
240°. ’48 2-dr., $200. 


PLYMOUTH — 52 Cranbrook 2-dr., $820. 
"50 —, Deluxe 4-dr., he "47 Special 


PONTIAO'S 52 (8) bar.’ .300°. *51 (8) 


STUDEBAKER—’ 
$1,325°. °52 Commander 4-dr., $765*; $725*. '50 Champion 4-dr., $430; 2-dr 


CADILLAC—’53 (62) 4-dr., $3,500° (ps). 
CHEVROLET—’50 SL Deluxe 2-dr., $695, 


CHRYSLER—’53 NY conv., $2,250°. ‘50 














2-dr., $775*. '50 (8) 4-dr., $750°, $645°. | PONTIAO—’50 oe , $830°. 
53 Champion club coupe, | STUDEBAKER—’5S 1 Commander (8) 2-dr 





Star Light Coupe, $805. °51 Commander $480. 
4-dr., $555. "50 Champion 2-dr., $320. '49 * . 7 
Commander Star Light coupe,” $360. °48 | Auctions in Brief 


Commander 4-dr., $230. 
LOS ANGELES 
HORSEHEADS, N. Y. (Los Angeles Auto Auction. Sale of Jan 


5 and Jan. 7, sold 291 cars out of 519 of 
(Horseheads Auto Auction. Sale every | ferings. Market steady on most units, wit! 
Friday. Prices are for sale of Jan. 8.) older and cheaper ones in greatest de 
(Despite cold weather and snow, | mand for the first time in recent weeks. 
prices somewhat higher on clean cars eee SETERENED 
with sharp pieces bringing close to retail. 
Sold 85% of cars offered.) 
BUICK—’ 52 Special 4-dr., $1,125. ’50 Super 
Riviera 2-dr., $855*°. °48 Super 4-dr., 
$335. 














Finance Firm Cuts 
Its Rates Again 


SOUTH BEND.—A reduction in 
commercial paper interest rates 
the fourth cutback in as many 
months, has been announced by 
Associates Investment Co., auto- 
motive finance concern. 

New rates listed by Associates 
were down % of 1 percent, ef- 
fective Jan. 8. They are: 30 to 89 
days, 1% percent per year; 90 to 
179 days, 2 percent; 180 to 265 days, 
2% percent, and 266 to 270 days, 
2% percent. 

The reduction in interest paid 
for short-term borrowings reflects 
a growing supply of money avail- 

able for investment and is a re- 

(800) 2 a4 $250" $475°; 2-dr., $475. 49) turn to rates prevailing in 1951, 
OLDSMOBILE — °53 (98) 4-dr., $2,450* | Associates said. Three increases— 

(ps). ’51 (88) 4-dr., $1,065*. placed in effect between December, 


PLYMOUTH—’54 Plaza 2-dr., $1,650. °49 Loa 
Special Deluxe 4-dr., $495, $410, $350. 1952, and May, 1953—have been 
aT Special Deluxe club coupe, ($260. wiped out. 











$675. °49 SL Deluxe 2-dr., $600, $555; 
club coupe, $635. '47 FM 2-dr., 2 at 
$350. °46 FM 2-dr., $275. 











NY 4-dr., $795. °49 Windsor 4-dr., $640. 
48 NY 4-dr., $330. '47 Windsor 4-dr., 
$300. °46 NY 4-dr., $215. 

DeSOTO—’50 Deluxe 4-dr., $680. 

DODGE—’52 Meadowbrook 4-dr., $950. '50 
Coronet 4-dr., $640. '49 4-dr., $335. °46 
club coupe, $165. 

FORD—’51 Custom (6) 2-dr., $675; De- 
luxe (8) 2-dr., $660. "50 Custom (8) 2- 
dr., $700. “49 Custom (8) 2-dr., $520, 
$340. '°48 (8) sedan, $310. ’47 (8) sedan, 
$210. 

HUDSON—’51 Commodore (8) 4-dr., $710°*. 

MERCURY—’52 Monterey conv., $1,470*. 
’51 club coupe, $820. 

NASH —’51 Ambassador 4-dr., $520. '50 


































YOU NAME IT — WE BUILD IT 
There is a HERMAN BODY 
designed for your customers’ 

specific needs... 
HERMAN REFRIGERATED 
MILK DELIVERY BODIES. 


COLDAIRE 


Tah dee eee Bal ee Gor ls pl Sd Sch ll 
betel er NY 


RIC writ MADER 
PATIO LOAD! IADER 


Plug-in Refrigeration for OVER- 
NIGHT LOADING M ee TE f 
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Bodies are available Serta" 





WRITE, WIRE, OR PHONE 
LLECT FRankl 


HERMAN BODY COMPANY ss: 1ouis 10, mo. 
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Oldsmobile Offerings for '54 | 








New Springs on New Chassis— 


“ Front coil springs are longer and heavier on the 1954 Oldsmobile Super 88 and 
9 98 series. They also have increased diameter for greater stability and ‘riding comfort. 
0 The 58-inch, five-leaf rear springs have been relocated closer to the wheels. They 
3, now are parallel rather than toed in. The longer rear shock absorbers are mounted 
at a more acute angle because of the lower frame height. 
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Super 88 Four-Door for 1954— 
Lowness of the 1954 Oldsmobile—60.5-inch road height—is emphasized in this 

Super 88 four-door sedan. The panoramic windshield merges with the new keystone- 

shaped wind vent. Powering the Super 88 is a 185-horsepower Rocket engine. 





Ready for a Season in the Sun— 

Symmetry and dash are exemplified in the 1954 Oldsmobile Super 88 convertible. 
The 122-inch wheelbase and redesigned chassis give the car a road-hugging ap- 
pearance. The convertible features a hydraulically powered top and leather uphol- 
stery. A full range of power features is optional. 





The New Look in Two-Tone Styling— 


A distinctive styling note of this 1954 Oldsmobile Deluxe Holiday coupe is the 


striking two-tone paint combination. Sweep-cut fenders, front and rear, accentuate the 
car's flowing lines. Other styling features are the wraparound windshield, car-wide 


cowl ventilator, and hand-buffed leather upholstery appointments. The hood is lower 
and broader. 


Coal 


Sports-Car Flair for the Holiday— 

Dashing entry into the 1954 field is this Oldsmobile Super 88 Holiday coupe. With 
a road height of only 59% inches, the Holiday has a redesigned chassis to leave 
road clearance unimpaired. The panoramic windshield, inspired by custom sports 
car styling, provides full forward vision without obstructing cornerposts. A graceful 
dip in the body belt line where it meets the door opening is another sports car 
styling feature. Total glass area is 221 square inches greater than in the compara- 
ble 1953 model. 








ling changes 





Horsepower Is Boosted .. . 
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Dream Cars Inspire Olds’ Styling 


What's New: 


Bigger Rocket engine . . . Horsepower 
increased from 165 to 185 on Super 88 
and 98 ... Wraparound windshield .. . 
Bodies lower and longer . , . Redesigned 
chassis and springing .. ,. Sweep-cut 
fenders and doors . . . Hood-wide cowl 


ventilator . . . Larger, 20-gallon fuel 
tank .. Optional four-way power 
seats . . . Unique two-tone color 
styling . . . Hardtop added to 88 series. 


* * * 


LDSMOBILE for 1954, with 

many styling features inspired 
by General Motors’ experimental 
“dream” cars, goes on display 
Wednesday (Jan. 20). 

The debut is a full year ahead 
of schedule, according to J. F. 
Wolfram, general manager, The 
models were originally planned 
for release in 1955, he said, but 
that schedule was scrapped early 
in 1953 when it was found pos- 
sible to move the model up a 
year. 

“The result of this skip-a-year 
program,” Wolfram said, “is the 
most completely new, completely 
changed, completely advanced 
Oldsmobile in many years.” 

A new Rocket engine is offered 
in the two top lines—the Super 88 
and the 98—a hike in horsepower 
from 165 to 185 has been accom- 
plished by boosting the compres- 
sion ratio from 8:1 to 8.25:1 and 
increasing the displacement from 
303 to 324 cubic inches. Horsepower 
has been upped to 170 in the 88 
models. 

* + ~ 

ODIES on all models are a full 

three inches lower and on the 
88 and Super 88 they are also two 
inches longer. Oldsmobile says in- 
terior room and road clearance re- 
main unchanged by virtue of a 
redesigned chassis. 

The frame has been redesigned, 
the Hydra-Matic transmission 
rotated 22 degrees counter-clock- 
wise for clearance and the rear 
suspension has been altered. The 
semi-elliptic leaf springs, for- 
merly mounted diagonally, are 
now parallel and have been 
moved closer to the wheels. 
Front coil springs are longer 
and heavier, Oldsmobile says. 

One of the most prominent styl- 
is the wraparound, 
panoramic windshield, which 
merges with a _ keystone-shaped 
wind vent through a _ swept-for- 
ward door post. 

Immediately below the windshield 
is a cowl-wide ventilator, which, 
Oldsmobile says, makes possible a 
compact, more efficient heater and 
defroster unit. 





* * + 4 


THER outstanding styling fea- 

tures include the sweep-cut 
fenders and doors, a new Olds- 
mobile emblem front and rear, new 
chrome treatment on the side, bul- 
let-shaped parking lights and a re- 
designed grille. Fenders are higher 
—almost on a level with the hood 
in front and rear deck in back. 

As an added power feature for 
1954, Oldsmobile will offer four- 
way power seats as optional 
equipment. New Pedal-Ease pow- 
er brakes, also optional, have 
been given an extra reserve for 
several power stops even when 
the engine is not running, 

Oldsmobile says it has improved 
power steering, air conditioning 
and its automatic headlight dim- 
mer for the 1954 models. 

The 1954 line will consist of 11 
models in three series. 

The 88 series will have a hard- 
top coupe along with the two-door 
and four-door sedan. A two-door, 
four-door, hardtop and convertible 
will be offered in the Super 88 
series. 

In the plush 98 series will be 
the four-door sedan, Deluxe Holi- 
day hardtop, Holiday coupe and 
the Starfire, a special convertible. 

* x a 





HE conventional two-tone effect, 

with body of one color and top 
another, will continue to be offered 
in the 88 and Super 88 series, as 
well as the 98. 

But in addition, the 98 series 
also will present two other two- 
tone effects. One of these is 
achieved by painting the roof, 
rear deck, upper rear fenders and 
quarter panel one color and the 
rest of the car a contrasting col- 


or. This combination is offered 
in the 98 four-door sedan, 

A third two-tone effect is avail- 
able in the 98 Deluxe Holiday and 
Starfire. The long decorative 
chrome strip that originates in the 
front fender and extends almost 
the length of the car, culminating 
in a “V” formed by the narrow 
sash on the rear quarter panel, is 
the dividing line. 

The body area below this chrome 
strip and to the rear of the “V”, 
including the rear deck and rear 
fender, is painted one color. The 
rest of the car, including the roof 
of the Holiday, is painted a con- 
trasting color. 

* x + 


eae brand new paint colors 
are offered. These are flare red, 
glacier green, willow green, Capri 
blue, Juneau gray, maize cream, 
desert tan and copper metallic, Col- 
ors continued from last year are 
black, Etna maroon, glade green, 
cadet blue, Baltic blue, mist gray, | 





polar white, royal marine and tur- 
quoise, 

Forty-nine conventional two- 
tone combinations are available 
in closed-body cars. In the special 
two-tone combinations offered 
only in the 98 four door sedan, 
five options are available—glacier 
green and glade green, Capri 
blue and Baltic blue, polar white 
and Juneau gray, polar white and 
royal marine, and polar white 
and copper metallic. 

The special two-tone paint com- 
bination in the 98 Deluxe Holiday 
and Starfire models has_ seven 
choices available. These combine 
polar white, maize cream, glacier 
green or Capri blue with ap- 
propriate complementary colors. 


A safety padded instrument panel 
is now standard equipment on all 
98 models. The instrument panel 
also has been restyled, with the 
apertures for the instrument cluster 
and the radio loud speaker with 

(Continued on Page 49, Col. 1) 


AMERICA’S OUTSTANDING ~ 
RADIO COMMENTATOR 


For your local radio advertising: 


1. NETWORK PRESTIGE 
2. LOCAL TIME COST 


The Fulton Lewis, Jr. news program is a 
co-op. You can buy it for use in one market. 
It carries all the prestige of a network show— 
which it is—without network cost. You pay 


local rate, plus a low 


pro-rated talent cost. 


Your local announcer cuts in your own com- 
mercial messages—up-to-the-minute, timely, 
acceptable in an emergency up to a few 


hours before air time. 


The program originates—generally—in the 
news capital of the world, Washington, D.C., 
and is piped to 560 stations of the Mutual 
network. While currently sponsored by more 
than 750 local or regional advertisers on 
346 stations, there may be an opening in 
your area. To reach your share of the mil- 
lions in the ready-made 5-nights-a-week 
Fulton Lewis, Jr. audience, check your local 
Mutual outlet—or the Co-operative Program 
Department, Mutual Broadcasting System, 1440 
Broadway, New York City 18, or Tribune 


‘Tower, Chicago 11. 
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Top Lincoln-Mercury Parts Team— 


Charlie Sword (center), head of the parts department of J. E. Coberly, Inc. (Lin- 
coln-Mercury), Los Angeles, discusses 1954 parts sales quotas with J. E. Coberly 
(right), president. The firm, which led the nation in parts and service sales during 
the first 10 months of 1953, according to factory figures, employs more than 50 
people in its service department alone, handles more than 125 customers’ cars a 
day and does an annual service labor sales business of approximately $250,000. 


Goldner Switches Makes 


Albert Goldner, Inc., Wilmington, | distributor of White trucks, Stat 
Del., has switched from Packard to | Motor Co., former Studebaker out- 


Auto Forum 


(Continued from Page 4) 


goods and services with no final 
profit for the quarter... 

“Many will blame ‘competi- 
tion’ but this performance 
borders .on insanity—business 
suicide — if it is continued. 
That can’t be called ‘competi- 
tion’. 

“Others will blame the auto- 
mobile manufacturers, saying 
their greed and a desire to be a 
‘leader’ is responsible for an 
overproduction that ruined the 
new-car market for everybody 
and created chaos in the used- 
car market... 


“The truth is, everyone wants 
to blame everything and every- 
body except those responsible 
for this mess: We dealers alone 
are responsible. 

“It is true not all dealers know 
where their mutuality of interest 
with their manufacturers ends 
and where their own interests 
begin to be ‘sold down the river’. 
But 95 percent of all dealers 


know when they are being im- 
posed upon by their manufac- 
turer and when they permit their 
best judgment to be overridden. 

“If my competitors go ‘crazy,’ 
I will keep my head and my 
capital for I know volume with- 
out sufficient markup is a guar- 
anteed way to lose my capital.” 

oa * * 


Beware of Doom Merchants 


Charles D. Henderson, exec- 
utive vice-president of the New 
York State Automobile Dealers 
Assn. warned members of his 
group to beware of gloom mer- 
chants in 1954. 

“They will do more to slow 
down our economy than any 
‘natural’ economic or political 
force,” he said. 

“We must face reality and 
expect that 1954 generally will 
be a poorer year than 1953 has 
been, but we don’t have to be 
among the innocent bystanders 
who get badly hurt unless 





ONLY 50 YEARS OF DEPENDABILITY 


CAN WIN 


ACCEPTANCE 


O OTHER manufacturer can duplicate Ditzler’s 
record of producing automotive finishing materials 
that have proved to be so consistently dependable. 
That is why Ditzler Finishes have been used for more 
than fifty years by most of the builders of passenger 


Sore 
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THESE 3 GREAT 


DITZ-LAC TWO STAR** 
LACQUERS OFFER YOU 


OLOR DIVISION 


are), Le the 


FEATURES 





|by all 


cars, trucks and buses. This continuous acceptance has 
raised Ditzler to its present position as the leading 
exclusive manufacturer of automotive finishes. Because 
Ditzler Finishes are rated as best by those who build 
automotive vehicles, it is reasonable to conclude they 
should also be the most efficient, most economical and 
most satisfactory for all of your refinishing needs. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 
Detroit 4, Michigan 


DITZLER 


PAINTS © GLASS « CHEMICALS ¢ BRUSHES ¢ PLASTICS « FIBER GLASS 
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Higher solid content — more film- 
forming material that gives you 
more paint per can and enables 
you to do more jobs per dollar. 


More accurate color matches. 
These lacquers have the same 
pigmentation that is furnished to 
motorcar manufacturers. 


Higher lustre and greater color 
retention assure better-looking and 
longer-lasting work that is more 
satisfactory to your customers. 


You save polishing time and get the maximum out 
of these quality lacquers by thinning them with 


Ditzler's 


famous High Gloss Lacquer Thinner, DTL-113. 
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we’re foolish enough to invite 
bad luck... 

“You will have to cut your 
costs closer, lengthen your own 
working hours and intensify the 
selling effort of your whole es- 
tablishment, but don’t make the 
mistake of taking fatal despera- 
tion measures to meet a catas- 
trophe that isn’t going to come 
SOs. ka” 

ca * * 


Fundamentals Needed 


The “troubled times” confront- 
ing most dealers, said Rus. B. 
Hammond, manager of the 
Greater St. Louis Automotive 
Assn., can be greatly improved 
if the dealers will return to fun- 
damentals and operate on a 
sound, businesslike basis. 

Hammond submitted a list of 
“ideas” for 1954, as follows: 

“1. The greatest single need 

is intelligent, aggressive 
management... 

“2. Reduce expenses to the 
lowest point, commensurate 
with good business practice, 
keeping in mind that people 
create expense. Then bring 
your best management ability 
to work to increase fixed in- 
come to the point where it ab- 
sorbs fixed expense. 

“3. . . . Stock no more than 
an average 30-day supply of 

new cars... 

“4, Determine to say NO... 
to everything that is not in the 
best interests of your business. 

“5. Determine that you will 

(Continued on Page 52, Col. 3) 


Black Welcomes 
Road Awakening, 
Sees Good Year 


CLEVELAND.—Robert F. Black, 
president of White, looks to 1954 
as a year of continuing de- 
velopment of the motor truck in- 
dustry because, he said, Americans 


| have finally recognized the critical 


need for expansion of our highway 
system, 

“The big job,” he said, “has been 
to awaken the public to our ob- 
solete highway system. American 


| genius will find a way to control it. 


“It’s the most encouraging thing 


|in the transportation industry as 
| we head into the new year,” Black 


said. 
Instead of just talking about in- 
adequate roads and the millions of 


| dollars of waste because of traffic 


congestion, Americans are doing 
something about it, he said. 
Black termed highway bond 


| issues passed in many states and 
| the accelerated trend toward super 


highway construction 
of real forward strides. 
“Every major city in the country 


indications 


| has tackled the congestion problem 


with a desire to do something about 


| it without further delay,” Black 


said. “New parking facilities, new 
traffic controls and rapid transit 
projects are moving forward with 
financing plans approved by the 


| voters. 


“These forward steps are very 


| Significant to the motor transport 


industry because, as our highway 
system improves, truck transpor- 
tation can provide more efficient, 


| more economical service in speed- 


ing the flow of goods and services 
to everyone in America.” 

Black noted that the truck in- 
dustry paid more than $1.5 billion 


|in special truck taxes in 1953—a 


third of all the special taxes paid 
highway users although 
trucks make up only 17 percent of 
the total motor vehicle registration. 

Black said that state laws taxing 
trucks and restricting capacities 
“must be based on sound economic 
fact rather than expediency.” 

Black said 1953 was one of the 
best years in White’s 50-plus years 
in the truck industry. 

In looking into 1954, Black said, 
“Our program of achieving greater 
diversification in the truck industry 
moved ahead in the acquisition of 
the Autocar Co. and the start of 
a new plant for this new division 
of our firm in Exton, Pa, This 
plant will be ready for occupancy 
in the spring. Autocar production 
strengthens our position in the 
extra-heavy hauling industries.” 

White also has strengthened its 
field sales operations by building 
larger branch sales and service 
headquarters in a number of cities 
and enlarging and modernizing 
facilities in others, he said, 
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Happy Employes Make 


For Dealer Success 


(Continued from Page 8) 


discover who is out of line and 
what changes should be made, Re- 
member, good dealers of a com- 
munity are easily affected by the 
shortcomings of other dealers. 

People fail to realize the worry 
about pain of disease until they 
have it. Your investment in flesh 
and blood requires eternal vigilance 
in your treatment of and relations 
with the people who work for you. 

Dealers spend much money an- 
nually on inventories and auditing 
of the material things of their 
business. Make a daily audit of 
your employer-employe relations, 
and your investment in flesh and 
blood will pay dividends. 

a * 


Compensation 
Of Salesmen 


By 
Frank Collord 

NADA Regional Vice-President and 
Dodge-Plymouth Dealer, Waterloo, Ia. 
First we must have salesmen to 
compensate and therefore I would 
like to comment on this phase 
without disgressing from my sub- 
ject or overlapping the subjects of 
other panel members. 

We hear and read a great deal 
about programs to induce and 
train men for the mechanical 
part of our business, but hear 
little or nothing about obtaining, 
holding and paying men to sell 
our vehicles. Without sales, few 
automobile dealers need me- 
chanics, parts men, etc. 

A paramount question is, “Why 
are more capable young men not 
attracted to our business?” 

Is it lack of challenge that ex- 
isted in our business 25 years ago? 

Is it because they cannot see ad- 
vancement or permanency in our 
business? Is it the price of the 
package they sell? Is it the lack 
of stability in our business. (I re- 
call the remark of a capable young 
man who left our business, the 
reason given was that he was 
either waiting for new models to 
sell or trying to dispose of old 
models.) 

Is it the merchandising methods 
and business principles that are 
being displayed by the automobile 
retail industry? 

Could the fault be with both 
dealer and the factory? 

* 


Salesmen’s Market 

The question of how best to com- 
pensate the retail automobile sales- 
man, and also how to obtain sales- 
men, is receiving more and more 
attention. A great many of the 
dealer’s problems definitely relate 
to the method by which the sales- 
man is rewarded for his work. We 
are not in a seller’s market or a 
buyer’s market. We are in a sales- 
man’s market. 

Another problem is the rapid 
turnover of salesmen and which 
may be caused by the failure of 
dealers to pay an adequate salary 
or by the frequent changing 
methods of compensation. 


Continually breaking in “green” 
men is costly to a dealer. 

Many dealers complain about the 
quality of the salesmen they have 
and ask where are they going to 
get better ones. Why not look with- 
in their own organizations for men 
to train? It is not enough to train 
salesmanship, but sell them on 
your dealership as the place to 
work. It is up to the dealer to sell 
himself and his deal to his sales- 
men. 

It is not the purpose of this dis- 
cussion to declare any particular 
system best, but merely to discuss 
the method, pointing out the ad- 
vantages and disadvantages of 
each, The dealer will have to deter- 
mine for himself the advisability of 


Canter-Britton Moves 


Canter- Britton Motor Sales 
(Packard - Kaiser - Willys), Peru, 
Ind., is moving from its location on 
Route 1 to the Senger - Maverick 
building in downtown Peru. 
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offers you 


100% 


We will personally discuss 

with you the problems of 

your shop, the corrective 

measures that must be 

taken, Train your entire 
z 


adopting any of the measures dis- 
cussed. 

From a recent survey we find 
that the plan of paying straight 
commissions upon the cash in- 
volved is being discarded by pro- 
gressive dealers. We find there are 
four basic plans in use: Salary, 
commission, drawing account with 
commission and salary plus com- 


sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
es uipment —_ for 
t rpose alone, 
the st known 
of apie. in two complete 
packages, for the large 
dealer or Sg ty service 





Winners in Ford Houston District Contest— 


mission. 1954 Ford Tudors were the prizes for these salesmen who scored the highest points epartmen 
Now let me outline the ad-| in their respective groups in October and November sales of new and used Ford asin ankamoheranhian 
vantages and disadvantages of each | ©9"s and trucks in the Houston area. They are (from left), H. J. Marler, Houston; requirements (<<a 
plan as reported by a cross section |4- N. Graham, Rockdale; C. H. Weigand, district sales manager of Ford division; erred cote us today 
of the dealers. Fred Meyer, Rosenberg, and Dick Mize, Winnie. poletmnent with ana 
® & -@ will not waste your time. 

ing loyalty to the employer. 14 percent of the dealers are using ‘ 
Salary Method DisapvaNTaGes—The salary of the| the salary method. 


FLASH-A-CALL 


ADVANTAGES — The employer has 
the greatest amount of control over 
his salesmen. It allows the em- 
ployer to direct the salesman’s ef- 
forts as he, the employer, sees fit. 
It is also the best method for build- 


salesman is hard to set at the start ‘+s 2 

and difficult to adjust. The system 

does not furnish any amount of Commission 
ApvanTaces — The weakness of 


stimulation or incentive. If the 
salesman has ambition, the system | the salary plan is the strength of 
(Continued on Page 48, Col. 3) 
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D THAT 
OR SAGS! 


IN ANY POSITION 
—FULLY ADJUSTABLE 


Save yourself costly “come-backs” of mirror heads that 
never stay put. You make a happy customer every time 
when you install the JF BODY- 
MOUNT. It locks the mirror 
head in any desired position 
— yet is fully adjustable. 


Replacement of the mirror head is never a problem — 

you never need disturb the bracket mounting. Simply 
loosen the positive-locking turret screw and replace with 
a new mirror head. It’s as easy as that! 


SO AMAZING... SO BEAUTIFUL... SO PRACTICAL! 
Adds the look of smartness to your showroom cars! 


JF No. 55 
LIST—$4.05 


Exclusive: 


SELF-ADHERING GASKET 
ACTS AS TEMPLATE FOR 
HOLE ALIGNMENT 


The JF BODY-MOUNT is truly a sleek beauty — custom- 
contoured — triple chrome plated — a 412” mirror head 
of selected optical glass that gives you wide angle vision 
at all times. 


———- LIST $4.65 


Available in non-glare or clear 


—— ea ee ee ea ae eee 6 SF exclusive! 


— fF mRRORS 4 Hecho: 


If not available thru your Jobber, 
fe Ws pear catalog. 





JOMA MANUFACTURING CO., INC. 
NEW YORK 72, NEW YORK 
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FLASH-A-CALL 
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to 200% Absorption 


SERVICE CONTRO: SYSTEM 


1312 —_ ae Avenue 
N-76, Chicago 5, Illinoil 
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On Eve of Waldorf Show .. . 


GM Bares Gas Turbine Car 


(Continued from Page 2) 
president in charge of the styling 
staff, who also designed its fiber 
glass reinforced plastic body. The 
ear’s Whirlfire Turbo-Power engine 
and the chassis were developed 
under direction of Charles L. 
McCuen, general manager of GM 
research laboratories. 

The Firebird reportedly is the car 
in which McCuen crashed and in- 
jured himself at the Milford prov- 
ing grounds last fall. 

An aircraft motif is evident in 
the car’s “needle” nose, delta wings 
swept back along the rear half of 
the body, a vertical tail fin and a 
plastic bubble over the driver’s 
cockpit. 

Earl said the design theme was 
inspired by the Navy’s_ experi- 
mental plane, the Skyray. 

He explained that on a vehicle 
of this type, completely stream- 
lined, a tail fin or some flat ver- 
tical surface behind the car’s 
center of gravity is necessary to 
give the body directional stability 


or hold it on course when it is 
in motion, 


The car’s mechanical anatomy, 


the reverse of conventional auto- | 


mobiles, includes a fuel tank ahead 
of the driver. 


Behind the driver is the engine, | 
divided into two mechanically in- | 


dependent parts — the gasifier 
section and the power section, con- 
nected by a flexible duct. Each 
section has several elements. 

Gasifier section: 

1, A single-stage centrifugal com- 
pressor of approximately 3'-to-1 
pressure ratio. 

2. Twin combustion chambers 
(burners). 

3. A single-stage axial flow tur- 
bine. 

4, Engine accessories. 

Power section: 

1, A single-stage axial flow power 
turbine. 

2. Transmission. 

3. Final drive unit 
gears). 

The gasifier provides a source 
of hot compressed gas. Energy 


(rear axle 





is extracted from this gas and 
delivered to the rear wheels by 
the power section. The gasifier 
section replaces the engine and 
torque converter pump of a con- 
ventional auto, while the power 
section replaces the torque con- 
verter turbine, transmission and 
rear axle gears, 


The gasifier-power section combi- 
nation operates by way of a gas 

coupling rather than a fluid or oil 
| coupling used between the torque 
converter pump and turbine of an 
automatic drive or torque con- 
verter in a conventional automo- 
| bile. 

The gasifier section resembles a 
| small jet engine. The exhaust gas, 
| instead of firing through a tailcone 
;}to propel the car, is funneled 
through a power turbine connected 
with the rear wheels. 


| Backbone of the gasifier section | 


|is a compressor rotor and a gasi- 


fier turbine wheel, both attached to | 


the same shaft. 


| atmospheric 





Bird's Eye View— 


Configuration of the swept-back delta 
wings is shown in this rear overhead view 
of the GM Firebird. The engine is mount- 
ed behind the driver's cockpit. On the 
trailing edges of the wings are brake 
flaps which supplement the car's regular 
braking system. 

s 6 ® 

pressure, before it 
enters the two combustion cham- 
bers. 

Kerosene 


is sprayed into the 


Air enters the| burners where combustion takes 


compressor where its pressure is| place continuously after a spark 
raised to more than 3% times ignites the mixture for starting. 


REPRESENTING: The Hartford, Conn., Times 


Danville ads Chicago 85%... 


° where can you sell most per dollar? 


N OT one of the “big” cities 
in Illinois—those over 100,000 cor- 
porate population —has as high 
automotive sales per capita as do 
all but 5 of the 17 cities in the 
State between 25 and 100 thousand. 


Take Danville for example. Chi- 
cago's dealers could increase their 
sales by $411 millions (85%) if 
Chicagoans bought as many cars 
and trucks per thousand as folks 
do in Danville. Chicago's filling 
stations would have to sell $249 
millions instead of $109.9 millions 
- « » 126% more gasoline, oil, tires, 
etc., on a per capita basis . . .' to 
do as well as Danville's. Even when 


you include all of Chicago's rich 
suburbs in Cook County, Danville's 


Vermilion County is comfortably 
ahead! 


As experienced automotive men 
know, big cities usually lag behind 
smaller ones in sales per capita 
. .. And isn’t it high per capita 
potential that counts in advertis- 


ing economies, so long as you must 
pay more for 100,000 circulation 
than for 30,000 or 20,000? 


In the smaller city and the farm 
family, the car burns as much or 
more gasoline, wears tires as fast 
as that of the rich big city family 

. often requires more service. 
That’s why newspaper advertising 
is so important to the automotive 
business. It’s “Every Family” ad- 
vertising! And it can be adjusted 
to dealer capabilities and sales po- 
tentials as can no other medium. 


Great BRAND NAMES like Cad- 
illac and Esso Extra . . . leaders 
in their fields . . . have been ad- 
vertised more in newspapers, from 
their very beginnings, than in any 
other medium. Great marketing 
minds that built them used the im- 
portant economy of concentrating 
where they had dealers who could 
sell... plus the penetrating and 
dominating impact of newspaper 
“Every Family" advertising. 


No form of advertising that is 
limited in appeal only to those 
who like certain entertainers, or 
certain “shows” or certain types 
of periodicals . . . none of these 
can be “Every Family” advertis- 
ing. None of these can assure you 
of reaching, at best, more than 1 
in 3 or 4 of the people . . . usually 
less than 1 in 10. That’s why 
successful automotive dealers and 
distributors have always preferred 
newspaper advertising in their 
markets, reaching THEIR people 
. .. ALL of their people. 


Ask any J. P. McKinney office 
about automotive sales figures 
on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula” which shows the 
means of obtaining essen- 
tial newspaper coverage in 
every county, sectionally or 
nationally. 


J.P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


400 N. Michigan Ave. 
Chicago 11, Ill. 


@ The Danville, Ill., Commercial News @ The Plainfield, N. J., Courier News 
The Williamsport, Pa., Sun, Gazette & Bulletin @ and in New York State: The Albany Knickerbocker News @ The Beacon News 
© The Binghamton Press @ The Elmira Advertiser @ The Elmira Star-Gazette @ The Elmira Sunday Telegram @ The Ithaca Journal @ 


681 Market Street 
San Francisco 5, Calif. 


The gas outlet temperature is : 
proximately 1,500 degrees Fahr: 
heit. 

The engine’s starter mechani; 
must “rev up” the compressor «ind 
gasifier turbine to 3,000 r.p.m. ‘e- 
fore the engine starts. The Whirl- 
fire idles at 8,000 r.p.m. 

The hot gas goes through the 
gasifier turbine which drives the 
compressor, The blast of hot gis 
from the gasifier turbine is 
funneled toward the power 
section turbine, which is con- 
nected with the rear wheels via 
a two-speed transmission. 

Transmission gears permit the 
| Firebird’s driver to select drive 
| range, low range or reverse. This 
is virtually the same as the system 
| used in the automatic drive selector 
| of a conventional car. 

The engine unit develops 270 
horsepower at maximum output 


Gas Turbine Engine— 


The open top hatch of GM's Firebird 
shows the forward end of the car’s ex- 
perimental gas turbine engine. It is 
mounted behind the driver's seat (right). 
One of the engine's two burners, part of 
the compressor and the gasifier turbine 
| can be seen in the engine compartment. 


| with the gasifier operating at 26,000 
r.p.m. and the power turbine turn- 
ing at 13,300 r.p.m. 

The gasifier section weighs cnly 
| 340 pounds and the power section 
|is 435 pounds, more than half of 
|which is attributed to the trans- 
mission case and gears, Total 
weight is 775 pounds. Overall 
| weight of the entire car is 2,440 
| pounds. 

This gives the Whirlfire power 
| plant and drive a_ weight-to- 
power ratio of approximately two 
| pounds per horsepower, This 
| ratio is about one-third of a con- 
| ventional piston engine and 
drive. 

| The conventional radiator and 
cooling system essential to a piston 
| engine is eliminated with the gas 
| turbine engine. An ignition system 
| is required only for starting and 
is not used while driving. 

| At present, according to GM 
| engineers, one of the gas turbine’s 
| major drawbacks is its high fuel 
| consumption, several times greater 
;|than a conventional engine. This 
| becomes one of the major problems 
| for the future. 


Godfrey to Take 
a Audience on 


| 


Tour of Motorama 


NEW YORK. — Arthur Godfrey 
| will conduct millions of American 
| television viewers through the 
|General Motors Motorama of 1954 
|/in a special TV preview of the 
| show here Wednesday night (Jan. 
|20), over CBS. The 45-minute 
| nationwide telecast will originate 
}in New York’s Waldorf-Astoria 
Hotel at 10 p.m. EST and will be 
| carried by more than 80 stations in 
| the network. 


Godfrey wili be supported by the 
cast of his television show, “Arthur 
Godfrey and His Friends.” 


Accompanied by Harlow H. Cur- 
tice, GM president, Godfrey will 
| roam through the Waldorf’s grand 

ballroom and the rest of the 26,000 
square feet of Motorama exhibit 
space in his famous “scooter,” 
chatting about and watching 
demonstrations of features of the 
show and introducing top GM ex- 
ecutives along the way. 

The Motorama will be open to 
the public at the Waldorf Jan, 21- 


The Malone Telegram @ The Massena Observer @ The Newburg News® The Ogdensburg Journal © The Ogdensburg Synday Advance News 
@ The Olean Times-Herald © The Potsdam Courier 
The Rochester Times-Union @ 


26. Later Motorama appearances 
are scheduled at Miami Feb. 6-14; 
Los Angeles, March 6-14, and San 
Francisco, March 27-Apr. 4, 


The Rochester Democrat & Chronicle @ 
The Utica Observer - Dispatch @ The Utica Daily Press 
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Stock Vote Slated... 


AUTOMOTIVE NEWS, JANUARY 18, 1954 


Yash, Hudson Unite; 
Mason to Head Firm 


(Continued from Page 1) 


that same period (which coincides 
with the Nash - Kelvinator fiscal 
year) totaled 244,507 units. Kel- 
vinator, a leader in the electric ap- 
pliance field, produced more than 
638,000 household and commercial 
appliances in that period. 
7 = + 


a. the plan, Nash, Hudson 
and Kelvinator will operate as 
separate divisions of American 
Motors. The dealer and sales 
organizations will retain their 
separate identities. 

It is contemplated that Barit 
will serve as a director and con- 
sultant and Mason as president 
and chairman of the board of 
American Motors. 

In their joint statement, Mason 
and Barit said: 

“American Motors will be an im- 
portant factor in two of the big- 
gest fields in U. S. industry—auto- 
mobiles and electrical appliances. 
It will have two strong automobile 
dealer organizations and one of the 
largest groups of dealers in the 
appliance fieJd. Its product lines are 
strongly diversified. 

“It will have two major lines of 
automobiles, Hudson and Nash, and 
two lines of appliances, Kelvinator 
and Leonard. Products of the ap- 
pliance division include refriger- 
ators, electric ranges, home freez- 
ers, home laundry equipment, 
kitchen cabinets, room air condi- 
tioners, ice cream cabinets and 
commercial condensing units .. . 

oa * m 
OTH of us see as the result of 
this move greater opportuni- 
ties for Nash, Hudson and Kelvin- 
ator dealers. As our further plans, 
now in the making, become public, 
they will strengthen our present 
dealer organizations and attract 
new dealers in still greater numbers. 

“Hudson and Nash have three 
basic series of cars each. Hudson 
produces the Jet, Wasp and Hor- 
net; Nash, the Rambler, Statesman 
and Ambassador. In addition, Hud- 
son has announced plans for lim- 
ited production of its car of the 
future, the Italia. 

“Hudson and Nash-Kelvinator 
together employ more than 40,000 
in plants at Detroit and Grand 

Rapids, Michigan, Milwaukee and 
Kenosha, Wisconsin, and El Se- 
gundo, California. 

“The combination will be one of 
the most highly integrated in the 

automobile field. Its 16 plants will 
include three automobile body 
plants, complete engine manufac- 
turing facilities and automobile as- 
sembly plants. It will have foundry 
and forge facilities, and will be 
equipped to build a large share of 
other major parts. Both companies 
are making important contribu- 
tions in defense production. 

“Among the advantages of the 









move are pooling of executive abil- 
ities, research and engineering re- 
sources, and purchasing power; op- 
portunities for new manufacturing 
economies and improved methods; 
reduction of the individual over- 
head and administrative charges; 
a diversification of products which 
tends to stabilize earnings in pe- 
riods of high and low business ac- 
tivities, and a spreading of tooling 
costs over more units with less 
cost per unit...” 
+ * * 


B= firms are auto pioneers. 
Hudson was founded in 1909 and 
Nash supplanted Jeffrey Co., pro- 
ducer of the Rambler, in 1916. Jeff- 
rey was started in 1902. 

Since its formation, Nash has 
turned out 2,585,371 cars and 
Hudson has made 3,731,400 cars. 

In the past five years Nash has 
topped Hudson in car output, to- 
taling 780,529 to Hudson’s 531,474. 


* x * 


N 1949 they were about equal, 

Nash with 142,592 and Hudson 
with 142,462, Output in the next 
four years was: 1950—Nash, 189,- 
543; Hudson, 143,006; 1951—Nash, 
160,859; Hudson, 93,327; 1952—Nash, 
152,141; Hudson, 76,348, and 1953— 
Nash 135,394; Hudson, 76,331. 

Nash’s record output year was 
1950, in which 189,543 cars were 
produced, and Hudson’s was 1929, 
with 300,100 cars. 

Nash has three plants in the 
U. S.—its main manufacturing and 
assembly plant in Kenosha, Wis.; a 
body plant in Milwaukee, and an 
assembly unit in El Segundo, Calif. 

Hudson has four plants, all in 
Detroit. 

x x - 
OTH firms claim many auto in- 
dustry “firsts.” 

Among Hudson’s firsts are the 


Dealers Trade Warily 


Holding Out for Better Deals on Their New Cars; 
Showroom Traffic Remains High 


sedan body, introduced in 1913; the 
first high-compression engine, a 5- 
to-1 model brought out in 1916; the 
first company to make steel bodies 
on a production basis in its own 
plant; gearshift on steering post; 
one-piece curved rear window, and 
stepdown design. 

Nash’s include convertible twin 
beds, reclining seats, rubber- 
mounted engine and chassis, 
slanting back on rear body panel, 
unitized body in mass production, 
and conditioned-air system. 

The history of Hudson is virtu- 
ally a biography of its president 
and general manager, Barit, 63. 

+ * *- 


oe joined Hudson as secre- 
tary to the purchasing agent 
in 1910, less than a month after the 
first Hudson was produced. Five 
years later he was named purchas- 
ing agent. 

In 1929 he moved up to first 
vice-president and treasurer. Five 
years later he also became gener- 
al manager. He was named presi- 
dent in 1936. 


George W. Mason, 62, president | 


of Nash-Kelvinator since 1948, has 
had a successful career in both the 
auto and appliance industries, 
* * x 
A§ A boy in Valley City, N. D., 
he worked part time at the 
Buick and Maxwell dealerships. 
In 1909 he entered the University 
of Michigan to study engineering. 
While still a student, he operated 
the Briggs-Detroiter distributor- 
ship in Valley City. He finished 
school with a degree in business 
administration. 

He then went to Studebaker’s 
manufacturing division in 1913. 
Joining Chrysler Co. in 1922, he 

was appointed general works man- 
ager. Two years later when Chrys- 
ler Corp. was formed, he was 
named manufacturing manager. 
+ * > 
ASON left Chrysler in 1926 to 
become vice-president of Cope- 
land Products, a Detroit refrigera- 
tion firm. After one year he was 
promoted to president. 

He resigned from Copeland in 
1928 to become president of Kel- 
vinator. When Nash and Kelvin- 
ator merged in 1936, he became 
president. 








(Continued from Page 2) 


“super-deluxe” models are selling. 
Dealers in the respective lines 
say they are moving all the Pontiac 
Star Chiefs, Chevrolet Bel Airs and 
Ford and Mercury “glasstops” that 
they can obtain from the factories. 
The pickup in wholesale used- 


ported increased for the tirst time 


in weeks. 
* * > 


GAIN, as new-car dealers have 
found, the wholesale buyers are | 
anxious to buy cars, but aren’t ex- | 


tending themselves on the price. A 


car interest evidenced in new-car| conscious effort is being made to 


dealerships is also _ noticeable 
among the auctions. In most 
sections of the country, auction 
operators report a definitely strong- 
er market, with firm, brisk bidding. 
One operator said that sharp units 
were being knocked down at prices 
closely approaching retail. 

On the West Coast, interest in 
older and cheaper cars was re- 





And Now: Tires Made of Nygen— 


General Tire & Rubber Co. has started production of car tires made of nygen, ac- 


cording to William O'Neil, 


president. The firm claims that nygen is the strongest 


material yet to be used in tire construction. In rigorous tests the material is reported 
to have retained normal air pressure. The tire is marketed under the name Nygen 
Super Squeegee. The material is a special cord converted from nylon. 


hold back, to get in line, to keep 
the price tag attractive for the 
potential retail buyer. 

As a result, the overall average 
price of used cars, according to 
Automotive News’ index, declined 
again last week—$21 to a figure 
of $680. It was the biggest drop 
in six weeks. 


The only model to show an in-| 


crease on the index was the °46, 
which gained $4 to $194. 
+ : a 


A years averaged less than $600 
in price. Now, five model years—’46 
through ’50—fall in that category. 

The price spread between 
model years, after last week’s ad- 
justments, was as follows (price 
spread of previous week in pa- 
renthesis): ’53 to ’52, $661 ($650) ; 
°52 to ’51, $300 ($352); °51 to ’50, 
$211 ($190) ; 50 to ’49, $159 ($166) ; 

"49 to ’48, $151 ($168); ’48 to °47, 

$50 ($30), and ’47 to ’46, $43 ($72). 

Market samplings of last week 
showed: 

New-car sales in Akron were just 
about holding their own, with 214 
sales, compared with 216 in the 
previous week. Used-car sales in- 
creased to 361 from 283 in the 
previous week. 


December new-car sales, com- 


pared with those of November, 
were up in Houston and Tacoma, 
Wash., and down in Detroit, Wash- 
ington, Columbus, San Antonio and 
Birmingham, Ala. 

Sales figures for 1953 in Wayne 
County (Detroit) showed Ford far 
in front, with 52,523 sales, compared 
with 40,318 for Chevrolet. 





YEAR ago, only two model| 


Nash Dealers Told 
Their Status Will 
Not Be Changed 


MIAMI BEACH. — H. C. Doss, 
Nash sales chief, assured his 
dealers here last week that their 
setups would not 
be “disturbed” in 
the event of a 
consolidation of 
Nash and Hud- 
son. 

Speaking at the 
factory’s annual 
breakfast for 
Nash dealers, 
Doss said he is 
hopeful that 1954 
“can be a lot 
better for a lot 
of us than 1953 
was, since the last six months of 
1953 were overly competitive.” 


“Our fool’s paradise of the past 
10 years has ended,” he said. “If all 
of us, including Clay Doss, haven’t 
forgotten all we know about sell- 
ing, then 1954 will be a better-than- 
average year.” 

He pleaded for cooperation of 
Nash dealers with the factory and 
renewed his pledge of cooperation 
with dealers, He reiterated the 
factory’s policy of “not forcing cars 
on dealers.” 





H. ©. Doss 


—Perte WemMHOFF 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 


W. K. BRAASCH 





FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 
Please send me the following NEW MANUALS: 


i—the Eight Autometive Success Success Fundamentals. 


5—The T 





Continental Touch— 


Plymouth offers a factory-installed Con- 
tinental conversion on all 1954 models. 
The spare wheel and tire are mounted 
outside on a spring-loaded arm which 
lifts the spare out of the way when re- 
leased by the driver. This permits full 
access to the trunk compartment. The 
conversion adds eight inches to the over- 
all length of the car and increases trunk 
capacity by 20 percent. 


DeVilbiss Releases Film, 


Paint Class Schedule 


TOLEDO. — A 16-millimeter 
sound film, “Making the Most of 
the Spray Painting Method,” has 
Phillips Ave., Toledo 1, O, The film 
is available on request. 

DeVilbiss has announced that its 
one-week seminars for instruction 
in automotive refinishing and pre- 
ventive maintenance will begin Feb. 
22, May 10 and June 28. 





Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


ae eee Seer i 
Dean of Automotive Sales Trainers 


A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 


of led. Car Salesmanship. 


Your Sales Talk. 
Ait sx momeals er ony $10.00. 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, lilinois 








MR. DEALER 


Our "SALES INCREASER PLAN" will show you how TO— 


1. Find new car prospects who now own the make of car most 


acceptable as a trade in. 


2. Find new service department customers who now own the 
make of car you can best service. 


3. Get the above individuals into your showroom or shop where 
you can really do a selling job. 


This space is too small to give full details. How can you lose by 
spending 3c to mail in the coupon for complete information that 
you will be able to understand and appraise in less than 15 minutes? 


INVESTIGATE! 


The R-T Corporation 
Room #216 

11 Park Place 

New York 7, New York 


Please send me complete details of your “Sales Increaser Plan.” 


You certify— 
1. No obligation to me. 


3. No list will receive my name. 





4. Your product is being used by other auto dealers. 


Please mail the material to: 
My Name is 
Firm Name 
Street 


| 
| 
| 
| 
| 
| 
| 
| 2. No salesman will call unless requested. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


ee ee ee 
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NADA Clinic Studies Cases... 


Dealers Need Happy Employes 


(Continued from Page 45) 

the commission plan, which gives 
the greatest possible stimulus. 

DisapvaNTaces — The disad- 
vantages of this system are 
centralized in a single element, the 
lack of control by the employer. 
The salesman resists guidance be- 


>| cause he has a feeling that he is 


Walker Buys Kaiser Plant in Jackson— 


The former Kaiser plant in Jackson, Mich., is now owned by Walker Mfg. Co. of 
Wisconsin, Racine, Wis. The plant covers 300,000 square feet. Kaiser used it to pro- 
duce Frazer cars, and later as a warehouse. Walker will manufacture exhaust systems. 


Show Moved Up in Ogdensburg 


OGDENSBURG, N. Y.—The date 
of the annual Ogdensburg Auto 
Show has been changed from 
March 4-6 to Feb. 25-27, according 
to Roger F. Dufort, executive secre- 


tary of the Chamber of Commerce. 

Chairman of the auto dealers is 
Joseph Brian, general manager of 
J. F. Sharp, Inc., who was named 


to that post at a dealers’ luncheon. 


a le 


working for himself. More than 25 


2 Steel Firms Submit 
Merger Plan to Owners 


DETROIT. — American Metal 
Products Co., Detroit, and Tube 
Reducing Corp., Wallington, N. J., 
have announced that plans to 
merge these companies are being 
submitted to stockholders for ap- 
proval by proxy vote. 

A stockholders meeting has been 
called for Saturday (Jan. 23) to 
ratify the move. 

The combined sales of the two 
firms in 1953 were estimated to be 
in excess of $45 million. 


percent of dealers pay salesmen on 
commission. 
> * * 


Draw Plus Commission 

Because of the similarity to the 

commission plan, the advantages 

and disadvantages are about the 

same. The adjustment of the draw 

to the earnings causes dissatis- 

faction. Only 7 percent of the 
dealers use this plan. 
= + + 


Salary and Profit Sharing 


I will not enlarge on this plan 
other than to comment that it has 
few users. Because of the delay, 
uncertainty and the many factors 
beyond the salesman’s control, it 
is not popular with salesmen. 

+ s eo 
Salary Plus Commission 

ApvANTAGES — The salary, if 
enough for a salesman’s essential 
living expenses, allows him to 
budget his earnings and also pre- 
vents an_ undesirable fluctuating 
income. The commission supplies 


the extra compensation over bare 


a 2.way combination” 


eM 


met. *Snap-on is the trademark of Snap-on Tools Corporation. 


mak: with your needs! 


TOOL CABINET 


Any way you look at it, you’re out ahead when 
you choose your tool chest from this Snap-on 
“handsome threesome”! You can start with one 
unit, or any combination of units, that fits your 
present needs. You can add a unit as your 

tool equipment grows... and know that it 


will fit right and be right / 


Built of electrically welded heavy gauge steel with 
reinforced tops and tube-type corners to withstand 
toughest service through the years ahead. 

Drawers are easy gliding slide run—can’t sag, 
bind or pull out and spill tools. High grade 


tumbler type locks protect 
your tool investment. 


Let your Snap-on Man show 
you the superior features 
and construction of this 
triple unit cabinet. The big 
104-page Snap-on catalog 
includes a wide range of 
chests, Mechanikits, Coast- 
er Cabs and Rolla-Benches. 
Ask your Snap-on Man for 
your copy, or write, 


SNAP-ON TOOLS CORPORATION 


8082-A 28th Avenue, Kenosha, Wisconsin 


living expenses and the incentiv 
to sell. 

DisapvaANTaGes — The salary, i‘ 
above essential living expenses. 
may have the same effect as a 
straight salary. The statement thai 
this plan has few disadvantages is 
borne out by the fact more than 
50 percent of dealers use this plan 
and more are adopting it every 
day. 

“ * * 
Commission on List or Difference 

Some comment should be made 
on this subject. It has been stated 
that paying on the list price re- 
gardless of tradein assures a 
dealer of better tradeins, and that 
the salesman is not promoting 
deals with low priced tradeins. The 
paying on net difference seems to 
be the prevailing practice. 

There is no one right way and 
no plan in effect yet that will 
take the place of dealer direction 
of efforts and the stimulation of 
salesmen, Regardless of what 
plan used, it must be studied and 
fitted to your own conditions. 

Regardless of the pay plan, the 
poor salesman is a liability, he 
takes up the same space, takes up 
more time and ruins more sales. 
There is no substitute for a definite 
program, a definite sales plan, a 
definite help for salesmen and a 
good product to sell. 

We should first ask ourselves, 
“Why should salesmen work for 
me? What have I to offer in my 
business?” before we ask, “Why 
can’t I get more salesmen?” 


Jaguar Launches 
Service School 


In New York City 


NEW YORK.—Jaguar last week 
began a training school here in 
which technicians trained in Cov- 
entry, England, will give advanced 
instruction in the maintenance and 
repair of Jaguars. 

Mechanics from service depart- 
ments of Jaguar dealers through- 
out the U. S. will attend classes 
in a_ specially equipped service 
school. Diplomas will be awarded 
upon successful completion of the 
one-week course. 

Johannes Eerdmans, manager of 
Jaguar sales in North America, 
said, “We are determined to expand 
on a broad scale Jaguar service 
in the U. S. There are now more 
than 14,000 Jaguars on U. §S. high- 
ways. We are aiming at making it 
possible for them to have the 
equivalent of factory service here. 

R. Graham Reid, chief Jaguar 
technician in the U. S. will head 
the school. Courses will include in- 
struction on the Jaguar engine, 
clutch, gearbox, manual and auto- 
matic transmissions, propellor 
shafts, axles, rear suspensions, 
steering and front suspensions, 
brakes, chassis, coachwork and 
electrical systems. 


Air Force District 


Gets Wider Sway 


CLEVELAND.—More economical 
operation and better service to Air 
Force suppliers are expected to re- 
sult from a realignment of the 
Cleveland Air Procurement Dis- 
trict’s territorial boundaries. 


The new boundaries embrace the 
northwest corner of Ohio formerly 
served by the Detroit district office, 
and parts of central Ohio and West 
Virginia formerly served by the 
Dayton (O.) office. 

Col, F. E. Hoffman, chief of the 
Cleveland office, said Air Force 
manufacturers and suppliers in the 
new territory furnish items similar 
to those furnished in the former 
Cleveland area. Furthermore, the 
new boundaries parallel the boun- 
daries of other state and Federal 
agencies. 

The Cleveland office is responsible 
for the administration of contracts 
held by Air Force prime and sub- 
contractors in its area, This in- 
cludes supervision over quality con- 
trol, industrial property, production 
and security. 





Horsepower Is Boosted . . . 
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Dream Cars Inspire 
Oldsmobile Styling 


(Continued from Page 43) 


clock each in a T-shaped opening. 
Gauges are grouped in cross of the 
“T’ on each side of the speedo- 
meter. 

The glove compartment has been 
continued in the center of the 


The Inside Story— 

This view looking in the front door of 
a Super 88 Holiday coupe shows the 
nylon waffle-weave cloth of the seat and 
the leather bolsters and backs. The door 
and trim panels are finished in harmoniz- 
ing colors, while the instrument panel, 
steering wheel and headlining also fit into 
the general color scheme. 

az * - 
panel. It is flanked by two ash re- 
ceivers that pull outward. Heater, 
defroster and air circulation knobs 
have been rearranged under the 
steering wheel. 
. * * 

LL THREE series offer a choice 

of three upholstery colors — 
gray, green and blue—in sedan 
models and in the 88 Holiday. Bas- 


Easy Entry Stressed— 

Despite lower car height and the wrap- 
around windshield, entry into the 1954 
Oldsmobile is easy. The front door is 
recessed and the wind vent swings with 


the door. 
7 + > 


ket-patterned cloth with vinyl- 
coated fabric trim resembling 
leather is standard in the 88 series. 

The Super 88 two-door and 
four-door sedans are upholstered 
in dark nylon and light orlon 
pin-striped cloth, in a choice of 


Cowl-Wide Ventilator— 


Flow of air into the 1954 model's in- 
terior is increased and the possibility of 
picking up exhaust fumes is minimized 
by this cowl-wide ventilator, Oldsmobile 
says. The stainless steel grid has a 
screen and baffles to keep out insects, 
snow and rain. 


blue, green or gray. The 98 four- 
door sedan and Holiday coupe 
are finished in light nylon pillow- 
tuft weave and contrasting dark 
nylon crow-foot-weave cloth, 
Genuine leather and nylon cloth 
are offered in six color combina- 
tions in the Super 88 Holiday 
coupe. Similarly, red leather or five 
two-tone leather combinations are 
available in the Super 88 conver- 
tible. The 98 Deluxe Holiday coupe 
has six cloth and hand-buffed 
leather combinations in varying 
colors. And the 98 Starfire pro- 
vides a choice from five two-tone 
leather color effects. 
* * * 
HEELBASE of the 88 and 
Super 88 is 122 inches, while 
the 98 has a wheelbase of 126 in- 


49 
Value of Research 


|Keynotes Ramco 


Bid for the Luxury Car Buyer— 


Oldsmobile's luxury car for 1954 is the 98 Starfire, incorporating many features 
of last year's experimental “dream” car. The car is upholstered in genuine leather 
and carries the Starfire name in chrome script on the front fender. Windows and top 
are raised by hydraulic power. Four-way power seat, power steering, power brakes 
and Autronic Eye are optional. The Starfire is mounted on a 126-inch wheelbase. 


* * * 


ches. All three series have bodies 
78.26 inches wide, and 205.26 inches 
long on the 88 and 214.26 on the 
98. 

The engine in all three series 
has a bore of 3% inches and a 
stroke of 37/16. Maximum rated 
horsepower is developed at 4,000 
r.p.m, While Oldsmobile claims a 
10 percent fuel saving over 1953 
consumption, a 20-gallon fuel 
tank has been mounted on the 


Iai Lay; 


IS THE SMARTEST INVESTMENT 
WE COULD HAVE MADE” 


* * * 


54s, compared with the 18-gallon 
tank on the ’53s. 

With Synchromesh transmission, 
the rear axle ratio is 3.42:1, except 
on the Super 88 convertible and 
the 98 Starfire, which have a ratio 
of 3.64:1. With Hydra-Matic, the 
ratio is 3.07:1 on the 88 and 3.23:1 
on the Super 88 and 98. The Super 
88 convertible and the 98 Starfire, 
equipped with Hydra-Matic, utilize 
a 3.42:1 ratio. 


ih M3 col fy} ae Ae OE oe 
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Sales Meeting 


ST. LOUIS.—A talk on the value 
of research to auto products key- 
noted a sales meeting held here 
for the entire field force of Ramsey 
Corp. 

T. A. Colwell, of Thompson Prod- 
ucts, Inc., said research makes auto 
products a better buy because it 
reduces operating and maintenance 
costs and decreases motoring haz- 
ards. 

In a double-barreled sales and 
merchandising feature, Dr. Charles 
L, Lapp, marketing professor at 
St. Louis’ Washington University, 
and Charles R. Frederick, director 
of the St. Louis Sales Managers 
Bureau, presented daylong pro- 
grams, 

Each session was designed to 
acquaint salesmen of Ramco prod- 
ucts with latest merchandising 
techniques. 

Allen Williams was selected as 
1953 winner of Ramco’s distin- 
guished salesman award. Norman 
Riechers was named most valuable 
district manager. 


for Profit 


the Most Trustworthy 
Name in Lubricating 
Equipment 
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Sales Race Is Assailed .. . 


NADA Chiefs Adopt Action Plan 


(Continued from Page 1) | 


the president. Other officers om 
First vice-president, Frank 
Yarnall (Chevrolet), chines; 
secretary, Frank Collord (Dodge), 
Waterloo, Ia., and treasurer, E. A. 
Sahli (Chevrolet), Beaver Falls, Pa. 
2. Decided to limit NADA di- 
rectors to two consecutive terms. 

3. Selected Chicago for the 1955 
convention and Washington, D. C., 
for 1956. 

4, Renewed efforts to eliminate 
the “temporary” auto excise in- 
crease tax Apr. 1, or obtain com- 
plete repeal of the levy if possible. 
NADA also hopes to restrict the 
Social Security Tax to 1% percent, 
as at present. 

* * 

AKING as their theme, “Distri- 

bution — not production — is the 
most vital factor in the auto in- 
dustry,” various NADA officers and 
speakers decried “the manufactur- 
ers’ mad race for sales position, re- 
gardless of profit.” 

They pointed out, too, that dealer 
sales efforts must not go soft; that 
dealers must regain in 1954 the 
crown as “the nation’s No. 1 sales- 


But the NADA convention 
served notice to auto makers 
that if certain “abuses” are not 

dealers are prepared to 
take “more serious steps.” 
Among the demands, listed in a 
. composite of “make” advisory com- 
mittee actions, were these: 

1, Gear production to demand— 
“substitute facts for crystal gazing 
in Detroit.” rte 


Take positive action against 

new-car bootlegging, which has 

become a serious problem in recent 
months, 

_ $8, Reestablish territorial security. 
(This reversal of a NADA survey 
last year, which showed dealers 

equally divided on this point. It is 
probably prompted by the great in- 
crease in bootlegging recently.) 
4. Institute a nationwide drive 
to remove junkers from the high- 


ways. 

5. Revise dealer contracts—‘“pro- 
viding a square deal for both 
sides.” Among suggestions were 
“continuing contracts” 


and pro- 

visions for heirs. 

6. End factory pressure, coercion 
and threats 

Sutter, who delivered the “make” 
committee recommendations, de- 
clared: “I trust no factory ex- 
ecutives will get the idea that any- 
one is trying to tell them how to 
run their giant corporations. We 
certainly are not; we are too oc- 
cupied running our own small 
businesses. But, by the same 
reasoning, we do not believe there 
is such a complete corner on brains 
by the 16 car makers that they are 
qualified to run our business. 

* 7 a 


Pay nAT we really mean is that 
we should like to have you 
(makers) put into practice your ex- 
pressed .concern for our welfare. 
We would like to be in fact ‘part- 
ners in progress’ but have the 
progress shared by both partners. 
“You and we both preach the 
merits of the free enterprise 
system. Then let’s practice what we 
preach, That involves working our 
mutual problems without resorting 


to its conclusion; not referred to/| Par 


~ some other committee, not referred 
to some other group, but action 
taken upon whatever recommen- 
» dation that comes out of these 
” : Ld . 


CARRYING out these = 
: structions,” Sutter declared, 
is our intention as a first step, ‘ead 
_ we hope the only step necessary— 
to take up these requests with the 


factories and make every effort to 
arrive at a prompt and reasonable 
solution. 

“We shall also prepare alter- 
nate plans for other approaches 
if it should prove necessary, and 
to follow through to a successful 
conclusion. 

“If these ‘other approaches’ be- 
come necessary, we must have your 
whole-hearted cooperation, even if 
each detail is not exactly as you 
would like it. Thirty-four thousand 
members of NADA must display 
the same unity of purpose shown 
here in Miami Beach by their 
elected committees. We will then 
accomplish whatever we set out to 
do, Make no mistake about it—our 
purpose is not conversation but re- 
sults. We are determined to pre- 
serve our business. That is our de- 
cision for 1954.” 

Costley said he did not think 
credit controls are an immediate 
threat, although his committee is 
watching developments. continu- 
ously. 

* * * 

N ADDITION to his committee’s 

drive to reduce, or repeal, auto 
excise taxes and to limit Social 
Security levies to the present 1% 
percent, Costley said that “the 
power of the states to regulate 
picketing and strikes and to main- 
tain peace and order and to pre- 
serve the right to work must be 
recognized, and the right of em- 
ployers to freedom of speech must 
be maintained by amending the 
Taft-Hartley Act, or by exempting 
dealers from that act, or by seek- 
ing a decision from the NLRB to 
exclude dealers from coverage of 
that act.” 

Another goal is to retain, in the 
present form, the retail ex- 
emption from the Federal Wage 
and Hour Law. 

Bell revealed that NADA di- 
rectors had approved proposals de- 

signed to bring about the following 
results: 

1. To make dealers better 
businessmen operating on a high 
plane of ethics and at a profit. 

2. To help dealers to become 


better salesmen and merchandisers 
of our products. 

3. To increase morale and, there- 
fore, increase efficiency through a 
program of sound human relations. 

4. To gain public approval and 
understanding of dealers’ place and 
function in national life. 

* + * 
5 To make continuing studies of 

* laws and regulations and to 
have definite plans prepared and 
ready to apply at an _ instant’s 
notice if and when the need arises. 


6. To expand NADA’s research 
activities and, through a new 
quarterly publication that will re- 
place many of separate mailings, 
keep members informed of business 
trends and economic facts of life 
that will be of practical and im- 
mediate value. 

7. To operate in the belief that 
free markets make free men and 
that dealers can and should oper- 
ate their business without inter- 
ference of government. 

“In the all-important relations 
with our suppliers,” Bell said, 
“there are some serious and im- 
mediate problems. In this field, 
we propose to operate with 
dignity, earnestness and integrity 
in line with the following beliefs: 

1, To promote the best interest of 
maker, seller and consumer, there 
must be a high degree of loyalty 
between manufacturer and dealer. 
This loyalty cannot be bought—it 
must be earned. 

2. We subscribe wholeheartedly 
to the often-repeated concept that 
our suppliers and ourselves should 
be ‘partners in progress.’ We ke- 
lieve that partners should be men 
of equal stature and responsibility, 
who march down the road together 
arm in arm. It is not partnership 
when one man is being pushed by 
another. It is not partnership when 
one man has the spree and the 
other has the hangover. If this 
industry is to remain on a sound 
basis, each of us must earn and 
receive his share of profit. When 
profits decrease, assuming that 
both maker and seller have done 

(Continued on Page 51, Col. 1) 





Optimistic Auto Future 
Seen by C.I. T. Chief 


MIAMI BEACH—If this country, 
with its vast resources, high stand- 
ard of living and huge, growing 
middle class, can’t live in a peace- 
time economy, it is just too bad. 

That is the view of Arthur O. 
Dietz, president of C.1.T, Finan- 
cial Corp., who held a press con- 
ference during the NADA con- 
vention here, 


Dietz said that the automobile 
industry can produce and sell 8 
million cars a year within the next 
decade if the nation solves its ma- 
jor traffic problems. 

Speaking optimistically of the fu- 
ture, he declared, “I remember that 
Henry Ford said 25 years ago that 
every time he cut the price of his 
automobile $50 he could reach 50,- 
000 more prospects. 

“Now maybe prices can’t be re- 
duced on current 


in price. Accessories that cost 
more a few years ago are now 
standard equipment. It won’t be 
long before the automatic fea- 
tures of the present cars will be 
available at no extra cost.” 

Dietz scoffed at current fears 
that credit has been overextended 
and he criticized Federal reports 
as not reflecting the true picture. 

“They report credits outstanding, 
but they do not break down the 
figures to show new loans as com- 
ed with the old ones being paid 
off,” he said, 

Dietz estimated that 65 percent 
of the new cars and 85 percent of 
the used cars are being financed 
on the installment plan. He de- 
clared that wholesalers are in good 
shape, with less than 45 days sup- 
t| Ply on hand. 

He observed that the “Johnny 
Come Lately” dealers who never 
had to ring doorbells or made a 


profit out of their service depart- 
ment are the ones who are being 
caught in the present squeeze. 

“Of course, we’re going to take 
losses,” he said, “but we anticipate 
that. And they’re not going to be 
as great as some people are pre- 
dicting. But we are going to con- 
tinue to help the high-grade deal- 
ers, and I don’t mean just the 
guys with a million dollars. 

“Td rather finance a man who 
has $5,000 or $10,000, who has been 
in the business 15 or 20 years, than 
one with $100,000 who doesn’t know 
what it is all about.” 

Reverting to traffic problems, 
Dietz urged that serious study be 
given to the idea of providing ac- 
celerated income tax amortization 
for necessary parking facilities in 
urban areas. 


Use of Cars Drops 10%; 
Dealer Action Urged 
MIAMI BEACH. — Noting that 
~ average use of automobiles 
has declined 10 —. in the 
vl hg NADA ae 
co! io y 
lations : " “. 


’ 
man, pointed out that “we have 
made considerable progress in 
licking our outmoded streets and 
highway system, but we still have 


dealer’s salesroom “does not stop 
at the front door. 


streets, 
and breadth of the land. 


New Officers of NADA— 


These new officers will head NADA during the coming year, left to right, Frank 
R. Yarnell, Chicago, first vice-president; Charles C. Freed, Salt Lake City, president, 
and A. H. Sahli, Beaver Falls, Pa., treasurer. The new secretary, Frank Collord of 
Waterloo, la., had been called to attend an important committee meeting just before 


this picture was taken. 


Cool to Ike’s T-H Plan 


Proposals Called Too Mild by Business; 
Labor Also Critical 


(Continued from Page 6) 


ballots when they are called upon 
to strike. 
* * 


ON officials fear that if such 

provision meant a second 

vote after the strike vote has been 

taken and the strike is about to 

begin, it may give the employer a 

chance to influence the employes 
in his favor. 

Noting that in both the Smith- 
Connally and union shop elections 
more than 95 percent of the votes 
were cast for the union position, 
Reuther declares that “these futile 
elections are expensive to the 
government,” adding that they 
“intensify industrial disputes rather 
than solve them. 

“A bipartisan collective bar- 
gaining approach,” Reuther says, 
“is what is needed in _ labor- 
management relations.” 

Washington observers believe 
that Congress will not revise the 
Taft-Hartley Act at this session but 
that the real changes will come 
from the National Labor Relations 
Board through its interpretations 


of the act. 
+ = * 


LL AFL Teamsters locals now 

have sanctioned an Ohio truck 
strike which may be called any 
time this week. 

At issue is Ohio’s new axle-mile 
tax which, it is argued by the AFL 
Teamsters Union, should be paid by 
the firms leasing trucks from 
owner-drivers, whereas the truck- 
ing firms contend that the law 
states specifically the tax is to be 
paid by the truck owner. 

The union has estimated that 
the tax would average $10 a trip. 

If the strike materializes, 

trucks would not enter Ohio. 
James R. Hoffa, chairman of the 
Midwest States Conference of 
Teamsters, said that picketing 
would not be confined to Ohio 
docks. “If any of a firm’s trucks 
had gone through Ohio or were 
involved in Ohio shipments,” he 
said, “they might be picketed 
anywhere outside of Ohio.” 

Ohio hopes to collect $20 million 
annually from the tax but has re- 
ceived protests from many states. 

At least 10 southern states have 
threatened to cancel reciprocal 


Schmitz Appointed Head 
Of Hydraulics Conference 


CHICAGO.—Carl E. Schmitz, gen- 
eral sales manager of Crane Pack- 
ing Co., Chicago, has been ap- 
pointed director of the National 
Conference on Industrial Hydrau- 
lics for 1954, The Conference is 
sponsored by the Illinois Institute 
of Technology, the Armour Re- 
search Foundation and a group of 
technical societies. 

The conference wi! hold its an- 
nual meeting in Chici.go, Oct. 14-15. 


licensing agreements with Ohio if 
their trucks are not exempted. Mid- 
western states also are viewing the 
Ohio action with alarm. 


Last-minute efforts by the truck- 
ing industry to prevent a strike 
were made by the end of last week, 
and it also was planned to hold a 
joint management-union conference 
in Chicago this week on the axle- 
mile program, 

* * «& 
HRYSLER CORP. and the 
UAW -CIO have reached an 

agreement whereby contracts be- 
tween the UAW and Briggs Mfg. 
Co. will remain in force between 
the automotive body division of 
Chrysler Corp. and the union until 
they expire on Aug. 31, 1955. 

The agreement covers more than 
35,000 seniority workers in UAW 
Locals 212, 742 and 265. 


Duffy to Manage 
Expanded Ford 


Tractor Division 


DEARBORN.—Formation of an 
expanded tractor and implement 
division was announced last week 
as a major step in Ford Motor Co.’s 
program to enlarge its activities in 
the farm machinery market. 


J. R. Davis, vice-president and 
group executive, described the new 
organization as a “completely in- 
tegrated division with responsibility 
for manufacturing, research and 
engineering as well as distribution 
and sales.” The tractor and imple- 
ment division will incorporate all 
the functions of the former Ford 
tractor division, which was estab- 
lished to market Ford tractors and 
Dearborn farm equipment. Respon- 
sibility for tractor manufacturing 
will be transferred to this division. 


Simultaneously, Davis announced 
the resignation of Thomas A. Far- 
rell, general manager of the tractor 
division, 


Irving A. Duffy, purchasing vice- 
president, has been appointed vice- 
president and general manager of 
the new division. 


Establishment of the integrated 
division is the latest development 
in the decentralization program be- 
gun by Ford in 1946, 


“We are going all-out to capture 
for Ford an increasingly larger 
share of the important farm ma- 
chinery market,” Davis said. 


Farrell resigned to devote more 
time to personal interests. Former 
president of Dearborn Motors, he 
became general manager of the 
tractor division in August, 1953. 

Duffy joined Ford in 1949 as pur- 
chasing director. An attorney, he 
served in the Army for 20 years. 

General offices of the new divi- 
sion will be located in the former 
Ford tractor division headquarters 
at Birmingham, Mich, Ford trac- 
= made at Highland Park, 

c. 
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Sales Race Is Assailed .. . 


NADA Directors Vote 
Action Plan for Year 


(Continued frem Page 50) 


their best, then we believe in 
equality of sacrifice.” 
cd ok ok 

HE automobile business is in 

the worst shape now than I 

have seen in my lifetime,” Secre- 

tary of Interior Douglas McKay 

declared in one of the closing con- 


vention speeches. McKay was Chev- | 


rolet dealer in Oregon. 

“T don’t mean financially,” he 
went on “but ethically. We’re head- 
ing back to the medicine show era. 
I am frightened when I read some 
of the automobile advertisements 
today. They reflect a lack of will 
to sell. But we can’t go back to the 
day of the huckster if we are going 
to survive. 

“What the dealer must do to- 
day,” McKay continued, “is learn 
to say no. He must tell the man- 
ufacturer that he will not take 
more cars than he can sell. But 
at the same time he must be a 
real representative of the maker. 

“This is no time to be afraid. 
There is no occasion to be. All 
we've got to do is get back to 
earth and do a real job of mer- 
chandising. We won’t be riding the 
gravy train, but we'll be doing 
good business.” 
+ + * 
| HIS farewell address, Retiring 

President Armacost urged 
dealers to win back their former 
reputation as “America’s No. 1 
salesmen” by “going out and hitting 
the trail for business. 

“There’s no superhighway to 
sales,” he asserted. “There is no 
middle-of-the-road in selling —no 
easy way out.” 

Armacost said he did not feel the 
return of buyer’s market means the 
end of good business. “Rather,” he 
said, “it simply means a prospect 
has to be given more and better 
reasons for buying one product in- 
stead of another.” 

The auto business is at the 
crossroads, Armacost declared, 
and “its future is in the hands of 
dealers.” To assure continuation 
of the industry as a_ great 
business, he urged dealers to pare 
“negative thinking” from their 
minds and return to sound, hard- 
selling practices. 

While the 9,607 registrations at 
the convention exceeded San Fran- 
cisco’s total last year, it was about 
15 percent below the 11,200 re- 
corded at the 1951 parley in Miami 
Beach. Top states this year were 
Ohio, with 215 registrations; Illi- 
nois, with 210; New Jersey, with 
141; Massachusetts, with 128, and 
California, with a surprisingly high 
90 registrations. 

* 


REED, a dealer for 28 years, 
has been a director of NADA 
for 10 years and a regional vice- 
president for six years. He has been 
chairman of NADA’s national af- 
fairs committee (1952) and head of 
its membership committee, in ad- 
dition to being secretary and first 
vice-president of NADA. He was 
appointed intermountain distrib- 
utor for DeSoto and Plymouth in 
1931 and became wholesaler for 
MoPar parts in that area in 1938. 
Principal “outside” speakers at 
the convention were Postmaster 
General Arthur E,. Summerfield, 
Interior Secretary Douglas Mc- 
Kay and Dr. Norman Vincent 
Peale, noted New York pastor. 

Summerfield, a Chevrolet dealer 
in Flint, carried personal greetings 
from President Eisenhower to the 
convention. He asked dealers to 
face 1954 without alarm. 

“Too many American businessmen 
Seem to be forgetting,” Summer- 
field emphasized, “that our Ameri- 
can economy does not have to con- 
tinue to break all records to still 
be in very good shape.” 

oe * ” 


NADA directors approved organi- 
zational changes designed to in- 
Crease services to its members. 
The board vuted to form five ad- 
visory councils on Laws and Regu- 
lations, Business Management, 
Personnel Relations, Public Re- 
lations and Sales Merchandising. 
These new advisory groups, it is 





hoped, will offer NADA members 
| an opportunity for greater partici- 


| pation in association affairs, pro- 


vide more accurate information to 
committee and staff members and 
give opportunity for more diversi- 
fied opinions on dealer problems 
and on programs to assist in solv- 
ing them. 

Each advisory council will con- 
sist of 54 members, one from 
each NADA “state.” It is not 
anticipated the various advisory 
councils will be brought into 
meetings but will perform their 
service through. surveys and 
questionnaires, the results of 
which will provide basic guidance 
for all association activities. 

For each advisory council, there 
will be a five-man committee to 
coordinate and evaluate infor- 
mation and advise the association 
staff. 

Council members will be ap- 
pointed by the NADA director for 
each state. One-third of the council 
membership will be appointed each 
year with, it is expected, a com- 
plete change of membership every 
three years. 

* + +. 
1. sales and merchandising 
council represents an entirely 
new association activity, The scope 
of this council will include sales 
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Alabama ‘Make’ Committee Formed— 


Discussing ways of cooperation with the national advisory make committee of 


NADA is a group established by the Alabama Automobile Dealers Assn. 
| of (seated from left) Clarence H. House, president of the association; Mel B. Cassler, 


It consists 


vice-chairman of the committee; R. Franklin Parker, secretary; Frank R. Broadway, ex- 


ecutive vice-president of the association; 


McGough, H. O. Davis and W. S. Brewbaker, committee members. 


Coker, G. B. LeSuver and Wilson Kirksey, 


of NADA make committee; W. S. Edwards jr., 


Francis, Rush Stallings, Tom Barnes and Ww. 


management, effective new and 
used-car and truck merchandising 
programs and parts and service. 

The council on laws and regu- 
lations will study the application 
and effect on new-car dealers and 
the motoring public of present and 
proposed laws on national, state 
and local levels. 

The council on business manage- 
ment will study dealers’ profit and 
loss experience, business practices 
and insurance, finance and tax 
problems, and disseminate helpful 
information in these fields. 

Broad programs in the area of 
customer and community re- 
lations will come from members" 


C. N. Drennen, committee chairman; Frank 
Standing: Ben 
committee members; Roy Bridges, member 
Alabama NADA director, and Doc 
M,. Turner, committee members. 


of the national advisory council 

on public relaiions, while em- 
ployment, compensation and 
personnel questions will be sub- 
jects developed through members 
of the council on personnel re- 
lations. 

A National Advisory Council on 
Industry Relations will be formed 
of the already existing national 
‘make’ advisory committees. The 
representatives from every state, 
elected or selected, in 1953 for each 
make of car, will continue to ad- 
vise NADA on problems of industry 
relations. 

Appointment of members to the 
various councils will proceed at 


Olds, Cadillac, Packard List °54 Prices 


(Continued from Page 2) 


—“which had not changed since 
1941 despite tremendously in- 
creased labor costs.” 

James J. Nance, president of 
Packard, said his company was 
holding the line on prices. Where 
models are comparable, prices re- 
main the same, he said. 

The single reduction in the Cadil- 
lac line was a whopping one—a $2,- 


012 slash in the Eldorado sports | 5 
| and overdrive are $199 and $110 re- 


| spectively, same as before. Power | 


convertible. The 1954 version will 
deliver for $5,738. 
* x ” 

ADILLAC’S lowest-priced four- 

door, the Series 62 sedan, now 
is $3,932.70. A comparably equipped 
1953 model would sell for $3,902.43. 
Without the extra-cost features, 
the 1953 model was listed at 
$3,666.26. 

New-model prices, Roche said, 
“include as standard equipment 
many items previously handled as 
optional equipment, such as 
power steering, chrome wheel 
discs, windshield washer, oil 
filter, vanity mirror and outside 
rear-view mirror all of which 
were installed at customers’ re- 
quest on 95 percent of our 1953 
models at extra cost.” 

Roche added that “our 1954 
models — with their dramatically 
new styling, both interior and ex- 
terior, and lengthened wheelbase— 
again give increased value to the 
customer.” 

Hydra-Matic continues to be 
standard equipment in the Cadillac. 

* ” a 


PACKARD has changed its lineup 
of models in the medium-priced 
field. Its lowest-priced four-door 
sedan for 1954 is the Clipper Deluxe 
at $2,695. Last season, there were 
a Clipper at $2,598 and a Clipper 
Deluxe at $2,745. 

The Packard price leader, a 
two-door sedan, is held over from 
last season with the tag un- 
changed at $2,544, 

Higher prices in the Packard 
series, the company said, cover me- 
chanical and styling improvements 
as well as additional equipment. 
Most models now feature a 212- 
horsepower engine. 

Joining the Patrician four-door 
sedan in this respect, both con- 
vertible models now carry Ultra- 
matic as standard equipment. 

. * 


PACKARD said that in raising 
the price of its Caribbean con- 
vertible to $6,100 from $5,210, it 
built these features into the car: 
The 212-horsepower engine; 
new instrument cluster and ac- 
cessories; improved exterior 
styling and ornamentation; Ul- 











tramatic; power brakes; power 
steering; three-way-tuning radio 
and electrical antenna; heater-de- 
froster and front underseat 
heater; white sidewall tires; 
hydraulically operated windows; 
four-way power seat; windshield 
washer, and exhaust-pipe ex- 
tension. 

As an option, power steering now 
is offered at $177.50, reduced $17.50 
from last year’s price. Ultramatic 


brakes are $43, up $3.55. The four- 
way power seat is $74.50. 

Tubeless tires as original equip- 
ment—which Packard claims as a 
“first”—are $71 extra, 

* oa Ea 


ON MODELS directly comparable 
to those of 1953, Oldsmobile’s 


| suggested factory retail prices are 
| carried over in 1954. The increase 


in dealer makeready fees does, nev- 
ertheless, raise the advertised-de- 


| livered price. 


Thus, Series 88 models are up $10, 
delivered; Super 88, up $15, and 
Series 98, up $20. Delivery and han- 
dling charges for the three series 
now are $40, $45 and $50. 

New body types announced by 
Oldsmobile are a Series 88 Holi- 
day hardtop at $2,449 and a Series 
98 Holiday at $2,826. The car that 
carried the Holiday nameplate in 
1953’s Classic 98 series hereafter 
will be dubbed the Deluxe Holi- 
day, with $20 added to the price 
tag for delivery and handling. 

At $2,337.09, the Series 88 four- 
door sedan is Oldsmobile’s price 
leader among the four-doors. The 
Deluxe 88 four-door sedan was §$2,- 
327.09. 

Dropped, for this season at least, 
was the Fiesta sports convertible 
at $5,715. 

Oldsmobile power steering has 
been cut $43 and now retails at 
$134.40. Hydra-Matic is continued 
at $178.35. Both are optional on all 
models, 

- * * 
FPOLLowInG is a complete list 
of Cadillac’s advertised-de- 
livered prices for 1964: 

Serms 62—Four-door sedan, $3,- 
932.70; club coupe, $3,837.77; Coupe 
De Ville, $4,261.01; convertible, $4,- 

404.31. 


Serres 60 SpecitAaL — Four-door se- 
dan, $4,683.32. 

Serms 75—BHight-passenger sedan, 
$5,874.78; limousine, $6,090.17. 

Exporapo—Convertible, $5,738. 

Here are the Cadillac prices for 
1953 (the figure in parenthesis is 
an adjusted price covering equip- 
ment which now is standard): 


' 666.26 ($3,902.43); club coupe, $3,- 
571.33 ($3,807.50); Coupe De Ville, 
$3,994.57 ($4,230.74) ; convertible, $4,- 
| 143.72 ($4,373.65). 

Series 60 Specia, — Four-door se- 
| dan, $4,304.88 ($4,541.05). 

Series 75—Eight-passenger sedan, 
$5,604.34 ($5,840.51); limousine, $5,- 
817.73 ($6,053.90). 

Exporapo — Convertible, $7,750 
(same), 

* + . 
AOVERTIRD -daltvesed prices of 
Packard’s new models are: 
| Cupper Speciac—Two-door sedan, 

$2,544, 

Curper De_Luxe—Four-door se- 
dan, $2,695; two-door sedan, $2,645; 
Sportster coupe, $2,830. 

Curprer Super—Four-door sedan, 
$2,815; two-door sedan, $2,765; 
Panama hardtop, $3,125. 

Packarp — Cavalier four-door se- 
dan, $3,344; Patrician four-door se- 
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once, NADA Executive Vice-Presi- 
dent Frederick J. Bell announced. 

Eight new directors began three- 
year terms during the convention. 

The new directors are: 

Roland Hughes, Jonesboro, Ark. 
(Lincoln-Mercury); Harry B. Cray- 
croft, Vandalia, Ill, (Ford-Mer- 
cury); Orville R. Harrod, Frank- 
fort, Ky. (Buick-Pontiac); Birkett 
L. Williams, Cleveland, (Ford); 
Samuel B. Babbitt, Rutland, Vt. 
(Ford); L. M. Kauffman, Spokane, 
Wash. (Buick); C. E. Webster, 
Cody, Wy. (Chevrolet); and George 
H. Davis, Lewiston, Ma, (Chevro- 
let). 


N ash Introduces 
4-Door Rambler 
Station Wagon 


Pree Motors last Thursday (Jan. 
14.) announced its new 1954 
Rambler Cross Country, a four- 
door custom station wagon on a 
108-inch wheel-base. 

The new six-passenger model is 
now in production, and dealers will 
be supplied as rapidly as possible, 
said H. C, Doss, sales vice-presi- 
dent. 

The factory-delivered price of the 
new model is $2,195, Doss said. The 
price includes the Nash Weather 
Eye conditioned air system, radio, 
electric clock, courtesy lights, di- 
rectional signals, foam cushions, 
custom upholstery and trim, and 
other deluxe features at no extra 
cost. 

Styled by Pinin Farina, the Ram- 
bler Cross Country has a distinctive 
“stepped” roof-top line, featuring a 
chrome luggage carrier, 

The Rambler Cross Country is 
available in 14 body colors, with 
simulated wood- grained trim on 
steel side panels and rear tailgate. 

The interior cargo compartment 
has a useable storage volume of 60 
cubic feet with the rear seat folded. 
The cargo compartment platform 
has been increased to 67 inches in 
len, 

The Cross Country is powered by 
the Super Flying Scot engine, a six- 
cylinder’ L-head powerplant de- 
veloping 90 horsepower. It has a 
compression ratio of 7.3 to 1, with 
a displacement of 195.6 ’ cubic 
inches. 

Hydra-Matic and automatic over- 
drive are available as optional 
equipment, 

Convertible twin beds and Air- 
liner Reclining seats are offered as 
optional equipment. 





K-W Shipping 


"54. Models 


Feb. Introductions Planned; Firm 
Hopes to Double Share 


(Continued from Page 6) 


dealers feel there is a market for 
them. 

General Sales Manager Roy Aber- 
nethy said deluxe models of the 
new Willys will be “the most 
powerful automo- 
biles in relation 
to weight of any 
cars being built 
in America today 
with exception of 
the most ex- 
pensive.” 

Abernethy said 
advertising ex- 
penditures this 
year will be high- 
er than the past 
year, in step with 





Roy Abernethy 
the planned increase in production. 


K-W will have 14 models, in- 
cluding the Kaiser Darrin 161 
plastic sportster. Abernethy said 
they will range over 94 percent of 
the price spread. 

He added that the firm now has 
signed 2,000 dealers and will have 
3,000 within a few months, 

Raymond R. Rausch, exécutive 
vice-president, said, “T’'ve never en- 
visioned a better market for our 
products.” 

Rausch, outlining details of the 
manufacturing integration, said 
transfer of paint, trim and chassis 


lines to Toledo from Willow Run | 
Series 62— Four-door sedan, $3,- | has just been completed. The next 








step will be the switch of Kaiser 
parts and accessories warehouses 
from Jackson, Mich., and Willow 
Run to Toledo. 

Final stage in the manufacturing 
integration will be the transfer of 
Kaiser body presses from space 
now being rented from General 
Motors at Willow Run to Toledo 
and Shadyside, O, This will be done 
in time for 1955-model production, 
Rausch said. 

Kaiser said the specialized utility 
vehicles are the firm’s “bread und 
butter” line. He added that the 
utility vehicles are “where we can 
produce profitably.” 

Kaiser said the firm’s future goal 
is to lower costs by using common 
body stampings and common 
engines. 





Jan. Jaa. 
13 6 Low 
r 60% 62% 96% 58% 
GM 60% 61% 69% 538% 
Hudson 12% 12% 11 9% 
Kaiser 2% 2% 5% 2% 
Nash 17% 17% 25% 16 
Packard 4 4 6% 8% 
Stude. 21% 22% 48% 2 
Average 25.52 26.02 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 
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EASY does it... 
for MORE profits! 


In one operation with EASY 
GLITTER you can polish and 
wax your customer’s car finish 
to a brilliant lasting lustre. It 
actually penetrates and hardens the paint. 
This means greater customer satisfaction and 
more business for you because you'll turn out 
TWICE as many wax jobs as before... in the 
same period of time. That’s why EASY GLITTER 
is fast becoming the first choice of Car Dealers 
throughout the country. A car wax 









so popular that 60% of our total — 
sales are repeat orders. POST 
Recognized 
« 


| ss URUATHETY 
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"come to you fora 
winterized car wax job. 


%& EASY GLITTER EMBLEM... to identify your service de- 


partment as EASY GLITTER 
wax job headquarters. 


Write our factory or contact your nearest EASY GLITTER 
representative... today! 
\es 

sed s° 

for eg 

see ess! 
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Case of 24 cans 
$26.40 
Retails at 
$2.00 


per can 
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Auto Forum 


(Continued from Page 44) 


conduct your business .. . like 
it was your own ... and refuse 
to let your business become a 
cut-price outlet for distress mer- 


chandise.” 
* + 


Don’t Lose Britches 


Members of the Tennessee 
Automotive Assn. were reminded 
by David Welchal, executive 
vice-president, that good busi- 
ness and profit in 1954 will de- 
pend on the dealers’ decisions 


and policies. 
“You can lose your britches,” 
Welchal warned, but added 


that, in order to make a profit, 
each dealer should: 

1, Stiffen his backbone and 
say “no” when requested to 
take more vehicles than he 
can sell effectively. 

2. Quit trying to convince the 
public that the auto business is 
in distress. 

3. Refuse to accept a prospect’s 
word about what he was offered 
elsewhere and make his offer 
on a basis which is sound for 
his firm. 


From the Notebook 


Mike Murphy, manager of the 
Automotive Trade Assn. Na- 
tional Capital Area, offers the 
following resolutions “from a 
buyer’s notebook:” 


To You Who Call on Me 


Resolve to: 

1. Know as much as you can 
find out about me and my 
needs before you make the 
call, 

2. As we meet, don’t tell me 
about YOU but start imme- 
diately talking about ME—MY 
needs—MY interest—MY con- 
venience—MY profit. 

8. Remember that buying is 
done with the head and the 
heart. Therefore, use care not 
to offend. I may not like your 
brand of jokes or cigars, so 
leave them out! 

4. Tell me about your prod- 
uct or service, but tune it in 
with MY NEEDS. Tell me 
these things but don’t teach 
me! 

5. I may at some point want 
to tell you how far you have 
progressed with your sale, and 
what more you can do to get 
the order, so better hear me 
out when I talk. 

6. Learn about my needs and 
you will see the opportunity to 
sell me many more items. 

7. Don’t take my business 
for granted as I am apt to fool 
you. Work as hard to hold my 
business as you did to get it. 

8. Finally, I want your loyal- 
ty but I don’t expect loyalty at 
the expense of your company, 
for it is then robbed of its 
true worth, 


* * * 


Predictions Listed 


William Randolph, general 
manager of the New Mexico 
Automotive Dealers Assn., 
makes the following “predic- 
tions” for 1954: 

“1, Dealers will find °54 a 
tough year but those who per- 
mit hard-headed precepts to 
guide their actions will find 
it a prosperous year. 

“2. Dealers will discover, rap- 
idly, a need for strengthening 
and improving their employer- 
employe relationships. 

“3. A dealer who persists in 
merchandising practices border- 
ing on the ‘scare’ . . . operations 
. .. Will find himself behind the 
proverbial 8-ball. 

“4. Dealers who fail to keep 
their public relations on a high 
plane will find a rapidly declin- 
ing sales performance. 

“5. Dealer - factory relations 
will improve . . . Manufactur- 
ers know they are sitting on 
a@ powder-keg and none will be 
f as to touch a match 
to the fuse. 

“6... . Your ’54 new-car busi- 
ness will depend upon how fast 
and how profitably you can keep 
your used-car inventory turning 


unwise dealer who, in 1954, tries 
to ‘lone-wolf it.’ Developments 
on the national level, the state 
level and even at the local level 
indicate the extreme need for 
the dealers of America to pre- 
sent a strong, unified front.” 
+ + + 


Off the Seats 


Since selling is getting tough- 
er in many fields—or, to put it 


more gently, since we are enter- 


ing a buyers’ market—busines: 


this year is better than it has 
ever been for Elton F. Mc- 
Donald (of Dayton, 0O.). His 
business for 31 years has been 
that of getting salesmen off 
their seats and onto their toes. 
McDonald sells other businesses 
incentive campaigns, and his 
billings for last month, this, and 
next will add up to about $6,- 
300,000.”—Newsweek, 


Announcing open territories for 


VOLKSW AGEN 
DEALERSHIPS 


in N. Y., N. J., Conn. and Penn. 


# Cars priced to sell for $1495. 


# Dealer discounts comparable to Ameri- 


can Cars. 


# Also availab1e—new transporters, 
nothing like them in this country 


# Exclusive franchise in your area. 


write or wire 


MR. VICTOR ELMALEH 
WORLD-WIDE AUTOMOBILES CORP. 


302 Fifth Avenue 


New York 1, N. Y. 





THESE WILL 


MAKE YOU MORE MONEY 





Batteries? Mufflers? 
Tires?, or Shocks? 


When these parts wear out you 
make sales. But, beyond that, 
when you sell Columbus Shock 
Absorbers you don’t have to wait 
for shocks to wear out, break, or 
go bad. You can sell, and your 
customers will buy, the com- 
pletely different Columbus Ride 
which was never before possible 
until America discovered Columbus. 

Yes, an improved, safer ride 
even for new cars! You can sell to 


IN 1954? 





the whole market NOW, before 
shocks wear out, break or go bad. 
So, sales potential is really BIG! 
And remember: Easy installa- 
tion, no trade-ins to cut profit mar- 
gin, greater net profit, plus attrac- 
tive installation charges. 
Minimum stock required be- 
cause Columbus is “Every Duty”, 
serving both normal and heavy 
duty demands. 
Extensive national advertising 
and point-of sale aids. 


“SAFETY KNOWS NO SEASON” —See Your Jobber NOW. 
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nouncement dates in ’54. 
“We predict: It will be an 


MANUFACTURED BY HECKETHORN MANUFACTURING & SUPPLY CO., LITTLETON, COLORADO 
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a 
Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 dan. 1 
den 18, Week, ion, 9, isst, Jan. 11, aan, i, 
1954 ©1963" 1954" To Date  1953* 1954* 

CHRYSLER 14,750 25,288 20,183 $4,938 50,869 34,938 
ORIG C cae aesesesssscne 2.200 4,171 2,233 4433 7,930 4,483 
EEE © eissaasstescccreviisewseies 2,150 1,938 2,004 4,244 3,973 4,244 
OUI. escsiscscrscvesccrvernesenes 2,300 7,304 2,899 5,199 14,688 5,199 
Plymouth .................... 8,100 11,875 12,957 21,057 24,278 21,057 
SEPEEED  cisessccoocoscoccccssecssiessese 40,890 24,713 40,756 81,646 49,576 81,646 
PUN A icndccssesecbocddisapiehovetie’ 31,450 18,762 31,423 62,873 37,947 62,873 
IIL, cchtscesbescseecieuntetin 1,140 1,116 1,113 2,253 2,042 2,253 
MIOFCUPY  ...........000ccsessreee 8,300 4,835 8,220 16,520 9,587 16,520 
GENERAL MOTORS .. 52,970 50,215 50,388 103,358 93,590 103,358 
II: _ sotesiouncapentenaiarioness 10,300 9,323 8,259 18,559 18,135 18,559 
Cadillac 1,252 4,389 1,252 
Chevrolet 60,313 44,301 60,313 
Oldsmobile _.................. 4,910 6,610 953 5,863 12,865 5,863 
SEE .chucssureuscbehocsvsietes 8,000 7,331 9,371 17,371 13,900 17,371 
KAISER MOTORS ..... 20 1,419 17 37 3,116 37 
ID 42, cavshdabidvossetiieives cevecdhéedes’ P-avlelbeswes . eeregesiiaks. |_- obhineienats GED) sania 
1,419 17 37 2,144 37 
1,729 824 824 3,373 824 
3,865 2,475 4,940 7,193 4,940 
2,718 1,180 2,280 5,241 2,280 
938 2,381 5,151 1,576 5,151 
Total Cars, U. S. ........ 114,965 110,885 118,204 233,169 214,534 233,169 





*Revised 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
Ended Same Ended Jan., to to 
Jan. 16, Week, Jan. 9, 1954, Jan. 17, Jan. 16, 
1954 1953* 1954* To Date 1953* 1954* 
CHEVROLET ................. 7,900 8,324 8,082 15,982 16,298 15,982 
DIAMOND T .................. 15 163 33 108 330 108 
IIE BAD. i, codvcanivstxcepsovonss 80 60 80 160 120 160 
i 1,860 2,846 1,854 3,714 5,889 3,714 
PREGA, ...ccccscesscsesssesss 60 30 67 127 45 127 
Sh dn 5s ssasuttenawcssvscdeonees 8,600 5,895 8,799 17,399 12,003 17,399 
Sila saccchconein 2,250 2,945 2,101 4,351 5,804 4,351 
INTERNATIONAL. ....... 2,280 2,618 2,280 4,560 4,896 4,560 
I ose ioe eck Luikenicossiponena 180 238 30 210 458 210 
EE eee eee 234 369 235 469 729 469 
STUDEBAKER ............. 0.0.00... BG Wiietnincs: “Sermo PE, scamsoner 
CE i aeiiadaciodsssastiverscs 250 280 247 497 538 497 
I ci inc dccoscurys 1,395 2,582 1,283 2,678 5,271 2,678 
MISCELLANEOUS ....... 215 344 228 443 675 443 
Total Trucks, U.S. .. 25,379 28,148 25,319 50,698 56,058 50,698 
Total Cars, Trucks 
BS OG Piet chtcsacdaacstinidatted 140,344 189,083 143,523 283,867 270,592 283,867 
Total Cars, Trucks 
EE 9 scek ccacdeSiiénstions 9,200 8,329 9,123 18,323 16,478 18,323 
Grand Total 


Cars and Trucks 


U. S. and Canada ......149,544 147,362 152,646 


302,190 287,065 302,190 





*Revised. Miscellaneous includes Autocar. Corbitt. Marmon H.. Brockway. Four-Wheel 


Drive. Steritng, Nash, ete. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 





SAE President Chides 
Makers on Safety 


(Continued from Page 6) 


the Horning Memorial Award for 
writing the best “fuels” paper for 
SAB during 1952. 


to fuels.” 

At the business session, 12 new 
vice-presidents, a treasurer and six 
members of the SAE council were 
also announced. 

The new vice-presidents are R. 
W. Rummel, Trans-World Airlines, 
Inc, (Air Transport); F. W. Fink, 
Consolidated-Vultee Aircraft Corp. 


Landslide Engulfs 
Middleton Garage 


PORT ANGELES, Wash. — A 
landslide destroyed the two-story 
garage building of Middleton Mo- 
tors in downtown Pt. Angeles. 

A section of a 75-foot bluff rum- 
bled down on the building, col- 
lapsing the roof and walls and 
burying some $50,000 worth of cars, 
machinery and stock under more 
than eight feet of debris. A machin- 
ist, Bob Murray, who was caught 
in the slide, escaped by crawling 

a window. 


(Aircraft); G. W. Newton, ARO, 
Inc. (Aircraft Powerplant); G. M. 
Buehrig, Ford Motor Co. (Body); 
John Dickson, Detroit diesel engine 
division of GM (Diesel Engine); 
A. L. Boegehold, General Motors 
Corp. (Engineering Materials). 
Kenneth Boldt, Pure Oil Co. 
(Fuels and Lubricants); Harold 
Nutt, Borg and Beck division of 
Borg-Warner Corp. (Passenger 
Car); E. D. Kemble, General 
Electric Co. (Production) ; H. L. 


H. L, Willett jr., 
Willett Truck Leasing Oo. 
(Transportation and Mainte- 
nance), and R. C. Wallace, 
Diamond T Motor Car Co. (Truck 
& Bus). 

B. B. Bachman, of Autocar di- 
vision, White Motor Co., was re- 
elected treasurer. Members elected 
to the SAE Council included C. A. 
Chayne, vice-president of GM; W. 
S. Cowell, Wheel & Rim Co. of 
Canada; 2 2 S. Snead, Consoli- 
dated Freightways, Inc; WwW. CGC 
Heath, Solar Aircraft Co.; J. G. 
Holmstrom, Kenworth Motor Truck 
Corp., and F. G. Shoemaker, De- 
troit Diesel Engine Division of GM. 


Average Is 10.5 Units per Dealer... 


New-Car Stocks Rise Slightly 


(Continued from Page 1) 


by dealers and factories, used as 


second-lowest recorded in nearly a demonstrators and still in transit. 


year—since, to be exact, last Febru- 
ary’s 9.3. However, it indicated 
dealers in general were entering 
upon a new sales year with a bit 
better than two cars more than 
they had as of Jan. 1, 1953, when 
the index was 8.4. 
* * am 

SOLD new cars at the begin- 

ning of this month totaled 462,- 
689, including those on display in 
dealership showrooms, warehoused 





December’s revised estimate was 
459,876. 

Though new-car stocks have, 
in the last two months, fallen off 
and then remained fairly steady, 
this decline closes the books on 
a year which saw dealer inven- 
tories reach record - shattering 
proportions. 

And though dealer complaints of 
unrealistic production have di- 
minished amid the bustle of new- 


cy 
' 
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: 
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Rotunda Takes on Western Air— 


The special automotive exhibition on display at the Ford Rotunda in Dearborn 
is enlivened by a ranch scene from the west. Live ponies, horse stalls, saddlery and 
rustic fences, together with simulated ranch life, combine to create a scene of power- 
ful attraction. Nearly 8,000 visitors saw the show on opening day. 





Car Production Dips 


Week’s Total 114,965; Ford Builds 
31,450, Chevrolet 28,800 


(Continued from Page 1) 


The union was fighting to con- 
tinue the two-shift, four-day, 32- 
hour week. 

Studebaker last week boosted its 
car output to 2,770, against 2,381 
in the preceding week. 

Other makers to show substan- 
tial gains last week were Buick, 
Oldsmobile and Cadillac, the latter 
two of which are just getting back 
into the swing after switching to 
1954-model output. 

a * * 

bares NEW Willys now is being 

turned out, but at a slow rate— 
20 cars last week. Production is 
expected to be stepped up in a 
week or two. Output of Kaisers 
will be reported shortly. 

Truck production inched up 
again last week to the highest 
level in six months, Both Willys 
and Mack showed gains, 

A total of 94.5 percent of last 


Dodge Now Offers 
PowerF lite on Its 
Meadowbrooks 


DETROIT. — Availability of the 
PowerFlite automatic transmission 
has been extended to include 
Dodge’s price-leading Meadow- 
brook models, which now feature 
new interiors and exterior trim. 

In addition, Fluid Drive, which 
had been discontinued with the be- 
ginning of the 1954 model year, 
again is being offered on some 
cars as a result, it was said, of 
customer demand. 

Power steering, formerly re- 
stricted to Coronet V-8 and Royal 
models, now is optional at $150.50 
on all except six-cylinder station 
wagons. 

Gyro-Matic, a semiautomatic 
transmission which previously had 
been an option for Meadowbrook 
sixes and eights, has been discon- 
tinued. It sold for $130.10. 

PowerFlite, priced at $189, now 
may be had on all models but the 
six-cylinder station wagons. Fluid 
Drive, at $20.40, is optional on 
Meadowbrook Six and Coronet Six 
four-door sedans and club coupes 


only. 


week’s output was made by mem- 
bers of the Big Three. In the week 
earlier their shares totaled 94.2 
percent. 


* * 


ENERAL MOTORS took 46.1 
percent, against 42.6 in the 
preceding week; Ford Motor gar- 
nered 35.6, against 34.5, and Chrys- 
ler Corp. slipped to 12.8 from 17.1. 
On the Canadian scene, Wil- 
liam A. Wecher, president of GM 
of Canada, pointed out that the 
485,000 cars and trucks turned 
out in Canada in 1958 was 12 
percent higher than the 1952 to- 
tal, the previous record year. 
“The year saw a tremendous rate 
of expansion of the production 
facilities which are necessary for 
the industry to keep pace with its 
growing role in our nation’s econ- 
omy,” Wecher said. 
* * * 


Vissce THE ome ending December, 


new building projects costing $125 
million,” Wecher said. 

Wecher added that the number 
of motor vehicles on Oanadian 
roads at the end of 1958 totaled 

approximately 3,500,000, compared 

with 8,157,000 in 1952. 

Of Canada’s output total GM 
accounted for an alltime high of 
219,967 cars and trucks, compared 
with 200,310 in 1952. 


Colo. Woman Sues 
Luby for $33,000 


DENVER. — Mrs. Leo R. Buxtin, 
who claimed she was injured seri- 
ously when she fell through a hole 
in an auto showroom floor, last 
week sued Luby Chevrolet Co., 1820 
Lawrence St., for $33,000. 

Mrs. Buxtin claims she and her 
husband were in the showroom 
Dec. 21, to buy a car when she fell 
through a large, uncovered open- 
ing previously used by mechanics 
in servicing cars. She claims she 
suffered a spine injury, cuts and 
internal injuries. 






model introductions, reports persist 
that dealers handling certain 
makes are having especial difficulty 
getting their inventories in line. 


The tipoff comes in an account- 
ing on new 1953 cars still held by 
dealers with 1954 models on the 


floor. 
+ * * 


ORE New England dealer, whose 
new models were announced 
weeks ago, still had 13 units on 
hand from 1953. A midwest Big 
Three dealer, handling a higher- 
priced line, said he had reduced to 
his inventory of ’53s to a total of 
20, with the debut of ’54s just 
around the corner. 


On the basis of the latest new- 
car stock census, however, it 
appeared that such dealers were 
in the minority. Most, it seemed, 
had managed to dispose of all 
"58s, save a stray unit or two or 
perhaps a few demonstrators. 


In some areas, a question arose 
as to the methods employed in 
cleanup sales. At a midwestern 
point, it was rumored that dealers 
had passively accepted forced 
shipments of one make, and then 
resold at auctions. 


In southern cities, several makes 
were reported to have sold at cost 


or below. 
* a * 


past cleanup season, as 

usual, also included some activi- 

ty on the part of those speculators 

who buy up other dealers’ stocks of 

outgoing models with the hope of 
marketing them at a profit. 

Indeed, a phenomenom of this 

cleanup was the shopper who 
came into the showroom to ex- 
amine ’54s and, if satisfied that 
there had been no drastic design 
chahges, asked the dealer 
whether he had any new ’58s at a 
discount, A few dealers said they 
were able to move ’538s more 
profitably this way than they 
could several weeks ago, while 
the public still was waiting to see 
what the industry had up its 
sleeve for 1954, 

What the future has in store in 
the way of balanced new-car in- 
ventories is problematical. Several 
factories have cut back production. 
Others are going full tilt. 

ee ee 


Bot hope is expressed, among 
dealers surveyed, that the 
“dark” months are past. 
One dealer looks to the future 
with confidence on the grounds 
that, from here on, nt 
will pay dividends.” Another 
hopes that dealers in general now 
have learned “you cannot stay in 
business without a profit.” 
Speaking each for himself, 
dealers reported that they were 
receiving no more cars than 
actually ordered, and that new cars 
were arriving from the factory 
without excessive loading of acces- 
sories, 





New-Car Stocks 


In Field, in Transit 
(Estimated by Automotive News) 


Dealers’ 

Oars Cars In Tetal 

te Transit Potential 

Perted Pleld te Inventery 
Bedbes Dealers Stocks 
Jan. 1, °50.. 201,754 188,500 440,254 
Apr. 1, ’60.. 276,126 158,000 434,136 
June 1, '50.. 247,680 160,200 407,880 
Sept. 1, '50.. 239,642 160,400 400,042 
Jan, 1, ’51.. 89,900 404,788 
Apr. 1, °S1.. 406,541 138,500 545,041 
Jaty 1, °61.. 357,606 90,700 448,306 
Sept. 1, °51.. 283,402 86,800 370,202 
tan. 1, °'H2.. 224.968 31,000 255,968 
Feb, 1, ’52.. 198,762 69.000 267,762 
Mar, 1, ’52.. 182,577 76,000 258,577 
4pr. 1, °62.. 213,381 83,000 301 
May 1, ’62.. 251,674 88,000 339,674 
June 1, ’52. 036 710,000 302,036 
July 1, ’52. 462 84,500 962 
Aug, 1, "62.. 162,086 12,000 174,086 
Sept. 1, °62.. 149.091 77,000 081 
Oct. 1, 52.. 233,556 89,000 322,556 
Nov. 1, ’52.. 90,500 394 
Dec, 1, °53.. 287,247 716,000 363,247 
Jan, 1, °53.. 291,671 300 374,971 
Feb. 1, ’53.. 324,835 86 600 412,035 
Mar, 1, ’53.. 389,011 87,200 476,211 
Apr. 1, °63.. 445,882 89,300 535,182 
May 1, ’53.. -700 081 
June 1, °53.. 463,546 73,500 537,046 
duly 1, °63.. 479.698 82,800 562.498 
Aug. 1, °53.. 517,119 200 599,319 
Sept. 1, °563.. 514,569 74,500 589,068 
Oct. 1, °53.. 519,037 900 578.937 
Nov, 1, °53. 087 68,300 606.387 
Dec. 1, °53.. 430,876 29,000 *%459,876 
Jan, 1, '54.. 426,088 36,600 462,689 
tField stocks oo ae cars actually at 
dealerships, warehoused by dealers 

and ite ent and demonstrators. 
*Revised. 
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54 
Obituaries 


F. S. Glover, Former Head 


Of Reo, Timken Axle 


DETROIT.—Frederick 8S. Glover, 
former president of Reo and Tim- 
ken-Detroit Axle Co., died Jan. 13 
of a heart attack. Mr. Glover, 74, 
was stricken at his home, 25792 E. 
River, Grosse Ile. 

Mr. Glover moved to Grosse Ile 
in 1919, became president of the 
Timken firm, then general manager 
and president of Reo in 1937. In 
1944, he was named assistant di- 
rector of the War Production 
Board and worked for the Govern- 
ment until his retirement in 1952, 


Alfred Sergeant; Started 
As Ford Dealer in 1907 


ROCHESTER, N. Y.—Alfred W. 
Sergeant, 83, senior member of 
Harris & Sergeant (Ford), Albion, 
Pa., died Jan. 2 after a year’s ill- 
ness. 

He signed his first contract with 
Ford Motor Co. in 1907. He also 
had agencies in Conneaut, O., and 
Erie, Pa., before taking over the 
Ford firm in Rochester in 1917. 


Earl Hunter 
NEWTON, Miss.—Earl Hunter, 50-year- 
old Newton’ automobile dealer, died in a 
hospital here Jan. 1. He and ‘his brother, 
Ollie, held the Chevrolet franchise in New- 
ton for 27 years prior to November, when 
they eaeeyned it, m ° 


Randall H. Steward 
MANCHESTER, N. H.—(UTPS)—Ran- 
dall H. Steward, 59, dealership executive 
for many years, died at his home. Long 
associated with D. Ford Sullivan Co, as 
general manager, Mr. Steward in recent 
years had been with Cavanaugh Bros., 
Queen City Motors and Leo A. Cavanaugh, 
Ine, + . + 
Joe Gibson 
CRESTWOOD, Ky.—Joe Gibson, 78, who 
operated a Chevrolet dealership here for 
35 years, died Dec, 31. 
>. . . 
Matthias H. Apgar 
DUNEDIN, Fila. — Matthias H. Apgar, 
77, 1677 Pasadena Dr., Dunedin, Fia., 
died Jan. 4, He had retired in 1946 as an 
“dealer in Morristown, N. J., 
and moved to Dunedin three years ago. 
. . > 


Leopold Ferland 
MONTREAL. — Maj. Leopold Ferland, 
former president of the Montreal Auto- 
mobile Trade Assn., and one of the 
founders of the Veterans’ Taxi Owners 

Assn. in Montreal, died Jan. 4. 


Coite W. Hill 
ORLANDO, Fila.—Coite W. Hill, 68, re- 
tired truck ‘dealer, died Jan. 2.’ In’ the 
early days of the auto industry he oper- 
ated a-dealership in Gainesville. He moved 
to Orlando in 1920. He was an honorary 
member of the Florida Trucking Assn, 


V. E. Honeycutt Sr. 
ALBEMARLE, N. C. — Vance Efird 
Honeycutt sr., 45, mayor pro tem of 
oe and head of Honeycutt Motor 
was found shot to death in his place 
of i hoptanas on West Main Street Jan. 7. 
The coroner ruled the death a suicide. 


. 
Prices 
(Continued from Page 51) 

dan, $3,890; Pacific hardtop, $3,827; 
convertible, $3,935; Caribbean con- 
vertible, $6,100; eight-passenger se- 
dan, $6,900; limousine, $7,250. 

These were Packard’s prices 
for 19538, though the models listed 
did not necessarily carry equip- 
ment features found on 7: on "54s: 

Currer—Four-door sedan, $2,598; 
two-door sedan, $2,544; Sportster 
coupe, $2,805. 

Curper De.uxe—Four-door se- 
dan, $2,745; two-door sedan, $2,691. 

Packarp — Cavalier four-door se- 
dan, $8,244; Patrician four-door se- 
dan, $3,740; Mayfair hardtop, $3,- 
278; convertible, $3,486; Caribbean 
convertible, $5,210; formal sedan, 
$6,581; executive sedan, $6,900; 
corporation limousine, $7,100. 
ean new advertised- 

delivered prices are: 

Ssems 88 —Four-door sedan, $2,- 
337.09; two-door sedan, $2,271.62; 
Holiday, $2,449. 

Super 88 —Four-door sedan, $2,- 
476.71; two-door sedan, $2,410.25: 
Holiday, $2,688.39; convertible, $2,- 
867.59. 

Serms 98 —Four-door sedan, $2,- 
805.82; Holiday, $2,826; Deluxe Holi- 
day, $3,041.75; Starfire convertible, 
$3,248.84. 

For 1958 models, the prices were 
as follows: 

De.vuxe 88—Four-door sedan, $2,- 
327.09; two-door sedan, $2,261.62. 

Super 88 —Four-door sedan, $2,- 
461.71; two-door sedan, $2,395.25; 
Holiday, $2,673.39; convertible, $2,- 
852.59. 

Cuassic 98—Four-door sedan, $2,- 
785.82; Holiday, $3,021.75; converti- 
ble, $3,228.84; Fiesta sports conver- 
tible, $5,715 (including Hydra-Matic, 
power steering and other items). 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all 


branches of the automotive 


industry from Maine 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


and address at regular rates 


of Automotive News. 


day received. Display ads 
OF PUBLICATION DATE 
WANT AD DEPT 
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AUTOMOTIVE NEWS 


Creative Contact 
Automotive Sales 


Service Training 


WANTED NOW for permanent staff, 
national producer of training films and 
other visual media. Must be a planner 
and idea man, with broad background 
of writing advertising, sales promotion 
or training material in automotive 
merchandising field. Position requires 
some personal creative work, but 
primarily editorial supervision and 
ability to contact clients at high level. 
Automotive technical knowledge de- 
sirable. An unusual and challenging 
opportunity to become key man on 
large account. Preferred age 30-40. 
Send resume. Qualified men will be 
interviewed. Detroit location. Box 3400, 
c/o Automotive News, Detroit 26. 


WANTED — SERVICE MANAGER for 
Ford dealer in southern part of Indiana. 
Delivering 300 new units and 500 used 
units annually in town of 45,000. This 
man must be able to take complete 
charge of service department and produce 
repair sales in accordance with dealer’s 
quota. Approximately 2,000 Ford owners 
registered in area. This town has good 
schools, low taxes and is close to several 
large cities. Prefer man with family who 
would appreciate living in one of In- 
diana’s best cities. Will pay salary and 
bonus relative to man’s ability. All re- 
plies confidential, Please enclose recent 
snap-shot. Box 3387, c/o Automotive 
News, Detroit 26. 


DISTRIBUTOR WANTED 

National expansion program creates im- 
mediate openings over entire United States. 
Well known Petroleum products. Automotive 
field. Sold nationally. Desires experienced 
salesman capable of establishing distributor- 
ship and training salesmen. Unlimited po- 
tential. Protected territory franchise agree- 
ment. Minimum investment $4,000. Sales Mgr., 
Bell Lab., Inc., Box 2507, Orlando, Fla. 


GENERAL SALES MANAGER. Large 
Baltimore Ford dealer offers a lifetime 
opportunity for a volume minded man 
capable of training and stimulating large 
sales force. Must be willing and able to 
accept responsibility and possess the 
‘“*know how’ to get things done. Com- 
pensation plan ‘‘keyed to results.’’ All 
replies held in strictest confidence, Box 
3389, c/o Automotive News, Detroit 26. 


HELP WANTED 


Openings for 2 top notch men 
selling Chrysler and Plymouths 
for “Detroit's oldest Chrysler 
Dealer."" Demo furnished, va- 
cation with pay, liberal com- 
pensation plan, fast action floor 
with plenty of floor time. Only 
qualified men need apply. 

All replies kept confidential. 


CALL ED SNETHKAMP JR., 
WA 1-5250 Detroit 


DISCOURAGED? 


Den't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 


Send your message across the nation 


through an 
AUTOMOTIVE NEWS WANT AD 


Add One Dollar 
Replies to Box Number ads 
+3 Bird eer, 


($1) per 


to id 


column inch, per insertion 


| 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
io. Pa 


HELP WANTED 


EXPERIENCED AUTOMOTIVE parts 
salesmen to call on new car dealers. 
Territories available western Pennsyl- 
vania, Ohio and Michigan. Two years’ 
outside sales experience in automotive 
selling required. Liberal drawing account 

t commissions, Earn $8,000 to 
$10,000 or more yearly with opportunity 
for advancement. Company car furnished 
volume producers. Write, giving complete 
sales experience and business references. 
This will be held in strict confidence. 
Lee Rodgers and Company, 4076 West 

Richfield Road, West Richfield, Ohio. 


EXPBRIENCED PONTIAC parts man for 
Michigan’s largest Pontiac dealer. Ex- 
cellent opportunity for aggressive man. 
Box 3374, c/o Automotive News, Detroit 
26. 


WE NEED FOUR hard hitting, live wire 
auto salesmen. Experience with inde- 
pendents preferred. Drawing account and 
commission. Write Distributor, P. O. 
Box 630, Miami, Fia. 


REPRESENT 
FOREIGN-CAR 
DISTRIBUTOR 


Call on dealers in N. Y., N. J., Penn. 
and Conn. Salary, car and expenses. 
Chance to go to TOP fast in good 
organization. Write Arthur Stanton, 
302 5th Ave., NYC. 


SALESMEN TO CALL ON new car dealers 
with exclusive accessory. Must handle 
our line only. Openings in all sections 
of the country. Write full particulars 
including type of auto owned, age, ex- 
perience, territory preferred, etc. Box 
3373, c/o Automotive News, Detroit 26. 


WANTED SALES MANAGER 


Thoroughly experienced automobile sales 

wanted modern ressive 

" dealership, located within 25 

of Boston. Excellent opportunity ~ 
right man. Man selected must be capeble of 

training and superv entire sales force. 

Submit reswne and jary requirements = 
Box 3372, c/o Aeheunative News, Detroit 26. 


PARTS MANAGER, thoroughly familiar 
civilian and military truck parts, inter- 
change, pricing. Good detail man.. Must 
reside New York area. Send all details 
also salary required to Box 3388, c/o 
Automotive News, Detroit 26. 


TRUCK LEASING SALES manager for 
established Canadian company. Perma- 
nent position for experienced man, Salary 
and bonus. Must be free to travel, full 
particulars to Stanley Drive Yoeurscif 
System, Inc., 2085 Metcalfe St., Mon- 

Canada. 


POSITIOM WANTED 


age ‘*his atin 


METROPOLITAN NEW YORK AREA—20 

automobiles, trucks, 

buses, hearse ambulance. Retail; 

branch manager, national accounts; 

dealer relations; sales promotion; 

with major manufacturers. Would con- 

sider allied , dealership or manu- 

facturer’s agent. Box 3377, c/o Automo- 
tive News, Detroit 26. 


SALBS MANAGER — Five years’ Hull- 
Dobbs ge can employed, 
can teach, ‘sales force in volume 
operation. cam, single, college gradu- 
ate. Ambitious, has initiative, honest. 
Prefer Ford, Mercury, Chevrolet deal in 
south or midwest. Will acknowledge all 
letters. Box 3378, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER, Age 24; six years’ ex- 
perience, Mo-Par parts, wholesale and 
retail, Excellent references, employed. 
a 3379, c/o Automotive News, Detroit 

6. 


SERVICE AND PARTS EXPERT, 20 
years’ experience. Interested only in 
permanent position. Prefer southwest or 
west. References exchanged. Box 3390, 
c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
num ads, we suggest you send your 
replies direct to Classi Manager, Auto- 
motive News. Enclose a note | ting the 
concerns which you would not want your 
letter - room. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


insertion for 
forwarded to the advertiser, 
CLOSING: SIX DAYS 


use of a box number, in 


et bal 
IN ADVANCE 


unopened, 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


GENERAL MANAGER or general sales 
manager position desired with medium 
to large operation dealer — preferably 
Florida or southern United States. Am 
currently employed as general sales 
manager large metropolitan dealer but 
desire relocate, Qualifications: 36 years 
old; good health; outstanding record as 
one of nation’s leading salesmen; suc- 
cessful dealer operation ‘‘Big 3’’ dealer- 
ship; independent experience with Nash 
and Studebaker as operating dealer; 
highly developed educational background; 
varied college experience; thorough 
understanding all phases of business in- 
cluding office, parts, service and sales 
management, If you are looking for fly- 
by-night, side-show tactics manager you 
do not want me. I desire agsociation with 
solid, substantial operation that believes 
only way to success in long run is con- 
stantly applied effort in proper direction 
—not by use of gimmicks. Box 3392, c/o 
Automotive News, Detroit 26. 


TRUCK SALES MANAGER—capable of 
handling complete truck department, 44 
years of age and 20 years truck ex- 
perience. If you have a real need for a 
reliable truck man, let me hear irom 
you. Box 3342, c/o Automotive News, 
Detroit 26. 


AVAILABLE — HIGHLY experienced used 
car sales manager for the past 15 years 
for one of the largest Buick dealers in 
the midwest. Handled 1,800 used cars 
wholesale and retail in 1953. Age 47. 
a 3391, c/o Automotive News, Detroit 


49 YEAR YOUNG FORMER dealer seeking 


career! 27 uninterrupted new-used ad- 
ministrative, advertising, parts, service, 
buying, sales, sales training, sales 
management experience — thru depres- 
sions, recession, prosperity, war, in- 
flation, deflation, Democrats, Republi- 
cans, Dixiecrats—have yielded up the 
sales seasoning that only time can buy. 
It’s available (preferably to a Ford, 
Mercury, Chevrolet, Plymouth, Dodge 
or Studebaker dealer) who can pay the 
price (in 5 figures) and who’s interested 
in a career man who’s been employed by 
only three concerns during his entire 27 
year career (including 10 profitable 
years in his own dealership). If you're 
out to buy a sure, sober, mature right 
hand man—a closer that can turn a sus- 
pect - into-a - prospect - into - a - sale—a 
seasoned hand that can steer a straight 
and profitable course thru both buyer- 
resistance and a seller’s market. Box 
3376, c/o Automotive News, Detroit 26. 


ENERGETIC YOUNG MAN, age 35, 
college trained, married with family, 
desires change. Have GM wholesale and 
retail experience. Presently employed in 
GM 150 car dealership as No. 2 man. 
Am looking for an opportunity and 
hardwork with older man. Will make 
you money. After one year, would con- 
sider an investment in business. Excellent 
references. Prefer GM in Ohio. Box 3368, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER, now operating 
small agency, making change. Age 38, 
family, good record. Willing to handle 
accounting or parts assignment. New 
York state preferred. Box 3393, c/o 
Automotive News, Detroit 26. 


YOUNG MAN, 25, veteran, college gradu- 
ate, desires to learn automotive business. 
Willing to travel. Box 3375, c/o Automo- 
tive News, Detroit 26. 


GENERAL MANAGER, Young, married, 
family. General manager for one of the 
countries largest General Motors, Motors 
Holding dealerships. Also volume Ford 
experience. Desire present or future buy 

c/o Automotive 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD, \o- 
cated central Iowa. Town of 1800—rich 
farming territory. 70 units, Buy or leace 
excellent building with adjoining paved 
used car lot. Excellent equipment with 
body shop plus parts at inventory, ap- 
proximately $20,000. Money making 
business. Owner must change climate. 
3395, c/o Automotive News, Detroit 


FOR SALE OR TRADE near Atlanta, Ga. 
Large payroll, nice place. Rent $200 a 
month. Potential 75 or 100 units a year, 
$10,000 or $15,000 a year net. Original 
cost assets $15,000—take $8,500. No cars. 
Retiring. Pay $2,500 down — balance 
monthly. Need $7,500 operating capita! 
and you are in business. Trade for real 
estate. Handling Studebaker, one of 
America’s prettiest and best cars. E. E. 
Hosch, 124 Medlock Rd., Decatur, Ga. 
Phone Crescent 5852. 


DEALERSHIP AVAILABLE handlin g 
Studebaker, approximately 75-100 units 
per year. cellent location in heart of 
Florida’s citrus belt. Will sell for $10,- 
000—all shop and office equipment, parts 
and signs. No used cars, receivables. 
Reasonable rental of 60’x105’ lot with 
modern building, car lot. Box 3396, c/o 
Automotive News, Detroit 26 


DEALERSHIP HANDLING Chrysler pro- 
duct close to Portland, Ore. Business 
expansion, recreation, climate and home 
contentment guaranteed in the Pacific 
northwest. Estimate 150 new car regis- 
trations—1954, Favorable lease available 
on well planned building and lot. Parts 
and equipment inventories approximately 
$40,000. Reply Box 3397, c/o Automo- 
tive News, Detroit 26. 


WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


{12 Fisher Bidg. Detroit 2, Mich. 


AGENCY HANDLING NASH, showroom; 
service garage and gas station with 
building on a main street, prosperous 
town Conn. Large area to draw from: 
sold 42 units without salesman. Asking 
complete including $10,000 inventory. 
$95,000. Rendlog Sales Co., 1775 Broad- 
way, N. Y. C. Plaza 7-5345. 


WANT TO GET IN the _ automobile 
business easy? Then contact me, I have 
modern, complete dealership equipment 
and some cash for my share of invest- 
ment. 25 years’ experience. Will consider 
any good proposition. Cliff Jordan, Phone 
East 5-2675, Box 746, Palatka, Fla. 


DEALERSHIP HANDLING STUDE- 
BAKER in _ western Michigan. Only 
Studebaker dealer in city and county. 
Large franchise area. Will sell complete 
facilities including a modern building or 
will sell parts inventory plus equipment 
with good lease. Box 3383, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING CADILLAC- 
PONTIAC Texas. New modern type 
building, large used car lot. best volume 
service business in city of 5,000. Nice 
parts business. Building, used car lot, 
parts and all, $58,000. Factory approval 
necessary. Box 3384, c/o Automotive 
News, Detroit 26. 


DIRECT DEALERSHIP in colorful Colo- 
rado close to Denver, handling Dodge 
and Plymouth, over 100 units, good 
business, growing area. Modern building 
and equipment. This business can 
bought with or without property. Owner 
will sacrifice for immediate sale. Have 
other interests. Box 3385, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP AVAILABLE HANDLING 
BUICK—Alabama. Located on two main 
highways. Good lease and building, com- 
Plete shop, parts stock and office equip- 
ment. Extra nice display room and used 
car lot. Trade area included thirty 
towns. Box 3386, c/o Automotive News, 
Detroit 26. 

CALIFORNIA DEALERSHIP—GM. Live in 
the sun. Located in great central valley. 
Fast growing, rich agricultural area. 
Write Jack L. Davis, 530 E. Main S8t., 
Visalia, Calif. 


VERY PROFITABLE D 
in 


ONE FACTORY SALES EXECUTIVE 


We have one administrative position open for an 
American Citizen, 35 to 45 years old, who is currently, 
or recently has been, s:i¢-essful in managing automo- 
bile retail sales. He must be an executive. handling 
volume. We are asking for a man who has already 
proved himself and who is capable of further de- 


velopment. 
All replies will be held in 


strictest confidence (even 


though you may now be on our payroll). Please write 
a short letter reviewing your experience to Box 3402, 
c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


LERSHIP HANDLING STUDE- 
’ BAKER, Los Angeles county, California, 
+300 units, large franchise area. Will 
pay owner over $75,000 in profit plus 
galary this year. Five year profit over 
$200,000 after taxes. Complete set-up. 
New showroom, body and fender shop, 
service department. Will sell going cor- 
poration or parts inventory plus fixtures. 
If latter, $65,000 will take it. Good 
leases, good location, one of finest sales 
forces in the country. Strong advertising 
running. Owner seriously sick 
spending little time at business. 
Must have operation and retire. Will 
give all possible aid to buyer. Box 3345 
c/o Automotive News, Detroit 26. 





Dealership Handling Ford 


$00,000 net before taxes. Small town—2,500 
population—county seat. Midwest county trade 
grea 55,000. $20,000 parts and equipment. 
Terms cash. Factory approval. Confidential. 
No blue sky. No accounts receivables. No 
used cars. Excellent money maker. Lease 
property, low rent, rigid control on overhead. 
Reason—buying bigger deal; must move fast. 
Box 3335, c/o Automotive News, Detroit 26. 


Seana ernneennineh enn EERE REE RR ERR RRREEERERERREnnnE 


DEALERSHIP HANDLING PONTIAC, es- 
tablished 18 years in growing Indiana 
industrial city. Excellent service cover- 
age. Sell or lease modern building and 
used car lot. Purchasing inventory of 
parts and equipment only. Must meet 
factory approval. Write Box 3364, c/o 
Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING Stude- 
baker — 100 car — northeast Ohio. Sick- 
ness. $20,000 takes all and terms can 
be arranged. Long lease available on 
new car building and used car lot. Real 
opportunity for used car dealer or father 
and son combination, Contact Box 3382, 
c/o Automotive News, Detroit 26 at once. 


DEALERSHIP AVAILABLE handling 
Buick-GMC. Well established business, 
south central Missouri, county seat town. 
Inventory of parts, accessories, fixtures 
and shop equipment or $12,000. Contact 
Ralph Archer, Mountain Grove, Mo. 


DEALERSHIP WANTED 


WANTED — CHEVROLET DEALERSHIP 
by former dealer, located in Kansas, 
Nebraska, Iowa —in city of 10,000 or 
more population, factory approval as- 
sured, strictly confidential, all replies 
will be answered. Box 3380, c/o Auto- 
motive News, Detroit 26. 

CHEVROLET - FORD. Approximately 250 
units. West — southwest — northwest. 
Strictly confidential. No brokers. Box 

4 3360, c/o Automotive News, Detroit 26. 

‘FORD OR GM dealership in southern 
California. Box 3381, c/o Automotive 
News, Detroit 26. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All! 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
Ulster 2-5600 











BUSINESS OPPORTUNITIES 
DAYTONA BEACH, FLORIDA. Luxurious 
ocean front cottage colony in perfect lo- 
cation, excellent construction. 1953 gross 
almost $28,000. Full price—just over 4 
times gross with $55,000 down. Write or 
wire Warren L. Greenwood, Realtor, 
9 S. Ocean Ave., Daytona Beach, Fla. 
INATIONAL COMPANY WILL purchase 
| your leasing company or assets for cash. 
| Inquiries handled in confidence. Box 





| 3394, c/o Automotive News, Detroit 26. 





Sideline Brings 


$6000.00 


Annual Income 


to Kansas City Used Car Dealer 
on a $500 Investment 


Any used car dealer can easily handle 

| this new type addition to present 
business—with only meager experience. 
No additional overhead required. 


One man established 4 years ago, now 
running at rate of $20,000.00 annual 
gross profit. 


A tremendous opportunity that fits 
deatly with used car business, regular 
auto dealership, independent service 
station. or garage. Exclusive territory 
going fast. Write TODAY. 


BOX 3401 
c/o Automotive News, Detroit 26. 





DISTRIBUTORSHIPS AVAILABLE 





State Distributorships Now 
open in the State of 


Tennessee and Kentucky 
Also in the States of 
Missouri, Arkansas and Kansas 


For Cadillac line of funeral 
‘ambulances .. . 


coaches and 


Old established manufacturer. 


Profitable proposition to reliable distributor 
Factory representative will help organize 


-e@ppointed distributors. 


GMAC Finance Pian 


Box 3350 
c/o Automotive News, Detroit 26 
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DEALER SERVICES 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 








INVENTORY SERVICE 
Parts Accessories 

large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert parismen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all ac- 
countants and by the government. 

ALLIED INVENTORY CO., INC. 
1916 E. 79th St. Chicago 49, Il. 
ESsex 5-8300 





INVENTORY SERVICE, Parts and acces- 
sories. Top type personnel, 
procedures, up-to-date records. 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A.’ Talbot’s Inventory 
Service, 124 8S, Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
recordings left with dealer for 
in case of fire. Perpetual in- 


pr 
. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 





CARS FOR SALE 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 

12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 








1953 M.G. T/D ROADSTER (red) 1070 
miles. Never licensed. $1,500 cash. Wag- 
goner Motors, Grayson, Ky. 





ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoin 5-1100 
“Home of Michigan's Finest Automobiles” 








ATTENTION DEALERS !! 


@p SPECIALIZING IN THE SALE OF 
c EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950-1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heater: 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of ‘ncation. Phone or write for informa- 
tior 


Robinson Auto Rental, Inc. 
229 %. Hanson 5¢. Philedeiphia, Pa. 


1. €. Spatig, Used Cor Manager 
Sherwood 8-1500 








AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 


(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A-P.A. 





i} 
}| 124 Oak Avenue 


OARS FOR SALE 


ATTENTION DEALERS 


“A Rare Opportunity" 
25—1951 DeSOTOS 
2—1949 PACKARDS 
4—1948 PACKARDS 


(6 Cylinder - 7 Passenger) 
(Used at the 
Washington National Airport) 


Black Paint 
Leather Upholstery 
A-1 CONDITION THROUGHOUT 


{Our Preventive Maintenance is TOPS) 


!! PRICED TO SELL !! 


CALL OR WRITE! 
AIRPORT 
TRANSPORT, INC. 


Administration Bidg., Room 2% 
Washington National Airport 
Washington 1, D. C. 


STerling 3-3215 





CARS WANTED 


WANTED — BRAND NEW 1953 Fords, 
Chevrolets, Plymouths, Hudson Jets, Pon- 
tiacs, ete. If you n cash, phone Gienn 
Walraven Motors, Marion, Ohio 2-4135— 
Nights 2-5708. 


WANTED—1953 PLYMOUTHS — Must be 
$150-$200 less than invoice. Kirkwood 
Motors, Kirkwood, Mo. YOrktown 5-1204. 


PARTS FOR SALE 
eo @ee@Eee@&: & 


‘or FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


largest Wholesale Stocks 
of GM Parts For 

© Buick 

® Cadillac 

© Oldsmobile 

® Pontiac 

© Chevrolet 
One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerity Robertson Buick) 
1000 S. WABASH AVENUE 
Chicago 5, Illinois WAbash 2-1030 
ae @ = 














Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
Flanders 0600 St. Louis 9, Mo. 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clerk St. Chicago 26 
Direct Phone—AM 2-7117 





GENUINE 
STUDEBAKER 
PARTS 


® Large Complete Stock 
© Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Nateral Bridge 
St. Louis 7, Me. 
LU. 4860 








Export Sales 


DIRECTOR LEAVING FEBRUARY ON 
REGULAR TRIP THROUGH 
SOUTH AMERICA 


Con handle additional lines — re- 


placement ports, garage equipmeat, 
body builders. 


Densio F. Hamlin 


empsteed, New York 


ee ee ee es 
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ANTIQUE CARS FOR SALE 


SHOP EQUIPMENT FOR SALE 


FOR SALE—1917 MODEL T Ford roadster. | COMPLETE JOHN BEAN front end de- 


Completely . Runs very good. 
Contact Boch Sales and Service, Inc., 859 
Providence Highway, Norwood, Mass. 
Phone: Norwood 7-1096. 

CLASSIC 1934 PIERCE ARROW sedan. 
Perfect condition, power brakes, 6-ply 
tires, original paint like new, always 

— 42,000 miles. Needs no re- 

can be driven anywhere. $650. 

c/o Automotive News, De- 


TRU R 





FOR SALE OR TRADE 
Avte Transport and Trailer 
Tractor is GMC 450 with 5-speed transmission, 
2-speed axie, 900-20 fires and twin saddle 
tanks, Whitehead Kay 4-car transport. $1,950 
for complete rig or will trade for used 
cars, pick-up trucks or airplane. 


CAL 
2771 E. Slauson Ave. 
Phone LOgan 8-3255 








SHOP EQUIPMENT FOR SALE 


DYNAMOMETER, CLAYTON ANALYZER, 
model C-41-FFA, flush-floor type, com- 
pletely equipped with inertia flywheel, 
cabinet and standard instruments. Gost 
new $2,578.59. Sacrifice price $1,375, 
crated and ready for shipment, f.o.b. 
Cambridge, Mass. Also, Perma - fuse 
brake oven unit, original price $375. A 
bargain at $95 plus freight, Both units 
guaranteed to be in first class operating 
condition, subject to rigid inspection. 
Hughes Motor Mart, Inc., 2067 Mass. 
Ave., Cambridge 40, Mass. 


FOR SALE — STUDEBAKER dealer will 
sacrifice on $27,000 parts inventory and 
$1,200 Studebaker special tools. Also 
complete body and paint shop equipment, 
including Bear frame and wheel align- 
ment machine with 23 foot trestle and 
all attachments; Bear wheel straighten- 
er; Bear dynamic wheel balancer; air 
hammers; porto-power tools; paint spray 
guns and regulators, etc. Replacement 
cost ever $10,000—will sell for less than 
half. A-1 condition, as equipment only 
5 years old. Everything reeded to run 
first class body and paint shop. Complete 
office, parts dept. and other shop equip- 
ment including desks, safes, files, Sun 
motor analyzer, Sun distributor tester 
(with cabinets), Sioux valve refacer and 
grinder, Bay floor lift, Cincinnati time 
clocks, floor jacks and many other de- 
sirable service shop items. All at greatly 
reduced prices. Don Simpson, Simpson 
Motor Co., Sioux City, Iowa. Phone 


ELECTRIC LIFT. Manufactured by Walk- 
er, 4 post, installation on top of floor, 
no holes to dig, easily moved, free wheel 
type, 7,500 pounds capacity. Like new 
condition—$375. Winnebago Finance Inc., 
303 N. Church S8t., Rockford, Ill, 


EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answerl 


AUTOMOTIVE NEWS 





partment, cost $1,200—like new $535. 
cr Motors, 1 State St., Bloomfield, 


___— SHOP EQUIPMENT WANTED 

WANTED — USED SHOP TOOLS. One 
heavy duty brake riveting machine for 
truck work, one 10-ton floor jack, two 


air wrenches 1%’’, 
Mankato, Minn. 


MISCELLANEOUS 








CONVERTIBLE SUPPLIES HBAD-- 


QUARTERS. World’s most complete 
line, Willys civilian jeep tops—Complete 
cab $56.16. No. 10 OD duck. Also, re- 
placement convertible tops—2-ply $16.50;) 
3-ply $20.50. Replacement headliners 
$12.50. Boston Big Buck Products, 278 
Cambridge St., Boston, Mass. 


FLORIDA HOLIDAY. Available now. 
Beautiful, furnished apartments in 
tropical setting of palms, hibiscus and 
poinsettas. Choice of one or two bedroom 
apartments with living room, tile¢ 
electric kitchen and bathroom, Every 
thing supplied, linen, china, silverware, 
ready to move in, Available for week, 
month or year. Phone or write Chas. R. 
Prout, Grace Apartments, 501 North E, 
7th Ave., Fort Lauderdale, Fla. Phone 
4-2469. 

LIVE LONGER, FEEL BETTER, eating 
Riolem juiceful, uncolored oranges, 
grapefruits — $2.50 bushel. Riolemaut, 
Denver, Fila. 

DEALERS’ MAILING LIST. Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. December 1953 checked, On ad- 
dressed labels, 32M. $12 per M. Box 
3399, c/o Automotive News, Detroit 26. 

ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
lillustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 





Attention Dealers 


Start the NEW YEAR with the Greater CHICAGO AUTO AUCTION. 
First sale Monday, January 11, 1954 and every Monday there- 


after. 500 car parking area. % mile black top testing road 


on the premises. All checks and titles guaranteed. 7 year auto 


auction experience. George Lawson, mgr. Dutch Stuart (auto- 


mobile auctioneers) Hube Elliott. 


GREATER CHICAGO AUTO AUCTION 


7750 S$. CICERO AVENUE 


CHICAGO, ILLino!: | 
’ i 
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for One Year $8 [] 
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New Subscription Or: 


Send Automotive News to Address Below | 
or Two Years $14 | | 
for which check is attached [] or send bill {| 
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| Now Mn Ober. GON... 70 more coke ovens to help 


make 4 million ingot tons of steel 
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"Tai week, another installation in Great 
Lakes ,Steel’s expansion goes to work. 
Seventy néw coke ovens are going on the 
job to help us increase our service to the 
automotive and other industries which 
use flat-rolled steel. 


From these ovens will come the additional 
coke required for fuel in the blast furnaces, a 
part of the integrated and balanced facilities 
which now give us a steel making capacity 
of 4 million ingot tons annually. This illustra- 
tion gives a “behind the scenes” glimpse of 
what’s necessary to maintain our full inte- 
gration ahd provide the balance in facilities 
necessary to insure customer satisfaction. 


Because Great Lakes Steel is completely 
integrated and in balance, it is more than 
ever a dependable first source of flat- 
rolled steel. Starting with ore, we work it 
through our own blast furnaces, bessemers, 
open hearths, blooming mills, hot and 
cold rolling mills and merchant mills, 
right down to the finished forms. 


And at our plant the steel-making and 
finishing capacities are geared to guarantee 
the kind of service a manufacturer can 
count on in the future, as well as the present. 
Great Lakes Steel Corporation, Detroit 29, 
Michigan. 


Offices also in Chicago, Cleveland, Grand Rapids, Lansing, New York, Philadelphia, St. Louis and Toledo. 


Great Lakes Steel 


NATIONAL STEEL vise CORPORATION 


Illustration: Coke ovens at Great Lakes Steel. 
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GREAT THINGS HAPPEN AT GREAT LANES STEEL 








